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NEWS FEATURE 

Web opens enterprise portals 



By Emily Filzloff 
and Dana Gardner 
unlocking the vast wealth 
of knowledge stored in enter- 
prise resource planning (ERP) 
systems, Web sites, data ware- 
houses, legacy mainframes, and 
client/server systems is at the 
top of the list for every major 
corporation today. 

> See page. 14 



SAS gets smart 

■ Crafts knowledge management plan 




By Ed Sawnell and Paid Krill 
the sas institute in early Feb- 
ruary will introduce extensions to its 
decision-support software for finer- 
grained knowledge management. 

Called the SAS Collaborative 
Business Intelligence Solution, the 
SAS knowledge management ini- 
tiative is based on an "enablement 
layer" capable of culling and dis- 



seminating information from data 
warehouses across an enterprise. 

"With this, users have a collabo- 
rative business intelligence reposi- 
tory where now they can have a live 
report in their hands with live 
[online analytical processing! ca- 
pabilities instead of one that is fixed 
and static. They can slice and dice it 
SAS page 26 
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Connecting customers 

► Creates common business model 

► Based on open Internet technologies 

► Integrates with existing infrastructure 



Buying \-um».The obi 

protocol will help small 
businesses to sell on the Internet. 70 

IllOll Shalt: Peer to Peer provides 1 0 
fundamental steps to success 
for software developers. 64 
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Linux bandwagon grows 

■ HP, IBM, Compaq to line up behind open-source platform 



fly David Pendery. Dan Brimfy 
and Ed Scannell 

momentum BEHIND the Linux 
platform will soon surge again with 
both Hewlett-Packard and Tivoii 
Systems planning to extend their 
management platforms to the open- 
source Linux platform, according 
lo high-ranking officials at the two 
companies. 



I n addition, Compaq is expected 

to Linux-enable its Alpha systems 
soon, according to a source famil- 
iar with Compaq's plans. Also, Lo- 
tus officials last week confirmed 
that the company plans to release 
Notes on Linux before the end of the 
year in response to market demand. 

In the midst of growing Linux ac- 
tivity. Linux inventor Linus Tor- 



valds this week plans to announce 
Version 2.2.11 of the Linux kernel, 
which will feature improvements in 
file systems, multiprocessing and 
security, as well as platform support 
for Sparc64, Alpha, and PowerPC. 

Detecting an opportunity lo 
move to the forefront of the Linux 
arena, HI' likely will be porting its 
: LINUX page 26 
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Compaq, Dell 
to help ease 
PC transitions 



By Dan Briody 
and Epkraim Schwartz 
system vendors are ready to 
accept long-overdue responsibility 
for managing the pace of technolo- 
gy upgrades to PCs, a problem that 
continues to confound IT managers 
struggling lo keep up with the 
changes. 

Compaq Computer and Dell 
Computer are launching separate 
programs designed to minimize 
change and keep IT managers bet- 
ter informed about forthcoming 
technology shifts. These initiatives 
follow up on Intel's forthcoming 
plans to maintain stable long-term 
platforms on which corporations 
could standardize. (See "Intel ends 
vicious PC cycle," www.infoworld. 
com/printlinks.) 

"It's refreshing to see some ol the 
initiatives the OEMs are putting 
forward to address these points," 
said Kevin Knox, an analyst at the 
Gartner Group, in Stamford, Conn. 

: PCS page 24 




EXTRA ENTERPRISE NETWORKING REUIEWS INSIDE 



We're willing to bet you don't think of yourself that way. 



Probably you don't think of anyone at your company as a node either. They're users. People. Individuals. 

Your network should recognize individuals too. And it can, right now. 
At Novell, we're networking specialists. By making Novell Directory Services (NDS) available on different platforms 
like NetWare , NT and UNIX, we've made network management more efficient. Install it and control access to back office 
applications. Using technology like Novell's Z.E.N. works; you can make your Windows desktops and software more reliable. 
Deploy applications. And help make your desktops Y2K compliant. 

With NDS, every user on your network has a unique profile. Wherever they are, your users just tap into 
the network to get their personal environment for using and accessing everything. Each node is a person. Each user is an individual. 

Tired of being treated like a node? Call 1-800-509-1800 or www.novell.com/node to find out how Z.E.N. works 
and other applications for Novell Directory Services can help you. 
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there's the tiniest little hole in your net, they'll find 





McAfee Total Virus Defense 




PCP Total Netvork Semnt}' 




Smffet Total Nenmi Visibility 
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MagK Total Sttvta Desk 



^ Bugs from the Internet to your PC: 



The Internet is to the computer virus what the airplane is to the biological virus; a way to travel the 



WORLD AND INFECT EVERYONE. SO MCAFEE TDTAL VIRUS DEFENSE (TVD) FENDS OFF VIRUS ATTACKS ANYWHERE ON YOUR NETWORK, USING A 



MULTI-LAYERED DEFENSE AGAINST THE SCUMBAGS AND MALICIOUS CODE CRACKERS 



OF THE WORLD. Up-to-the-Minute Extermination, w.ti- 



OVER 400 NEW VIRUSES FOUND EVERY MONTH. YOU'RE EITHER UP-TO-DATE WITH YOUR VIRUS PROTECTION OR YOU'RE TOAST. MCAFEE TVD KEEPS 



PEOPLE ACROSS YOUR COMPANY UP-TO-DATE WITH A MINIMUM OF HASSLE. WE UPDATE YOU AUTOMATICALLY OVER THE INTERNET, SO YOU ALWAYS 



HAVE THE LATEST AND GREATEST. JUST LIKE 6D MILLION OTHER COMPUTERS WORLDWIDE 



^ Best-of-Breed Heets Integration. Our leading 



VIRUS TECHNOLOGY IS INTEGRATED WITH COMMON UPDATING, ALERTING AND REPORTING. AND IS ALL BACKED ■ W EMCRHENCT RCflPONBC TEAM 
THAT KILLS NEW VIRUSES WITH "FOLLDW THE SUN" COVERAGE FROM 1 1 SITES ON 6 CONTINENTS. IT'S NOT JUST THE BEST DEFENSE; IT'S THE BEST 



3E. too.^ Kill Bugs Dead, call 



SOO-332-9966, DEPT. D64B, FOR OUR WHITE PAPER ON MULTI-LAYERED 



DEFENSE OR VISIT WWW.NAI.COM. THEN GET THE BEST IN PEST CONTROL, WITH MCAFEE TOTAL VIRUS DEFENSE. 
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Internet services 



©Home, AT&T deal leads ISP convergence 



By Laura Kujubu 
and Stephen Lawson 
convergence in the Internet 
market continues as companies last 
week sought to carve out a space in 
the highly competitive arena. 

@Home had a busy week on the 
Internet consolidation front, as it 
announced last week its plans to 
buy Excite. (See related article, page 
52.) And according to published re- 
ports, @Home may also buy AT&T's 
Internet-access business in a com- 
plex deal that would enable the long- 
distance telecommunications com- 
pany to maintain much of its control 
over the business. 

Neither AT&T nor @Home 
would comment on the possible 
deal. 

In addition, as cable companies 
jump into the Internet fray, tele- 
phone companies argued last week 
that the Federal Communications 
Commission (FCC) should require 
the cable TV companies to open up 
their networks and submit to FCC 
regulation. 

AT&T, cable operators, and Sili- 
con Valley companies have been 
lobbying the FCCarguing that reg- 



ulation would deter investment and 
advancement of the Internet. 

Meanwhile, independent ISPs, 
whose businesses are getting sub- 
sumed by the telephone company 
giants, argued last week that the 
FCC should wait to give large local 
phone companies the approval to 
expand their high-speed Internet- 
access businesses. 

Analysts said that Internet con- 
solidation is definitely a reality — 
and a necessity. 

"I expect to see one-stop shops 
for Internet access, telephony, and 
fax," said John Coons, an analyst 
at Dataquest, in San Jose, Calif. 
"With networks consolidating, it 
makes sense for a small number of 
long distance providers to ( consol- 
idate! bandwidth — a large num- 
ber of small networks is not cost-ef- 
fective." 

Indeed, telephone companies and 
vendors are readying themselves 
this week at ComNet in Washington 
with services and products that 
leverage the broadband potential of 
these new networks. On Jan. 26, GTF. 
Internetworking will launch its IP 
Telecom Services unit, rolling out 



IP Fax as its first series of services. 
IP Fax — an incarnation of the 
DestinationFax service trials an- 
nounced in March 1998 — allows 
business customers to send and re- 
ceive faxes from desktop applica- 
tions, the Web, and fax machines. 
Users can also broadcast faxes and 
track the delivery status of their 
faxes from the desktop. 

Meanwhile, 3Com will announce 
the availability of a telephony sys- 
tem for carriers that will provide 
both traditional circuit switching 
and combined voice and data over 
IP. The three-tier architecture con- 
sists of gateways, gatekeeper de- 
vices, and core switches intercon- 
nected using standard protocols. 

3Com's new telephony system is 
designed to help service providers 
migrate from traditional infra- 
structures to IP, and will compete 
against systems under development 
by rivals Cisco and Lucent, accord- 
ing to a 3Com source. 



Rob Guth, a Tokyo correspondent 
for the IDG News Service, an 
Info World affiliate, contributed to 
this article. 



FROM THE NEWS DESK • MICHAEL VIZARD 

There's no get rich 
quick 5 scheme in ERP 

Business people have peculiar notions about in- 
vesting money: They eventually expect to see 
some sort of tangible return, usually in the form 
of a gain in market share derived from increased 
revenues. 



So with all of the investments 
made in enterprise resource plan- 
ning (ERP) systems during the past 
few years, business people are won- 
dering what they got for their mon- 
ey. Tile majority of companies that 
spent millions on ERP hold the same 
competitive position they held be- 
fore making these investments. 

That's because everybody pretty 
much made the same ERP invest- 
ments. So rather than enhancing 
their competitive positions, the 
ERP investments really became a 



necessary cost of business 
that allowed companies 
to hold onto their market 
position. Although ERP 
systems did not increase 
their business, companies would 
have lost competitive ground had 
they failed to make the investment. 

But perhaps the biggest reason 
that most organizations have yet to 
see the real benefits of ERP is that 
they failed to make equivalent in- 
vestments in their decision-support 
systems. Basically, an ERP system is 




a production application that helps 
optimize processes. But most of 
these systems are woefully inade- 
quate at telling you what's going on 
inside those processes. 

As noted in our Page One article 
by Emily Fitzloff and Dana Gard- 
ner, what needs to happen next to 
bring real value to ERP systems is 
the creation of an enterprisewide 
decision-support strategy within 
corporate IT organizations. 

These so-called Enterprise Infor- 
mation Portals will provide busi- 
nesspeople with a comprehensive 
view of the business by leveraging 
emerging Web technolo- 
gies, such as the Extensi- 
ble Markup Language; 
drill-down tools associat- 
ed with data marts; and a 
new class of knowledge 
management applica- 
tions to break down the 
artificial barriers lhal exist between 
the enterprise's applications. 

So the real question is, can we 
create these types of data architec- 
tures, or is there just too much in- 
ertia in our organizations to even 
begin to think about trying? Write 
to me at michael_vizard@info 
world.com. 
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■ Clinton outlines anti-terrorism plan 

President Bill Clinton last week in a speech outlined four initiatives 
to protect critical computer systems from cyber-terrorists and pro- 
posed that $ 1 .46 billion be spent on the effort. The initiatives, called 
the Cyber Corps program, include a research effort focused on 
detecting intruders as they attempt to break into critical systems; 
detection networks that will sound an alert to computer systems 
when there is an invasion, starting with the U.S. Department of 
Defense and adding other key federal agencies in the future; the 
creation of private-sector information centers that enable industries 
to work together and with the government regarding cyber-threats; 
and a funding request to add computer experts to the government 
payroll. 

■ Irish teen hatches fast encryption 

A teenager's science fair project could extend the reach of electron- 
ic commerce and other Internet applications by making encryption 
faster, some observers say. Sarah Flannery, 16, of Cork, Ireland, recent- 
ly created a public-key algorithm that could make data encryption 
1 0 times faster than current commercial systems. A representative at 
encryption developer RSA, however, cautioned that newer is not 
always better when it comes to encryption. 

■ Symantec CEO Eubanks to quit 

Symantec announced that its CEO and president of 1 5 years, Gordon 
Eubanks, will step down. A replacement will be named within 
months, company officials said, at which time Eubanks will assume 
the chairman position in the company, replacing Carl Carman, the 
current chairman. Carman will remain on the board. 

■ Compaq to detail new Alpha boxes 

Compaq Computer is readying its AlphaServer DS20 and the long- 
awaited XP1000 (Extreme Performance) workstation for release on 
Feb. 1 . Based on the Digital AlphaServer 1 200, Compaq's AlphaServ- 
er DS20 is a dual-processor model sporting Compaq's Tsunami 
architecture, featuring three-chip switched interconnect linking 
processors and memory. Also expected is Compaq's XP1 000 work- 
station. Code-named Monet, the system will be first available in a 
500-MHz model, with three drive bays allowing for as much as 54GB 
of storage capacity. 

■ Progress unveiling app dev package 

Progress Software this week will announce Progress, Version 9.0, a 
suite that includes Progress Open AppServer (formerly Apptivity) 
application server, Progress Provision Plus tools and utilities, and the 
Progress RDBMS database. The package provides a way to build 
client/server and n-tier applications that will extend to more client 
types, such as Java, ActiveX, and HTML. The package also offers a 
migration path for deeper, back-end integration, company officials 
said. The suite is shipping now for 32-bit Windows and Windows NT, 
and for Unix platforms. 

■ 3Com buys networking chip vendor 

3Com last week acquired a chip-making business in a bid to acceler- 
ate delivery of network devices. The company paid approximately 

$ 1 6 million for ICS Networking Systems, in Valley Forge, Pa. 3Com 
officials said the company gained tooling and intel- 
lectual property that will allow it to slash product 
development time and costs. 
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For the latest IT news and updates, turn to 
InfoWorld Electric at www.infoworld.com. 
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competition: 
Is a platform- 
neutral 
approach 
required for 
success? Join 
our forum. 



► Bug invasion: Who or what can solve the 
industry's quality-and-support crisis? 

► The Pentium III: Does Intel's new proces- 
sor grab you? 

► Enterprising efforts: Development, data, 
and ERP — who had the greatest impact 
in '98? 
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► Plugged In: Pentium III learns something 
from the past. 



► Career Currents: 
If you find the „ 
promotion path m I 
blocked, pause before 
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THE 

1NFOWORLD 

SCOOP 

► For a summary of the latest news, reviews, 
forums, and more, and for a close look at 
l-commerce and Y2K concerns, subscribe 
to our twice-weekly newsletter. The Info- 
World Scoop, at www.infoworld 
.com/launch/register.htm. 
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YOU CAN NEVER BE TOO SLIM, OR TOO POWERFUL. 





NOW YOU CAN PUT TEN SERVERS IN EVERY RACK. 



Introducing the Dell' PowerEdge' 6350 Intel' -based server for data centers. It's powerful enough to run all of your business-critical applications. Yet slim enough to 
accommodate ten servers with up to 40 Pentium' II Xeon " processors. In combination with our PowerVault " Fibre Channel storage systems, our PowerEdge 6350 servers 
deliver a high-performance, highly reliable server/storage solution. All in a standard 19-inch rack in your data center. Of course, we back everything up with 7x24 
telephone support and a variety of service packages that can be tailored to fit your organization's unique needs. So get more out of your data centet by getting more in it 
with the PowerEdge server and PowerVault storage system. On view now at www.dell.com/reliable. Or call us direct at 888-887-DELL. 
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The Dell PowerEdge 6.350 Server. 
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form factor 
Up to /our (Viujum" U 
Xeon™ processors at 400MHz 
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Redundant hot-plug power 
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630F Storage Subsystem. 

Dual active storage processors 
Up to /CiO of mirrored cache 

Up to 2TB of fibre channel storage 
Up w 1 20 fibre channel hard drives 
Redundant hot-plug potver 
supplies and cooling fans 



Pentium®!! These products are FCC-A verified for commercial usage and are not offered for sale/lease for use in home or home office. 
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ACUll TV 1 



O C E S 



I Dell Wav. Hound Rock. TX 786B? Ann Warranties Dell, We Dell logo and PowetEdge are 
©I99B Dell Compute* Corporation All rights reserved 



;s and Be Direct and 



irks of Dell Computer Corporation. 



BE DIRECT 



EK4.L 

www.dell.com/reliable 



Copyrighted materia 



NEWS 



Oracle and Veritas team up on storage 

■ Storage management continues its move to the database 



By David Pendery 

A STORAGE INITIATIVE from 

Veritas and Oracle aims to 
closely link the companies' 
platforms with common APIs, 
designed to increase the per- 
formance and manageability 
of information stored on the 
database. 

With the database steadily 
becoming the default enter- 
prise storage facility (see chart, 
right), Veritas recognized the 
need to work even more close- 
ly with Oracle. Analysts said 
they believe it is the right move 
at the right time. 

"In the sea of data, the data- 
base is the main navigational 
tool, and with Web-based stor- 
age management, the roles of the 
database are getting much more 
important," said Greg Cline, an an- 
alyst at Summit Strategies, in 
Boston. 

The companies said the common 
APIs will go far in automating Or- 
acle database processes, including 
disk usage, database configuration, 
load balancing, and I/O optimiza- 
tion; alerts and notifications; and 
more complete availability of data 
stored on Oracle databases by way 
of Veritas' clustering, RAID, and 
mirroring technologies. 



Databases increasingly 
own storage 



By 2001, 56 percent of open systems servers capacity 
will reside on databases. 
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SOURCE: STRATEGIC RESEARCH CORP. 

"A lot [of database administra- 
tion] is done manually now," said 
Mark Griffith, director of market- 
ing at Veritas. "But there is not a 
lot of expertise in the underlying 
[hardware and software] architec- 
tures, in terms of performance and 
reliability. We want to make it easi- 
er for the application [rather than 
the user] to manage the storage." 

The increasingly smooth func- 
tioning of the major enterprise 
platforms will also usurp more sys- 
tem functions from network and 
enterprise operating platforms. 



"Oracle currently works 
closely with systems vendors to 
take advantage of operating 
systems,"said Helen Cha, engi- 
neering manager at Veritas. 
"But they still don't have direct 
access to managing storage. It 
has to go through the OS. We 
will make changes within the 
kernels allowing direct access 
to storage and OS storage man- 
agement functions." 

Such fundamental manage- 
ment of the data includes full 
comprehension of disk archi- 
tectures, I/O operations, and 
system management of disk 
space, according to Cha. 

"As databases are improving 
in performance, the database is 
outstripping the ability of the OS to 
move data to storage. The OS has be- 
come a bottleneck," said Bob Shimp, 
senior director of product market- 
ing at Oracle. "We are advocating a 
particular style for computing. 
When you move to the Internet plat- 
form, you write to the platform and 
to the data and not to the operating 
system. It's a different role the OS 
will take on in the future." 

Veritas Software, in Mountain 
View, Calif, is at www.veritas.com. 
Oracle Corp., in Redwood Shores, 
Calif, is at www.oracle.com. 



Vendors plan chip-level security systems 



By Matthew Nelson 
and James Niccolai 
hardware vendors including 
Intel, Hewlett-Packard, and Wave 
Systems are getting serious about 
chip-level security. 

Intel plans to embed a personal 
identification number and a ran- 
dom-number generator in all fu- 
ture Pentium III processors, ac- 
cording to Seth Walker, a company 
representative. 

Each chip-based identification 
number is intended to provide an 
additional layer of authentication. 
If an individual steals a password, 
but does not have the correct sys- 
tem, access could be denied. 

The random-number generator 
will work in conjunction with PC 
encryption software to scramble 
messages as they are transmitted 
over the Internet. Current encryp- 
tion software contains random- 
number generators, but because 
they are software-based, they are 
more susceptible to computer 
hackers. Intel's technology uses 
thermal noise generated by a PC to 



generate numbers, making them 
truly random, Walker said. 

The inclusion of these features is 
both encouraging and worrisome 
for privacy experts. 

"It's a double-edged sword. It's 
good to have it, because you can au- 
thenticate the processor beyond a 
reasonable doubt, but in the wrong 
hands, it could be used against you," 
said Darek Milewski, president of 
C measures, a corporate counterin- 
telligence and information security 
consultancy, in Berkeley, Calif. 

Intel was also quick to point out 
that users can disable the identifi- 
cation number through a feature 
located in the PC's operating sys- 
tem software. When a PC is sold, 
it will have the serial number 
switched on by default. 

The Pentium III processors are 
expected to be released in March. 
The security technology will be in- 
troduced in all of Intel's PC chips 
over time. 

Intel has also announced it will 
work with RSA Data Security to 
optimize both RSA's security soft- 



ware and Intel's chips to work to- 
gether. (See related article, page 45.) 

RSA is also working with HP and 
Wave Systems to allow the compa- 
nies' trusted client-hardware sys- 
tems to utilize RSA's digital signa- 
ture technology. 

RSA is providing HP and Wave 
Systems with access to RSA's digital 
signature technology, according to 
Al Sisto, chief operating officer at 
RSA. "They can basically sign the 
chip to the application" so Wave's 
Embassy E-Commerce System will 
interoperate with all RSA encryp- 
tion systems, Sisto said. 

Intel Corp., in Santa Clara.Calif., 
can be reached at www.intel.com. 
RSA Data Security Inc., in San 
Mateo, Calif., can be reached at 
www.rsa.com. Hewlett-Packard 
Co., in Palo Alto, Calif., can be 
reached at www.hp.com. Wave Sys- 
tems Corp., in Lee, Mass., is at www 
.wave.com. 



James Niccolai is a San Francisco 
correspondent for the IDG News 
Service, an Info World affiliate. 



Drowning in red ink 

Supply-chain software vendor Manugistics Group and ERP vendor Baan have seen large net 
losses in the past few quarters. Both are going through painful reorganizations now. 
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ERP and supply chain 



Application vendors cool off 



By Stannie Holt 

this has been a winter of dis- 
content for supply-chain automa- 
tion vendor Manugistics and en- 
terprise resource planning (ERP) 
software company Baan. Their 
suffering could point to broader 
troubles in the enterprise software 
market. 

Both Baan and Manugistics an- 
nounced last week that they would 
restructure with the hope of stop- 
ping the mounting losses of the past 
few quarters, and there would also 
be extensive layoffs. Manugistics has 
ousted CEO William Gibson and 
other senior executives, and plans to 
focus on demand planning and 
electronic commerce, and Baan has 
severed its last ties with its founders. 

Observers are quick to point out 
each company's unique problems: 
for Manugistics, poor management 
and a narrow supply-chain market; 
For Baan, loo many acquisitions, 
shoddy bookkeeping, and tangled 
relationships with sister companies. 

But they also point out that the 
entire field of enterprise business 
software has felt some pain, partly 
due to the year-2000 and enterpris- 
es setting aside all their IT resources 
to plug every last hole. 

Even the biggest ERP vendors, 
such as SAP and PeopleSoft, have 
seen their stock prices tumble after 
reaching a peak last summer. Pro- 
jected 1999 earnings and market 
growth for many companies have 
been revised from 30 percent to 50 
percent or more, down to a more 
realistic 15 percent to 25 percent. 

"With the Y2K freeze, things are 
looking shaky," said Janet Gould, an 
analyst and West Coast director of 
Plant-Wide Research, in North Bil- 
lerica, Mass. 

Another analyst agreed that the 
year-2000 problem is hurting soft- 
ware vendors, but said that this 
year's fury to remediate systems 
will give way to more spending on 



packaged applications, as users try 
to realize the business benefits of 
implementing new systems. 

"ERP sales are going down,"said 
David Dobrin, senior director 
at Benchmarking Partners, in 
Cambridge, Mass. "[But] 1999 is 
an anomalous year. ... What hap- 
pens now won't mean much in the 
long run." 

Bruce Richardson, vice president 
of research strategy at AMR Re- 
search, in Boston, said he believes 
the ERP market is cyclical, and that 
it is going through a predictable 
downturn after a high in the mid- 
1 990s, when new technologies, such 
as client/server, graphical user in- 
terfaces, and multifunction suites, 
replaced the old mainframe model. 

"ERP is no longer sexy," Richard- 
son said. 

And this widespread slowdown 
in sales weighed especially heavily 
on companies that were already in 
trouble, Richardson added. 

Although Baan and Manugistics 
fundamentally have good products, 
their tangled finances and plum- 
meting stock prices could scare 
off potential buyers who wonder 
whether the vendor will be around 
years from now, both Gould and 
Dobrin agreed. 

However, Baan is still struggling 
to digest all the companies it ac- 
quired in the past year-and-one-half 
for expertise in human resources, 
the supply chain, and sales-force au- 
tomation. In the long term, Baan 
could be forced into survival mode 
like SSA, or even be bought out by a 

competitor, Dobrin said. 

At least Baan is now taking steps 
to untangle its "weird" and widely 
criticized finances, Richardson 
said, by cutting ties with Vanenburg 
Ventures, owned by founders Paul 
and Jan Baan, replacing them on its 
board of directors, and taking full 
ownership of former channel part- 
ner Baan Midmarket Solutions. 
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Roll out 500 

fully functional PCs 
in 7 minutes. 

That's Spooky. 



SB* 





NORTON 

Ghost 





In the past, setting up, rolling out and 
updating PCs was something to dread. Sapping 
hours from the more critical IT work and, even then, not guaran- 
teeing successful results. 

Enter, Norton Ghost" the industry's leading multiple 
platform, multiple operating system, disk cloning solution. 

Norton Ghost saves an image file of a fully functional hard 
drive and quickly and accurately clones it directly to Other PCs. 
For example, it lets you roll out or reload a PC running Windows 
9H and the complete Microsoft Office, in about 7 minutes. Using 
Norton Ghost multicasting you can roll out any number of PCs 
simultaneously over the network, with TCP/IP broadcasting. 
Without wasting bandwidth. And Ghost Walker provides all NT 
systems with a unique security identifier (SID) that assures all 
cloned PCs function correctly. 

Norton Ghost is one more way Symantec helps cut the cost of 
PC ownership, maximize user productivity and minimize support 
from IT. 



SYMANTEC. 



Call 1-800-745-6054, ext. 9E86 

or visit www.symantec.com/ ghost for FREE trialivare. 
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Is he Superman? Or does he use R5? More than just a simple browser, the new Lotus Notes' 
makes it easy to manage your world by giving you a single point J 
of access to e-mail, calendars, intranets and Web sites. 
Go to lotus.com/superhumansoftware 

R5 - SUPER. HUMAN. SO i WARE 
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LAN switches gain intelligence 

■ Cisco, IBM, and HP devices set for ComNet '99 viewings 



By Stephen Lawson 
as capabilities such as Layer 3 
routing and Layer 4 application 
awareness become established in 
high-end core switches, brainpow- 
er is moving to the edge of the net- 
work and down to less expensive 
devices, as visitors to ComNet '99 
in Washington this week will see. 

ComNet attendees will find ven- 
dors including Cisco Systems, IBM, 
and Hewlett-Packard showing off 
newly introduced LAN switches. 

Cisco will introduce and demon- 
strate a series of workgroup 
switches that will bring secu- 
rity, application-priority, 
and other policy-based 
capabilities to the edge of 
the LAN, said sources close 
to the company. (See "Cisco gets 
even smarter," www.infoworld 
.com/printlinks.) The switches, 
which sources said will be called the 
Catalyst 6000 line, will be based on 
the architecture and the MMC Net- 
works silicon used in Cisco's Cata- 
lyst 8500 routing switches. 

One consultant who has de- 
signed and maintained networks 
for large financial companies said 
prioritization capability is likely to 



LAN switches at ComNet '99 from IBM and HP 



Product 



Features 



Price 



Ship date 



IBM 8274 Nways LAN 
RouteSwitch Model (SRS 



Nine-slot chassis for Ethernet, 
token Ring, ATM 



S299 per port April 



IBM S3 7' 



16-port Ethemet-lo-ATM switch $9,995 



April 



HP ProCurve Routing Switch 9300 Gigabit Ethernet routing switch $7,999 



March 




become critical in the coming 
years. 

"Having that ability there is the 
precursor to being able to set up ap- 
plications that would exploit it," 
said Mark Maxwell, a senior con- 
sultant at Outside Arts, in New 
York. Delivering stock mar- 
ket data is one such critical 
application, Maxwell said. 
Sources said Fore Sys- 
tems will kick off its application- 
aware switching strategy via the 
Windows NT-based switch it ac- 
quired in 1998 by buying start-up 
Berkeley Networks. 

Also at ComNet, IBM will intro- 
duce LAN switches designed to 
combine the benefits of various 
technologies in mixed enterprises. 

IBM's 8371 Multilayer Ethernet 
Switch is the first of a family of de- 
vices designed to deliver IP routing 



services across Ethernet and ATM 
subnets. Its 8274 model GRS will 
provide routing among 10Mbps 
and 100Mbps Ethernet, Gigabit 
Ethernet, Token Ring, and ATM 
ports. HP will show its recently in- 
troduced ProCurve Routing Switch 
9300 product line. (See "HP may 
become end-to-end player," www 
.infoworld.com/printlinks.) 

The Gigabit Ethernet switches 
will provide IP, IPX, and AppleTalk 
routing at prices below those of 
other vendors, HP officials said. 

Cisco Systems Inc., in San Jose, 
Calif., can be reached at www.cisco 
.com. Fore Systems Inc., in Warren- 
dalc, Pa., can be reached at www 
.fore.com. IBM Corp., in Raleigh, 
N.C., can be reached at www 
.networking.ibm.com. Hewlett- 
Packard Co., in Palo Alto, Calif., can 
be reached at www.hp.com. 



Clustering software 

Load balancing reinforces Windows NT Server 



By Bob Troll 

Microsoft has boosted the clus- 
tering capabilities of Windows NT 
Server 4.0 Enterprise Edition with 
the release of a TCP/IP-based net- 
work clustering solution, 
Windows NT Load Balanc- 
ing Service. 

Aimed at users who are 
nervous about running In- 
ternet-commerce and oth- 
er mission-critical applica- 
tions on NT, the system 
component will allow net- 
work clustering across as 
many as 32 systems, according to 
officials at the software giant. 

By showing the clustered systems 
as a single TCP/IP address space, 
the Load Balancing Service will al- 
low users to perform maintenance 
and upgrades without interrupting 

service. 

That capability, along with scala- 
bility, is expected to be particularly 
appealing to users whose I-com- 
merce and other Web-based appli- 
cations are key to their business, 
Microsoft officials said. 

"With the new load-balancing 



features, we are extending cluster- 
ing to Web-centric applications and 
providing the technology to 
achieve superior reliability and 
price performance," said Ed Muth, 
Windows 2000 group 
► Load Balanc- product manager, 
ing Services Load Balancing Service 
working with is based on technology 
Cluster Server from Valence Research 
was first called Convoy Cluster, 
demonstrated Microsoft acquired Va- 
in October lence in August 1 998. 
1998. Load Balancing Service 

will be integrated into the 
Enterprise Edition versions of Win- 
dows 2000 Advanced Server. Addi- 
tionally, it will be offered as a stand- 
alone product for the standard 
Windows 2000 offering, according 
to Microsoft officials. 

For NT 4.0 users, the software is 

available for free download from 

Microsoft's Web site. 

The design of Load Balancing 
Services will let administrators 
keep a network up and running 
during system maintenance, up- 
grades, and other downtime, ac- 
cording to Microsoft officials. Ad- 



ministrators also will be able to add 
NT Enterprise Edition nodes incre- 
mentally to a Load Balancing Ser- 
vices cluster while other services 
are running. 

Load Balancing Service will 
complement Cluster Server, Micro- 
soft's back-end clustering offering, 
said Dwight Davis, a Kirkland, 
Wash. -based analyst at Summit 
Strategies. However, Cluster Server 
still must be shored up consider- 
ably for Microsoft to be taken seri- 
ously as a maker of scalable soft- 
ware, he added. 

"They might at some point 
merge some level of functionality 
between the two [Load Balancing 
Service and Cluster Server ] , but for 
now that's not there," Davis said. 
"This doesn't address the issue of 
your back-end server that's run- 
ning SQL Server and crashing; this 
Valence technology is not going to 
help you there. But it can help if one 
of your front-end TCP/IP servers 
crashes." 

Microsoft Corp., in Redmond, 
Wash., can be reached at www 
.microsoft.com. 
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Lotus polishes Notes R5, 
lauds partnership with AOL 



By Ted Smalley Bowen 
and Ed Scannell 
while touting the lat- 
est and greatest features of 
its Notes and Domino up- 
grade and promoting a 
wide array of technologies 
and initiatives, including 
an alliance with America 
Online, at its Lotusphere 
'99 conference in Orlan- 
do, Fla., Lotus officials 
also called for patience. 

During the Notes and 
Domino Release 5.0 (R5) 
unveiling in Orlando last 
week, Lotus President and 
CEO Jeff Papows said the 
company is going to 
take another seve 
al weeks to bet 
ter polish the 
product, push- 
ing shipment into February. 

Attendees appeared unfazed, 
voicing their support for the ex- 
tended roll-out preparations. 

In the partnership arena, Lotus 
trumpeted a high-profile alliance 
with America Online, through 
which AOL will offer content tai- 
lored to the Notes R5 environment 
and offer to Lotus SameTime syn- 
chronous communications soft- 
ware users the capability to com- 
municate with users of the AOL 
Instant Messenger service. 

Lotus will announce further as- 
pects of its collaboration with AOL 
in the coming weeks, Papows said. 
Sources familiar with the Lotus/ 
AOL talks said those aspects could 
include Notes management of AOL 
mail and replication links between 
Notes and AOL servers. 

The AOL. deal had some ob- 
servers puzzled, although it does 
bring Lotus a share of AOL's ad rev- 
enue and holds potential for the 
business market, especially in light 
of AOL's acquisition of Netscape. 

"AOL is not a business service, 
and it's probably not going to help 
the productivity of workers who 
access it," said Eric Arnum, editor of 
Electronic Mail & Messaging Sys- 
tems, an industry newsletter in 
Washington. 

Separately, Papows announced 

that Lotus would deliver a version 
of Domino for the increasingly 
popular Linux OS by the end of this 
year, thereby putting to rest specu- 
lation about the company's inten- 
tion to support that platform. 

Domino R5 is now compatible 
out-of-the-box with IBM's Tivoli 



Falling into place 



Lotus set Domino in motion with a host of 
product and strategy announcements at 
Lotusphere '99 last week in Orlando. 

Notes, Domino, and Domino Designer R5 roll out 
beginning in February; Linux version later this year 
Lotus and IBM Institute for Knowledge Management; 
inaugural meeting Ian. 28 to Jan. 29 



forthcoming knowledge management technologies, 

code-named Yoda 

Co-branded content and technology integration deal 

with AOL 

eSuite Workplace 20 Java productivity applets (now 
compatible with Domino servers only) 



Lotus SmartMove messaging 

migration program for cur- 
» rent users of cc:Mail and 
IBM mail 



• 2 



Domino Application 
Studio, an extended 
tools bundle 



management framework, and will 
receive extensions for other man- 
agement frameworks later this year, 
according to Cliff Reeves, Lotus se- 
nior director for Domino. 

Lotus also used the occasion to 
put its stamp on the emerging and 
still hazy category of knowledge 
management. Additionally, Lotus 
and IBM announced the formation 
of an industry think-tank devoted 
to the subject, the Institute for 
Knowledge Management. 

Papows said Lotus will ship this 
year elements of its own product - 
and services-based knowledge 
management strategy, including a 
technology set, code-named Yoda, 
that addresses the need to track and 
better use workers' intellectual as- 
sets. Domino will also gain expand- 
ed tools for finding information and 
experts, and will leverage SameTime 
for knowledge management, Pa- 
pows said. Additionally, Lotus is us- 
ing SameTime in pending upgrades 
of its Learning- Space distance learn- 
ing software, which will support 
real-time video, officials said. 

Papows said the company sold 5 
million Notes seats in 1998's fourth 
quarter, which set an all-time quar- 
terly high and brought the total in- 
stalled base to about 34 million. 

Lotus officials also touted the 
Domino server's bundling IBM's 
WebSphere 2.0 Standard Edition 
Web Server, and its support of 
CORBA and forthcoming support 
for Microsoft's Distributed Com- 
ponent Object Model specification. 

Lotus Development Corp., in 
Cambridge, Mass., can be reached 
at www.lotus.com. 



12 INFOWORLD JANUARY 25, 1999 www.infoworld.com 



4s 



Is there a way to 
support my users when 
they're two floors — or 
two states — away? 




See how easy it is to deliver the support 

you want, where you want it with 

Compaq Carbon Copy, the proven 

remote control software. Buy 50 host 

licenses within the free * 30-day trial 

period, and we'll give you five full licenses free* — that's a $600 

value. This powerful remote control software offers instant 

support with unparalleled capabilities, NT security, and stable, 

reliable, multiple connection options. Plus support for Microsoft* 

— a $600 value — when 

Internet Locator Server. Find out how Compaq Carbon Copy can you buy 50 host licenses, 
make your support staff more productive and your mobile professionals more satisfied. 
Visit our website today to download the evaluation and begin your 30-day trial period. 
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Hi* 



Free* Download for 
30-Day Evaluation 



Compaq Carbon Copy 32 V5.0 

• Increase user satisfaction and 
reduce repeat calls with integrated 
voice support 

•Protect access to data with NT security, 
encryption, and firewall support 

•Monitor multiple devices and 
compare setup configurations to 
ensure consistency 

•Save time and effort with automated 
file transfer and data synchronization 

• Connect to anyone via modem, WAN, 
LAN, Internet/Intranet, ISDN 



Rated 5 out 
of 5 stars 
May 1998 




Visit www.compaq.com/promos/cc/iwd or call 1 800-344-4825 



Please refer to this code: JRD 



COMPAQ. Better answers. 



•Far 30-day evaluation, ask for promotional volume license kit. Compaq part #339452-00, which includes licensing for 50 Host and J Full users. The 5 Full user licenses are a $600 value in U.S. funds. Offer valid from 1 1/30/98 to 4/30/99 
in the United States only. Not valid where prohibited by law. Individual licenses may not be resold. Cannot be combined with any other special offers. Offer docs not include applicable state and local sales tax or shipping to recipient's destina- 
tion. ©1999 Compaq Computer Corporation. All rights reserved. Carbon Copy. Compaq, and the Compaq logo arc registered trademarks of Compaq Computer Corporation. Other products mentioned herein may be trademarks or registered 
trademarks of their respective companies, Compaq is not liable for editorial, pictorial, or typographical errors in rhis advertisement. PC Computing is a registered trademark of Ziff-Davis. Inc. Microsoft and Windows NT are registered trade- 
marks of Microsoft Corporation. 
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software and compatibility with enterprise management solutions 
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MAGNIA 7000 SERIES 
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A true enterprise 
■ class server that 

provides exceptional 
performance, 
reliability and 
" ' 1 manageability. 


Processors 


Intel* Pentium*!! Xeon~ processor, 400MHz on%50MH^ 


Upgradeability 


Quad processing capable. 


one (1) processor standard 


Cache 


512KB, 1MB or 2MB internal second level ECC cache 


Memory 


256MB buffered ECC EDO DRAM (4GB max) ^^^^"^ 


Storage Bays Four (4) front accessible bays: one (1) 3.5" driveV*^^^ 
(occupied with 3.5" floppy), three (3) 5.25" half-heighi 
(one (1) occupied with CD-ROM), six (6) 3.5" hot-swap 
"JpUMAX- HE/IP&OOAtSCS. bays with 1" height support. Optional second cage 
\/j Ad 77i /PdiSr- supports six (6) additional 1 hot-swap drive bays. All 
"yT 70 hot-swap drive bays support ultra2-wide SCSI-3 (LVDS) 
specification 


Hot-Swap Capacity 


54GB using 9GB 1" devices or 108GB with optional 
second hot-swap cage 


I/O Expansion Slots 


Seven (7) total: six (6) 32-bit PCI slots, one (1) PCI/ISA 
shared, one (1) PCI slot occupied with network interface 
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Microsoft earnings come under question Jjip^L 



By Elizabeth Wasserman and Bob Trott 
despite microsoft's boasts that Inter- 
net Explorer caught up to Netscape's Naviga- 
tor because it is a better browser, even the 
software giant's own executives were not con- 
vinced of this, according to evidence intro- 



duced in the U.S. government's antitrust 
trial vs. Microsoft. 

According to a marketing report dated May 
8, 1998, Microsoft indicated that it believed 
that Explorer was "fundamentally not com- 
pelling" compared to Netscape's Navigator 



and "not differentiated" from the rival 
browser. 

The comments in that internal document 
were a striking contrast to the courtroom 
revelation that Microsoft spent about $500 
million developing Explorer. Richard 



vs. Microsoft 



SLASH BACKUP TIME 

250 GB AT 1 GB PER MINUTE 




STRIPING MODE 

maximize performance by 
writing to multiple tapes 
simultaneously 



MIRRORING MODE 

write identical data to multiple 
tapes, for fault -tolerance or 
duplicate originals 



OFFLINE COPY- 
VERIFY MODE 

copy and verify tapes 
without tying up the host 



INDEPENDENT 
MODE 

write with one drive 

while you read with another 



CASCADE MODE 

write multiple volumes 
without tape swapping 
or special software 
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CYBCRNUKS 



The compact. 3.5' 
CY-BOOO can write up 
to 125 GB to one tape. 



Plug Compatible 
Wilh: 
Oala Genera) 
Digital 
HP 
IBM 
Intergraph 
Macintosh 
NCR 
Novell 
RS-6000 
Sequent 
Silicon Graphics 
Sun 
UNIX 
Windows NT 
and many others 



111 Cybernetics Way, Yorktown, Virginia 23693 
Fax (757) 833 - 9300 



No matter what you need to achieve in storage, Cybernetics has a 
solution that will take you there - fast. 

The CY-8000 can write 25 GB to a single tape at 3 MB/s, uncom- 
pressed. With our Data Compression option, performance can 
increase to 125 GB at 9 MB/s - for a dramatic reduction in backup time 
and media expenses. 

With the Advanced SCSI Processor, two or more of these drives 
can work together in a powerful and flexible subsystem that gives you 
the freedom to write data five different ways. So whether you need 
fault tolerance, efficient tape duplication, or maximum performance, the 
Advanced SCSI Processor lets you do it all. 

We also offer Multi-Host Libraries that house up to six drives and 
126 tapes - for a capacity of up to 15.75 terabytes. 

No matter which model you choose, you'll appreciate the CY-8000's 
intelligent design. A built-in head cleaner eliminates the time and 
expense of cleaning cartridges. Use of AME media ensures exception- 
al data integrity and tape life (over 30 years). What's more, only 
Cybernetics can provide security through Data Encryption, the 2-line, 
40-column real-time Status Display, and Guaranteed Compatibility 
with virtually every host and operating system running. 

Backed by the service and support of our technical support and 
engineering groups, our tape solutions are ready to go to work for you. 

Call today at (757) 833-9000 ext. 612. 
www.cybernetics.com 




Our automated libraries 
range In capacity from 
300 GB to 15.75 TB 
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chmalensee, 
dean of the 
Sloan School 
of Management 
at the Massachu- 
setts Institute of 
Technology and 
Microsoft's first witness, revealed that figure 
under cross-examination by the govern- 
ment's lead attorney, David Boies. 

While on the subject of money, Boies 
grilled Schmalensee about Microsoft's im- 
pressive earnings report last week. The Red- 
mond, Wash.-based company reported earn- 
ings of $ l .98 billion in the second quarter of 
its fiscal year, almost double what the com- 
pany earned in the same period of the 
previous year. 

"You can't infer monopoly power from 
quarterly profits," Schmalensee said, prompt- 
ing Boies to ask if profits of that magnitude 
over time might indicate monopoly power. 

"A valuable piece of intellectual property 
can indeed yield a long string of profits," 
Schmalensee said. "The firm is highly prof- 
itable. The operating system is highly prof- 
itable. How highly profitable, l don't 
consider relevant." 

In his written testimony Schmalensee had 
concluded that if Microsoft had the type of 
monopoly power the government alleged, the 
company would be charging 40 times what it 
currently charges for each copy of Windows. 
That would translate to about $2,000 per 
copy, instead of the current $50 price. 

Boies also pointed to an e-mail from Bill 
Gates to subordinates dated Jan. 5, 1996, in 
which the Microsoft chairman and chief ex- 
ecutive officer indicated he was not pleased 
that manufacturers had placed icons for 
Netscape's browser"FAR more prominently" 
on the Windows screen than they had placed 
icons for Explorer. 

Schmalensee conceded that other Micro- 
soft officials drew a connection between 
computer makers' placement of icons for Ex- 
plorer and its online service, Microsoft Net- 
work (MSN), and the restrictions the com- 
pany imposed on the start-up screen. A 
memo from another Microsoft executive, 
Joachim Kempin, listed "control over start-up 
screen, MSN, and IE placement" under the 
heading: "What we missed in the first half 
of 1996." 

Microsoft's insistence on control of the 
start-up screen enraged several PC makers, 
who argued that the restrictions would force 
them to undertake costly product redesigns. 
A Hewlett-Packard official complained to 
Microsoft,"If we had a choice of another sup- 
plier, based on your actions in this area, I 
assure you would not be our supplier 
of choice." 

Microsoft's second witness — Paul Maritz, 
company vice president of platforms and ap- 
plications group — is expected to be called 
this week. Maritz, through his numerous e- 
mail messages entered as evidence through- 
out the trial, has already been a prominent 
figure in court. He is one of the key decision- 
makers at Microsoft, particularly on issues 
involving Explorer. 



Elizabeth Wasserman is the Washington 
bureau chief for The Industry Standard, an 
Info World affiliate. 
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Intel Inside. 
ViewSonic 
on top! 




(PC Sold Separately) 



BYTE DSD 



ViewSonic VTA IV) 

fiity 1998 




PCComputing 





Turn traditional thinking on its ear. 

Today, regardless of the PC brand you choose, the 
most important component is not the computer. 
It's the monitor. 

Yesterday the hot phrase was "Monitor Sold 
Separately." Today, it's "PC Sold Separately." 
Technology blurs the lines between one computer 
and another. They're all fast, all loaded, all pretty 
much the same. 

What's different, what's exciting is happening in 
displays-multimedia monitors with built-in 
teleconferencing capabilities and flat panel displays 
you can mount on the wall. 

The new ViewSonic VG180, 18.1" viewable LCD 
ViewPanel' is a case in point. It features a 160° 
viewing angle, a spectacular true resolution of 
1,280 x 1,024, a rock solid image and amazing per- 
formance. By putting ViewSonic's VG180 ViewPanel 
on top of your priority list, you'll ensure your Visual 
Computing'" experience is excellent. 

At ViewSonic we developed the VG180 with your 
vision in mind. TCO '95 certification. Warranty; 
3 year parts and labor, one year back light. 
Express Exchange* Service option available. 

For more information, visit our website at: 
www. ViewSonic.com/infowrld 

(800) 888-8583 • Specifications subject to change without notice. 
Copyright © 1999. ViewSonic Corporation • All rights reserved. 
Corporate names and trademarks are property ol their respective companies. 
Intel and the Intel Inside logo are registered trademarks ot Intel. 
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www.ViewSonic.com 



Provision 





The modular enterprise 
management solution that 
fits your needs, not just 
your framework. 




©1999 PLATINUM technology, Int. All "ghlt reirtved. 



Database 
Management 

Maximize your data 
availability and response 
time while improving 
performance, increasing 
application efficiency and 
enhancing reliability of the 
underlying databases. 



Desktop 



Systems 
Management 



Increase productivity and 
availability by automating 
your repetitive tasks, 
centralizing job scheduling, 
securing user and data 
access, and improving 
application performance. 



Management 



Centrally manage your 
desktop environment through 
automated configuration 
management, software 
distribution and inventory, 
and a consolidated service 
desk to enhance efficiency 
and productivity. 



A pplication 



Management 



Manage, monitor and 
enhance the functionality 
of your mission-critical 
applications to improve user 
service levels, automate 
operations, and guarantee 
high performance and 
availability. 



Network 



Management 



Proactively monitor, manage, 
and analyze your network 
and Internet to identify 
potential bottlenecks, 
increase uptime, improve 
response times, and 
quickly resolve problems. 



Finally, there's one solution for 

managing your enterprise. Modular, 

so you can deploy what you need, 

when you need it. Comprehensive, 

so you can manage it all. 

Call 1-800-890-7528 x10203 or visit: 

www.platinum.com/search 



make 



shine 



PLATINUM 

TECHNO I. 0 C Y 



NEWS 



IBM hails new security package 



By Elinor Mills and Matthew Nelson 
IBM has announced a software package 
that features components for a turnkey net- 
work security system. 

The product, IBM Integrated Security So- 
lutions, will include IBM SecureWay First- 
Secure, which allows security integration for 
legacy and Web-based systems; and Tivoli 
Availability software, for uninterrupted net- 
work services through server monitoring, 
load balancing, and data backup and recov- 
ery, IBM announced at the RSA Data Securi- 
ty Conference in San Jose, Calif., last week. 
Also included in the package is Tivoli Ad- 
ministration software, for centralized control 
of users and servers. 

The initial release of SecureWay First- 
Secure will focus on Web-based and legacy- 
based integration, and a follow-up release 
this fall will feature a policy director and a di- 
rectory-based security management system, 
according to Jeffery Henry, marketing man- 
ager for IBM's Security Solution. The policy 
director will integrate and enforce a compa- 
ny's policy schemes for disparate technolo- 
gies such as firewalls and anti-virus, intru- 
sion-detection, and digital-certificate servers. 

IBM is partnering with seven security ven- 
dors to fill out the security features: Content 



Technologies, DASCOM, Equifax, Finjan, 
Intel, Security Dynamics, and Symantec. 
However.an IBM official insisted the compa- 
ny's own technology is key to the offering. 

"We've done more than link together dif- 
ferent security products," said Jeff Jaffe, gen- 
eral manager of the SecureWay business unit 
at IBM, in Somers.N.Y. "There is substantial 
IBM technology in this as well." 

The first release of SecureWay FirstSecure 
will be available in March, priced at about 
$750,000 for 5,000 users. 

IBM also announced that the SecureWay 
FirstSecure package will include updated ver- 
sions of IBM's eNefwork Firewall and Vault 
Registry products. 

Version 3.3 of eNetwork Firewall features a 
configuration wizard for easy administration 
along with other enhancements, IBM officials 
said. Vault Registry Version 2.2 enables large- 
scale online registration for applications re- 
quiring protection of sensitive data and the 
issuing of digital identifications. 

IBM Corp., in Armonk, N.Y., can be 
reached at www.ibm.com. 



Elinor Mills is an editor at large at the San 
Francisco bureau of the IDG News Service, 
an Info World affiliate. 



Interoperability 

Data mart, warehouse integration 
drive Ardent Software XML strategy 



By Jeff Walsh and Michael Vizard 
while many companies areusingthe Ex- 
tensible Markup Language (XML) to extend 
the reach of stand-alone products and to en- 
able their integration with other companies' 
products, Ardent Software is taking 
the opposite tack. 

Fresh off the acquisition trail, Ar- 
dent is using XML as a means of uni- 
fying all of its own recently acquired 
technologies. 

During the next quarter, Ardent, 
which acquired data warehousing 
company Prism Solutions in Novem- 
ber 1998, will oudine a plan showing 
how its recendy announced MetaBroker soft- 
ware will be used to integrate Ardent data 
marts on Windows NT systems with Prism 
data warehouses on mainframe architectures. 

The middleware software Ardent is using 
for the arrangement comes from its June 1 998 
acquisition of Dovetail Software. Underneath 
that middleware technology will be new sup- 
port for XML file formats, which will be 



stored in Ardent's 02 object database server, 
technology that Ardent acquired from Uni- 
Data in February 1998. 

Scheduled to ship this month, Ardent's 
MetaBrokers are designed to share meta data 
information between a variety of 
► Ardent Soft- vendors' data warehouse tools, offi- 
ware recently cials said. 

announced a Pete Fiore, executive vice president 
BMC Software and general manager at Ardent, said 
partnership to the Web is consolidating disparate 
facilitate en- technologies, and that one of the key 
terprise data enabling technologies for developing 
propagation. enterprise information portals will 
be XML. 

"The Web creates a snowball effect in terms 
of demands for data access," Fiore said. "One 
of the key technologies in this area will be 
XML for managing, storing and distributing 
information." 

MetaBroker pricing starts at $5,000 per 
broker. 

Ardent Software Inc., in Westboro, Mass., 
is at www.ardentsoftware.com. 



■ACQUISITION 

SBC Communications 
expands wireless reach 

sbc communications announced last 
week it will buy Comcast Cellular, a wireless 
subsidiary of cable company Comcast, in a 
deal valued at $1.7 billion. 

Under the terms of the agreement, SBC's 
wireless service regions in Washington-Bal- 
timore, Connecticut, Rhode Island, Massa- 
chusetts, and upstate New York will combine 
with Comcast Cellular's properties in the 
Philadelphia area, New Jersey, and Delaware. 
In addition, SBC will purchase Comcast's 
wireless systems in Aurora-Elgin, 111., and 
Joliet, 111., as well as 1 2 personal communica- 
tions system licenses in Pennsylvania. 

SBC's wireless companies currently pro- 
vide analog and digital wireless service to 
more than 6.5 million customers, and 
Comcast's wireless properties serve more 
than 800,000 customers. 

The regional Bell operating company in- 
tends to pay $400 million in cash and assume 
Comcast's current debt of approximately $1.3 
billion. 

"The wave of consolidation, which is 
sweeping across telecom, started in the local 
and long-distance service sector, then spread 
to the equipment sector, and is now moving 
rapidly into the wireless sector," said Jeffrey 
Kagan, an independent telecommunications 
analyst, in Marietta, Ga. 

The companies expect the merger to be 
completed by the third quarter of this year, 
pending regulatory approval. 



Market research 



securitygroupformed Server OSes poststiDiiggains in 1998 



NETWORK ASSOCIATES INC . (NAI), Cisco 

Systems, and Lucent Technologies have 
joined as the charter members of the Securi- 
ty Research Alliance, a collaborative organi- 
zation that will focus on advanced security 
research. 

The group was founded with the goals of 
improving the communication of research 
findings to the IT community; increasing the 
likelihood of transforming research findings 
into commercial solutions; and enhancing re- 
search efforts through collaboration. Group 
officials said it will focus on developing se- 
curity technology that "(will not ship for] two 
to five years." 

Each charter member of the Alliance will 
hold a single seat on a board of directors, with 
Terry Benzel, vice president of NAI Labs ad- 
vanced security research division at NAI, 
holding the chair in 1999. 

The alliance is not intended to sit as a stan- 
dards body or to jointly develop products, but 
to leverage security research, according to the 
group. Other companies considering joining 
the alliance are IBM, Hewlett-Packard, GTE, 
AT8(T, Sun, and Intel, according to NAI. 



Intel injects $100 million 
in Samsung for RDRAMs 

Intel has signed a letter of intent to in- 
vest $100 million in Samsung Electronics to 



Led by shipment increases for Linux, Unix, Nov- 
ell NetWare.and Microsoft's Windows NT Serv- 
er, the global market for server operating sys- 
tems grew 25.2 percent in 1998, compared with 
statistics for the previous year, according to pre- 
liminary data from International Data Corp. (IDC), 
in Framingham.Mass. 

In 1998, there were 4.35 million worldwide 
shipments of server operating environments com- 
pared with 3.5 million units shipped in 1997, ac- 
cording to Jean Bozman, an IDC software analyst, 
in Mountain View, Calif. 

An increase in the number of Linux server in- 
stallations and continued adoption of NT Server 
were the primary drivers of growth, Bozman said. 

While slower growth should be expected for NT 
Server this year, Linux is likely to continue to grow 
as more companies, such as Oracle and Computer 
Associates, announce support for Linux. 



ensure a sufficient supply of next-generation 
PC memory chips based on Rambus' high- 
speed interface technology, the two compa- 
nies announced last week. 

Under the terms of the proposed deal, 
which is subject to approval by both compa- 
nies' boards of directors, Intel will acquire 
convertible bonds exchangeable for common 
stock representing about 1 percent of Sam- 
sung's outstanding common stock. 

The cash infusion is aimed at accelerating 
production of Direct Rambus dynamic ran- 
dom access memories (RDRAMs), which in 



Global server 
OS shipments 



Global OS market grew 25.2 pecem in 1998. 



A — ^ Net 

— 1 



Windows NT 35.8% 

NetWare 24.2% 

Unix 17.4% 

Linux 17.2% 

OS/2 3.0% 

Other 2.4% 
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SOURCE: INTERNATIONAL DATA CORP. 

Bozman was surprised by the apparent slow 
growth of just 4.1 percent in Unix shipments. But 
growth could pick up as Unix vendors begin to 
package their server OS products with middleware 
and emphasize Internet standards. 



the second half of 1999 are expected to 
gradually replace synchronous DRAMs 
(SDRAMs) as the main memory used in PCs. 

Intel by June is expected to introduce the 
Intel 820 chip set, formerly code-named 
Camino, with support for Direct RDRAMs, 
which offer as much as four times the data 
transmission bandwidth of today's 1 00-MHz 
SDRAMs. 

The Samsung deal follows a $500 million 
investment last year by Intel in Micron Tech- 
nology, a memory manufacturer based in 
Boise, Idaho. 



Cop 



You know changes are coming. 
Shouldn't your PCs know it too? 




WINDOWS 2000 
READY PCs 



If you buy a new PC now, it should be ready to run 
the next-generation desktop OS, Microsoft" Windows' 
2000 Professional. Well that's the whole idea behind 
WINDOWS 2000 READY PCs. They've got the RAM. 
They've got the power. And they've got Windows NT" 
Workstation 4.0 (including Y2K updates)— which 
means you've got performance, reliability, and low 
support costs now, plus the easiest possible upgrade 
path when the time comes. So with one decision, 
you're cleverly preparing your desktops for the future. 
For information on hardware partners and products, 
please visit our Web site. 

READY WITH WINDOWS NT' WORKSTATION 4.0 
READY WITH 300 MHz OR MORE 
READY WITH 64 MB OF RAM OR MORE 



www.microsoft.com/WIND0WS2000/READy/ 



Microsoft Windows NT Workstation 4.0 Is now available wttti Service Pack 4, which Includes Y2K sod Euro updates. For Year 2000 Information regarding 
Microsoft products see www.mlcroeoft.com/year2000/ 

C1999 Microsoft Corporation Ml ngnts reserved. Microsoft. Windows, the Windows Hep, Windows NT and Where do you want to go today? are either registered trademarks or 
trademarks of Mcrosoft Corporation in the United States ono/or other countries. 



Where do you want to go today? 
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Network Experts Say 
Our Snap! Server Is Easy To Install, 



"It installs quickly, is 
easy to use, and is pain 
less to administer." 

Infoworld. Snap! Server Simplifies 
Small-Network Storage Chores, 
May 25. 1998 



2E 




m "Just P' U S m Meridian's 
Winner affordable little Snap! Server, 
attach it to your ethernet LAN, connect it to 
your network, and you're in business in minutes. 
It doesn't get much simpler than this." 

PC Computings 'Usability Achievement 
of the Year Award' winner. I 998 



"Right out of the box, Snap! 
Server instantly connected 
to the live network providing 
a multigig volume. It's really a 
little, but powerful data 
warehouse." 

Manager. Computer Operauons. 
PowerBar. Inc. 



"It takes five minutes — 
no exaggeration — to plug in the 
Snap! Server to a network, power 
it up and program it for use." 

Nation's Business, A Network Storage Product 
that's true to its name. June 25, / 998 



Network Experts Say 
Our Snap! Server Is Easy To Afford. 



Available with up to 
1 6 Gigabytes of storage 
for just »/795, 





Fully configured and network ready 
for Microsoft®, NetWare 9 and 
peer-to-peer networks. 



30-daY 



money 



Snap! Server saves the time and labor it 
takes to tear apart your existing server to 
upgrade or add extra drives. 



Anyone can install the Snap! Server 
without disturbing your existing file server 
— or bringing the network down. 



For information, and to register for a chance to win your own Snap! Server — FREE, 
visit www.snapserver.com/inf or call 1-888-343-SNAP 



I MERIDIAN' 



COMPi^A 

1 800-CompUSA 



I 800-800-4239 



hjaAaa ^ ■ 

vara lornm 

1-800-328-2261 



Snap! Server is now available through these leading national resellers. 

Snap! Server * a trademark, and the Meridian logo is a regstered trademark of Meridian Data. Inc. ©1999 Meridian Dala, Inc. All rights reserved Corporate names and trademarks are the properties of then- respeclwe companies 
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CA Unicenter TNG to get security retrofit 



By Matthew Nelson 

computer associates and Data Fellows 
have formed a partnership to add the Data 
Fellows F- Secure security system to CA's Uni- 
center TNG. 

Data Fellows will provide an add-on mod- 
ule to connect its F-Secure Workstation Suite 
with Unicenter TNG. The Suite provides file 
and network encryption, malicious-code de- 
tection, anti-virus protection, and a number 
of other features. 

The combination of F-Secureand Unicen- 
ter TNG will allow users to centrally manage 
security on a platform they already have, ac- 
cording to Petri Laakkonen, president of Data 
Fellows. 

"The Unicenter user can, all of a sudden, 
use that major investment they already have 
to manage security in their infrastructure," 

Lucent to link IP 
addressing to NDS 

By David Pendery 

lucent technologies announced last 
week it will integrate its QI P Knterprise 5.0 1 P 
address management software with Novell 
Directory Services (NDS). 

Integration with NDS will allow Lucent's 
QIP DNS and Dynamic Host Configuration 
Protocol (DHCP) servers to access and store 
information in NDS. 

According to Lucent officials, combining 
the two products will re- 
duce the time required to ► Novell Direc- 
implement and manage IP tory Services is 
infrastructures, and will an enterprise 
also ensure the availability network direc- 
of the IP data by allowing tory product 
network administrators to for multiple 
define primary and sec- platforms, 
ondary NDS servers. In the 
event of a failure in the primary NDS server, 
QIP will automatically fail over to a sec- 
ondary server. 

The DNS and DHCP servers will receive 
their configurations directly from the NDS 
server, and leased information from the 
DHCP servers will be added to the directory 
repository, making it available to DNS servers 
on request. 

The announcement is the second such ini- 
tiative between Lucent and Novell. In Octo- 
ber 1998, the two companies signedadeal to 
bundle and integrate NDS with management 
software for Lucent's Cajun P550 switch. 

NDS functionality in Lucent's QIP product 
is now in beta testing, and it will be available 
in approximately two to three months, a Lu- 
cent representative said. No pricing informa- 
tion was available. 

Lucent Technologies Inc., in Murray Hill, 
N.J., can be reached at www.lucent.com. 
Lucent's IP Services Product Group can be 
reached at www.quadritek.com. Novell Inc., 
in Provo, Utah, can be reached at www 
.novell.com. 



Laakkonen said. "The most important point 
is the fact that [IT managers] are already us- 
ing Unicenter, and they are concerned about 
using multiple consoles or management tools 
to manage network security." 
Security has largely been absent from en- 



terprise management applications until a fo- 
cus on Internet commerce brought the issue 
to the fore, according to Laakkonen. 

"Now we need to extend [security) inte- 
gration to be part of the enterprisewide man- 
agement system," Laakkonen said. 



A small add-on module to connect F-Se- 
cure Workstation Suite to Unicenter is slated 
for release by the end of the first quarter, but 
pricing has yet to be determined. Pricing for 
the Data Fellow's F-Secure Workstation Suite 
is $149 for a single per-seat license. 

Computer Associates International Inc., in 
Islandia, N.Y., is at www.cai.com. Data Fel- 
lows Ltd., in San Jose, Calif., is at www.data 
fellows.com. 



New! APC Symmetra Power Array ™ provides 
7 x 24 protection for recentralized datacenters 



You've survived downsizing and 
rightsizing. You've seen the main- 
frame come and go a few times. 
Users who once demanded the 
power of distributed client/server 
are now asking you to take back 
what you gave them and make it 
available 99.999% of the time. 

APC's Award-winning Symmetra™ 
Power Array'" can help. Designed 
to handle complex computing 
environments, the Symmetra pro- 
tects 7 x 24 datacenters and enter- 
prise server farms like no other 
machine. With Symmetra's 
advanced Power Array technology, 
you cease to worry about power 
problems and you focus on keep- 
ing your end users happy. 

We protect more networks and 
systems than any other brand. 
Call APC today for your FREE 
Enterprise Solutions Kit. 




"APC has innovative 
technology which promises 
reliability, Symmetra™ 
interacts smoothly with both 
hardware and software. " 

Ron O'Reilly. Field Support 
Fcmne.'ly Manager/IS, 
Toyota Motor Sales. USA 



For site-wide protection, 
ask about the new APC 
Silcon DP300E with solu- 
tions starting at 10 kVA 



n 



Reliability factors 

• Downtime risk is reduced through 
N+1 redundancy 

• 4-16 kVA scalability allows modular 
expansion and reconfiguration as your 
datacenter grows 

• APC is preferred 8-1 for reliability over 
any other brand iComputerworld 
magazine study) 



• Extended battery frames mean 
virtually unlimited runtime 

■ Easy manageability through 
PowerChute* plus software improves 
your crisis response time 

• Simple maintenance dramatically 
lowers cost of ownership 



Installing or reconfiguring your modular Power Array couldn't be any simpler. 



iimm 



Legendary Reliability" 

1 1999 APC. All Trademarks are the property of their owners. SY1A9EF-US • FWrfax: (8OO)M7-FAJ0( • E-mait datacenter@iapcc.com • 132 Fairgrounds Road. West Kingston. RI 02892 USA 
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Takingthe personal out of 
computers in the corporation 

■Tools PCs turn PCs into true corporate assets 



since ibm's introduction of the PC in 
1981, companies have been wrestling with the 
"challenges" of using personal computers in 
corporate settings. With impersonal issues 
such as configuration manage- 
ment, asset tracking, and net- 
work integration consuming 
time and money, corporations 
have had to introduce processes 
to manage these computers. Al- 
though technology has solved 
some of these issues, it also has 
continued to exacerbate the most frustrating 
one — the rapid expiration of technology. 

With a number of forthcoming service of- 
ferings, vendors are looking to leverage this 
challenge into longer-term customer rela- 
tionships. And with some forthcoming soft- 
ware technology introduced in Windows 
2000, these offerings should become even 
easier to manage. So it would appear that 
these combined offerings will finally mark 
the end of PCs in corporations and the be- 
ginning of CCs, or corporate computers. 




with Mark Tebbe 



The concept of CCs isn't new. They can 
be traced as far back as AT&T's failed foray 
into PCs in the mid- 1 980s. With its introduc- 
tion of its initial 6300 PC, AT&T used its sys- 
tem design to differentiate why 
its PC should be the standard for 
corporations. Combining the 
constant Moore's Law doubling 
factor of processors and related 
price cuts, AT&T decided to 
place its processor on a daugh- 
terboard plugged into the bus 
rather than on the motherboard. 

With this design, the processor could be 
upgraded by replacing the processor board, 
and most importantly, without touching any 
other component in the computer. 

But creating this flexibility was expensive. 
It caused the 6300 to be seen as an overpriced 
PC from a large noncomputer company that 
wanted to cash in on the PC craze. Compli- 
cating AT&T's cause was the fact that this PC 
was marred with technical glitches and poor 
customer support. Even worse, AT&T intro- 



duced a solution before corporations realized 
they had the problem. 

The problem is the imbalance between five 
years of depreciation, as outlined by the U.S. 
tax code, and the reality that computers had 
a useful life of about one-half of that. Most 
companies solved this problem with their in- 
troduction of PC trickle-downs — pushing 
the older technology to other users who ei- 
ther didn't have PCs yet or were replacing 
even more antiquated relics. But given the 
buying rates through the '80s and '90s, this 
approach clogged. And by then.charities had 
become pickier about the type of computers 
they would accept. 

The introduction of these new long-term 
customer offerings will allow corporations to 
swap out PCs for the latest technology on a 
regular basis. 

It addresses the challenge of getting new 
technology on the desktop while finding a 
new home for the old technology by shifting 
that responsibility back to the vendor. And 
combining the extra cost of this program 
with continually plummeting computer 
prices, corporations should find the overall 
price palatable. 

With Windows 2000, corporations will find 
support of CCs even more palatable. Lever- 
aging Windows 2000's promised I ntellimirror 
feature, CCs can have all of their core system 
information intelligently stored on servers. 

This architecture creates an environment 



that will more easily allow for this simple re- 
placement of the aging computer. In an Intel- 
limirror environment, corporations should 
be able to unplug the older computer and 
merely replace it with a newer model. 

After intelligently replicating the core in- 
formation from the server down to the CC, 
the user will be up and running on the new 
computer — with the user's complete envi- 
ronment of applications, personal settings, 
and data. Sure, we aren't there today, but nei- 
ther is Windows 2000. However, the trends 
are forming. 

With these types of features and servers, 
corporations can finally get a grip on one of 
the last frustrations of personal computers. 
With this new outlook on corporate comput- 
ers, companies can find many of the promises 
of network computers without needing to go 
to a new computing platform. Given their in- 
vestment in training personnel in Windows 
usage and related applications, corporate 
computers seem to have a long future. 

What processes have you introduced to 
deal with obsolescence? Do you see a future 
for CCs? Send me your opinions via e-mail. 



Mark Tebbe is the president of Lame, and 
electronic-commerce consulting and 

integration company that serves 
MM clients worldwide, including several 
jmeji high-tech companies. Send e-mail to 
mi mtebbe@lante.com. 



PCs 



When if s time to change . 



Continued from page 1 



Here is a look at some of the initiatives the majot players in the PC industry are putting in place 
to help manage the pace of change in PC technology. 



Intel will begin aiming its Architecture Mangers with more detailed 
information on upcoming technology shifts to give OEMs and customers. 
Compag will roll out the first phase of a transition management program 
designed to minimize platform changes and ease the upgrade process. 
Dell will provide detailed product plans on its Premiere Pages sites. 



"Organizations are 
not interested in rate 
of change. They want 
stability." 

Compaq will step 
up to the plate this week by an- 
nouncing the first phase ol its tran- 
sition management strategy. The PC 
giant will unveil a Web site (www 
compaq.com/im/change) that ad- 
dresses three areas of change in the 
PC market. Change Control will 
minimize the number of changes 
that are passed on to the customer; 
PC Deployment will ease the image- 
deployment process; and System 
Maintenance will help to obtain and 
install the latest drivers and utilities. 

"The PC industry is the worst of- 
fender in managing change," said 
Scott Edwards, Deskpro value-add 
marketing group manager at Com- 
paq, in Houston. 

Additionally, Compaq will be of- 
fering long-term technology road 
maps to help IT mangers better 
prepare for "necessary change." 

Dell is also hearing the cries of 
IT managers. The company an- 
nounced last week its ImageWatch 
program, a detailed road map of 
forthcoming technological changes. 

"Change is something that cor- 
porate customers want to get away 
from," said Sharon Peterson, mar- 
keting director of corporate prod- 
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uctsat Dell, in Round Rock, Texas. 
"At the same time, we don't want to 
rob them of key technologies." 

ImageWatch will be offered as a 
free addition to Dell's Premiere 
Pages, which are customized Web 
pages for enterprise customers. The 
service will offer a road map cover- 
ing six to 12 months, noting signifi- 
cant technology shifts that would 
affect a company's software imple- 
mentation, including processor 
speeds, BIOS changes, peripheral 

upgrades, and even OS changes. 



As leasing PCs shifts from an ac- 
counting strategy to a means of 
managing changing technology, 
OEMs are augmenting their offerings to 
suit customers' shifting needs. 

"Traditionally, enterprise customers 
used leasing as a way to help them get 
assets off their balance sheet. Now, com- 
panies are looking at leasing as a sound 
way to manage technology," said John 
McDonald, director of marketing at Dell 
Finandal Services, in Round Rock, Texas. 



Servers, workstations, desktops, and 
notebooks will all be involved. 

Though heartened by these initia- 
tives, some IT managers claim these 
problems are not so easily solved. 

"The problem is when vendors 
talk about their plans in advance, 
inevitably schedules slip," said Jim 
Woodhill, chief technology officer 
at PKI Software, in Houston. 

IT organizations want to know 

what is happening in the next three 



years, but when products are de- 
layed, IT managers feel deceived by 
the vendor, Woodhill said. How- 
ever, if vendors talk only about 
near-future changes, IT man- 
agers claim they cannot plan 
properly. 

"It's a yo-yo kind of process," 
, " Woodhill said. 

Analysts said that although 
the new programs should help, 
the buck really stops at Intel. 

"The problem is, the OEMs don't 
control the road map," Knox said. 
"Intel is the key." 

In response, Intel is now distrib- 
uting its Architecture Managers, de- 
tailing more and different kinds of 
information to give to companies 
such as CitiCorp, Mobil, and others. 

Historically, Architecture Man- 
agers did not give much informa- 
tion about long-range technology. 
When they did, they would predict 



MANAGING THE CHANGE 



Dell Computer is responding to its 
customers with what it ca lis a "technol- 
ogy rotation program." The program 
provides customers with a predeter- 
mined fee to be paid if the lease is ter- 
minated early. 

The customer pays the difference be- 
tween the old lease rate and the cost- 
lier monthly rate they would have paid 
on a shorter lease period. 

Compag Computer does not have a 
specific lease-termination program, but 



offers customers "tech refresh points" 
during the lease term. 

Toshiba America Information Systems 
has a program, which uses a "tech refresh 
fee." If a customer was paying $100 per 
month on a three-year lease and deddes 
to turn in the eguipment after two years, 
the fee is the difference in accumulated 
payments between the two-year and 
three-year lease, said Bob Baker, nation- 
al program manager at Toshiba Finandal 
Services, in Irvine, Calif. 



the arrival of something such as a 
500-MHz chip at a certain time, an 
Intel representative explained. 

Now, Intel is working with its sys- 
tem OEM partners and IT organi- 
zations to lay out a long range road 
map of new technologies, and dis- 
cuss how to use new tools to solve 
problems within an organization. 

Some industry observers see the 
enabling factor for these programs 
to be the excessive power of current 
hardware platforms. 

In fact, hardware has moved sig- 
nificantly ahead of software, and 
PC vendors can increasingly take a 
longer term view of the world. 

"Hardware is no longer a barrier 
for us: It's fast enough," said Rick 
Smith, CIO at The Cheesecake Fac- 
tory, a restaurant chain based in 
Calabasas, Calif. 

"It's more important now to find 
a standard OS," Smith said. 



Compaq, Dell, and Toshiba also offer 
customized lease plans for their enter- 
prise-level customers. 

"We can delay payments if a cus- 
tomer is out of budget but needs the 
technology now," Baker said. 

Both financial service managers 
agreed that the biggest concern their 
customers face is protecting them- 
selves against obsolescence and that 
leasing has become the latest weapon 
in the fight. 
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What used to take years, now takes days. 

With Opal™, you can quickly transform 
your legacy applications into secure, Web- 
enabled applications. And deploy them just 
as fast. 

Of course, it may take some time for 
your users to recognize these legacy applications with their 
new multimedia interfaces that go far beyond HTML and 
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Java. But in no time at all, everyone will appreciate these 
new smarter, friendlier applications that are easier to deploy, 
and much easier to use and support. W%$?- 

Just think of all that you could do with 
technology like this. 

For more information, call 1-877-GETOPAL, 
or visit www.cai.com/ads/opal. 

Quick. 
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PC buyers to demand refund for Windows 



Linux users: Pre-loaded OS not wanted 



By Jeff Walsh 

AN ONLINE GROUP OF non-Witl- 

dows users is seeking refunds from 
Microsoft for their unused, unwant- 
ed copies of the Windows operating 
system that shipped with their PCs. 

The group, referring to the bun- 
dled operating system as a "Micro- 
soft tax" on all computers, is rally- 
ing I.inux, BeOS, BSD, OS/2 and 
NetWare users to demand a refund 
on Feb. 15 because of the wording 
in Microsoft's end-user license 
agreement (EULA). 

Although the communities plan- 
ning to protest do not have the 
numbers to be a significant force, 
there could be greater ramifications 
if corporate IT takes an interest, ac- 
cording to Scott Miller, an analyst at 
Dataquest in San Jose, Calif. 

Corporations could use this as a 
way to avoid being charged twice 
for their copies of Windows, ac- 
cording to Miller. 

For example, even if a company 
has a site license for a certain num- 
ber of Windows seats, each new sys- 



tem it buys from an OEM will come 
with another copy of Windows pre- 
installed, forcing the corporation to 
pay for both the site license and the 
individual user license, which trans- 
lates into buying two licenses for 
each seat. 

"If this opens up the possibility 
that corporations can go this route, 
it gets more interesting," M iller said. 
"If it's just the small Linux and BSD 
community, then it's a publicity 
stunt and has no impact." 

One Microsoft representative said 
this is not a case about people being 
opposed to the license agreement. 

"It seems like a technicality 
where someone is twisting the lan- 
guage a little bit to come up with the 
idea that they can run back to the 
OEM with this," said the Microsoft 
representative, in Redmond, Wash. 

The representative did agree that 
the EULA contains the refund lan- 
guage, but said it is up to the OEMs 
how to handle the issue. 

"We don't stop any OEM from 
shipping any operating system on 



"If you do not agree to the terms of 
this EULA, PC Manufacturer and 
Microsoft are unwilling to license 
the SOFTWARE PRODUCT to you. In 
such event, you may not use or 
copy the SOFTWARE PRODUCT, and 
you should promptly contact PC 
Manufacturer for instructions on 
return of the unused product(s) for 
a refund." 



OS revolt looms 

Some users are taking this EULA 
literally and plan to demand a cash 
refund. 



their PCs," the representative said. I 
"Nothing in our agreements pro- £ 
hibit the OEMs from doing this." ™ 

The representative noted that 
some OEMs used to offer OS/2 as 
an alternative, and Hitachi has li- 
censed the BeOS. 

The Web site, which was launched 
Tuesday, tracks the case of an Aus- 
tralian Linux user who secured a 
$110 refund from Toshiba. 

One Toshiba America Informa- 
tion Systems representative said the 
company does not sell any systems 
without an operating system, and 
has no plans to do so. However, cus- 
tomers can choose whether they 
want Windows NT or Windows 98 




pre-loaded, the Toshiba representa- 
tive said. 

"There's no money-back agree- 
ment if they don't want an operat- 
ing system. It's a whole package," the 
Toshiba representative said. 

The Toshiba representative added 
that users trying to get rebates in this 
way are "not the typical policy and 
not what other people will run into 
if they try it." 

The Windows Refund Center can 
be reached at www.thenoodle 
.com/refund. 



Linux 

Continued from page I 

OpenView network management 
system to Linux in the near future, 
a move characterized as a "no- 
brainer'by HP's Nigel Ball, general 
manager of Internet and Applica- 
tions Systems, in Cupertino, Calif. 
HP, which is a major Microsoft 
partner for NT in the enterprise, is 
also considering making available 



support services for Linux, accord- 
ing to HP sources. 

I BM, meanwhile, has slowly been 
expanding is Linux commitment, 
first with beta releases of its DB2 
database and Transarc network file 
system, and now with pending sup- 
port from Lotus and Tivoli. 

"We have done a fair amount of 
engineering, and have a version of 
Tivoli running Linux in our labs," 
said Tom Bishop, chief technology 
officer at Tivoli Systems, in Austin. 
Texas."We see no technical or engi- 



neering hurdles that would prevent 
us from delivering a Linux product. 
Our view is that it's a good plat- 
form, a high-quality Unix imple- 
mentation." 

Bishop added that Tivoli Enter- 
prise for Linux would be generally 
released when demand is high 
enough, perhaps in late 1999. 

Support for Linux has been 
growing throughout IBM. 

"I have to admit that I was skep- 
tical about why the world needed 
another Unix, but the advantages 



LINUX: APPLICATION SERVER PLATFORM OF CHOICE? 



Many application server makers are taking a wait-and- 
see attitude toward Linux — with the exception of 
a handful of firebrands led by Orade. 
Orade sees a unique advantage by porting both its Ora- 
cle8 database and Orade Application Server 3.0 and 4.0 to 
Linux. 

For cases where only the database and transaction server 
are required, Linux offers an open-source code kernel for in- 
expensive Intel server hardware. 

"It's safe to say Linux is a top- tier platform for our prod- 
ucts," said John Fomook, marketing director at Oracle, in 
Redwood Shores, Calif. On the other hand, Fomook added, 
"we're not seeing a rush to go mission-critical. That might 
be a little premature. But by the end of 1999, that story will 
have changed." 

Analysts agreed that the possibility of Linux supporting 
application servers is not that far-fetched. 

"Linux is as strong as most of the other business-oriented 
Unix platforms in term of its kernel. There's a limited num- 
ber of tools, but it's a nice, cheap alternative," said Anne 
Thomas, an analyst at the Patricia Seybold Group, in Boston. 
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Leverage Information Systems recently delivered its Lo- 
comotive server as a free open-source offering on Linux, hop- 
ing to become "the Red Hat of Web application servers," said 
Christine Etheredge.a software engineer at Leverage, in San 
Francisco. 

Bluestone Software takes a different approach in deploy- 
ing its pure Java Sapphire application server on Linux by 
leveraging the openly available Java virtual machines for Lin- 
ux, according to Al Smith, vice president of software devel- 
opment at Bluestone, in Mount Laurel, N J. 

However, Smith cautions,"! have yet to find a customer de- 
ploying serious apps on Linux." 

And that is why vendors such as Allaire, Gemstone, Net- 
Dynamics, and Netscape say they are looking carefully at Lin- 
ux but are not yet releasing a port of their servers on the op- 
erating system. Netscape, however, is porting its Directory 
Server and Messaging Server to Linux. 

"We're watching our customers and taking their lead, "said 
Steve Seminario, director of product marketing, at Gem- 
stone, in Beaver ton, Ore. 

— Dona Gardner 



are now clear to me," said Lotus 
CEO Jeff Papows last week during 
the Lotusphere conference in Or- 
lando, Fla. As part of its effort, IBM 
is also pondering a Linux support 
service offering. 

On the hardware front, a source 
familiar with Compaq's plans said 
the company will announce sup- 
port for Linux on its Alpha systems 
next week, and that various support 
and development programs are 
planned. 

HP, for its part, believes the OS 
has promise, particularly in the 
emerging "thin-server" market, for 
dedicated, single-function servers 
with minimal hardware and soft- 
ware. These devices could be de- 
ployed for applications such as 
e-mail, virtual private networks, 
directory services, and caching, ac- 
cording to the company. 

"We would strip off the bits of 
software and hardware you don't 
need," Ball said. "At some point, the 
operating system becomes irrele- 
vant. It's the application that you 
care about." 

T he growing interest in Linux 
comes as a breath of fresh air to one 
Linux customer. 

"I'm starting to see more [sup- 
port] come out; vendors are not 
quite as skittish when you mention 
Linux any more," said Jeff Noxon, 
programmer and consultant at Data 
Processing Resources, in Dallas. 

"It's a best-of-breed Unix," Nox- 
on added. 



SAS 



Continued from page I 

on the fly," said one source close to 
the company. 

The product essentially provides 
more detail about the origin and 
context of the information stored in 
the SAS System, according to an- 
other source close to the company, 
although the source emphasized 
that what the product extracts is 
not meta data. 

The new component provides 
footnote-type information includ- 
ing who wrote the report and why. 
This makes it possible for managers 
to make informed decisions based 
on decision-support data. 

The new product will detail what 
was meant in specific analyses, so it 
will not be necessary to contact the 
person who actually wrote the re- 
port. Given turnover in some com- 
panies or the travel and vacation 
schedules of people producing the 
report, this should prove advanta- 
geous, according to one company 
insider. 

The functions of the upcoming 
product are nat- 
ural extensions of ► Current SAS 
what the compa- tools perform 
ny's existing core tasks such as 
products now do: data analysis, 
Collect data en- data mining, 
terprisewide and and query and 
analyze it through reporting, 
a layer of business 

intelligence, thereby turning it into 
useful information. 

"This is a good first step, but the 
next step is putting that informa- 
tion into context and that is where 
the knowledge management part 
comes in," said one source close to 
the company. 

As part of the product rollout, 
which is expected to happen on 
Feb. 4, SAS will announce a part- 
nership with a supplier of knowl- 
edge management tools. 

In general, the Web is sparking 
renewed interest in knowledge 
management tools as corporate IT 
organizations move to develop En- 
terprise Information Portals. (See 
related article, page I .) 

At Lotusphere last week, for ex- 
ample, Lotus did its part to increase 
the buzz, spelling out its definition 
of knowledge management. (See 
related article, page 12). 

"We are defining knowledge man- 
agement by starting with the notion 
that you clearly have a process with- 
in a company of creating, organiz- 
ing, and distributing knowledge," 
said Mike Zisman, who was ap- 
pointed last November as IBM'slead 
executive for knowledge manage- 
ment, in Cambridge, Mass. 

The SAS Institute, in Cary, N.C., 
is at www.sas.com. 




Glad you asked. 

Because while ".com" 
is behind just about every 
company name on the 
planet, not everyone knows 
who's behind ".com" 

At Sun, we've been think- 
ing about (and designing 
around) the very idea of the 
Net since 1982. A radical 
approach that not only 
gave us a head start — it 
gave us our entire focus. 

Everything we make 
and do is about the Net. 
The whole Net. And 
nothing but the Net. 

From our Net-based serv- 
ers (the Herculean engines 
Dehind the Net) to our 
Solans software (the robust 
founaation for the Net) to 
our Java technologies (the 
universal link for the Net). 

And soon, our newest 
tecnnoiogies will pusn the 
Net out to every tuna of 
nana-heid gizmo and appli- 
ance imaginable. 'As weil 
as to a few that aren t yet.) 

Wherever .com heads 
next, we'll be right behind 
the dot. Powering it along. 
Changing the way we 
work, live and play. 

Stop back here and see 
us again soon. 
We're the dot in .com. 




Copyrights. 



iterial 



When it comes to our products, Microsoft Certified Solution Providers are generally 
not satisfied with a few tidbits from our marketing department. MCSPs are always 
hungry for a more comprehensive understanding of Microsoft products and their 
capabilities. In fact, they're out there helping customers solve all kinds of problems 
in all kinds of industries every day, so nobody knows better than an MCSP where 
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Where do you want to go today? 



Microsoft products work and where they don't. MCSPs even take part in Microsoft beta 
testing to further satisfy their hunger. All so that, when they're called upon to help a 
client determine the best solution for a given problem, MCSPs will know precisely 
whether Microsoft products fit the bill. Or, whether they don't. To find an MCSP that 
can turn product knowledge into client solutions, visit www.microsoft.com/certified 




Eight branch offices. 

Need high-performance application access. 
Over 95 concurrent users. 




Small Pipes. 



No sweat. 



With Citrix server-based computing 
solutions, you can deliver faster 
application performance for more remote 
users without upgrading your network. 

Citrix* WinFrame, 
and MetaFrame" 
for Microsoft* 
Terminal Server, 
are being used by 

thousands of successful companies today 
to ensure their various users throughout the 
enterprise get lightning-fast access to the latest 
32-bit Windows'-based applications. 




1 0x faster application performance 
over your existing remote connections. 

Optimized for network connections as low as 
14.4 Kbps, Citrix software enables rT professionals 
to deliver up to lOx faster response over existing 
remote-node servers and branch-office routers. 
This way, every remote user can get LAN-like 
performance, even with 32-bit applications, 
regardless of whether they're using analog or ISDN 
modems, WANs, wireless LANs or the Internet. 

Reduce network traffic and increase 
application availability for more users. 

Since all processing is done at the server, your vital 
applications consume as little as one-tenth of their 
normal network bandwidth. This level of efficiency 
means that administrators can increase the number 



of concurrent users working with a specific 
application to keep productivity levels high. 

See what 77% of Fortune 100 companies 

already know— Citrix works! 

Discover today how thousands of leading organiza- 
tions are using Citrix WinFrame and MetaFrame to 
improve their remote application performance for 
more users. All without breaking a sweat. 

To learn more about how Citrix can 
help you, call 888-564-7630 or visit us 
on the Web at www.citrix.com/drive2 
for a FREE Test Drive CD-ROM. 
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PIPELINE 



ANNOUNCED 

MICROSOFT has announced a 
new pricing plan for Windows 
Terminal Server that is aimed 
to compete in the small-busi- 
ness market with Novell's Net- 
Ware. Under the revised pric- 
ing, a 25-user version of 
Terminal Server costs 53,999, 
compared to the previous 
price of more than $8,000. 
Similarly, the price of a 1 0-user 
version was cut from $3,500 to 
5 1 ,899, and pricing for a five- 
user version was cut from 
$2,000 to $1,299. Microsoft 
Corp.: www.microsoft.com. 

HITACHI PC announced the 
expansion VisionBase server 
family with the addition of a 
new midrange, four-way, Pen- 
tium II Xeon-based server, the 
VisionBase 8450. Geared for 
Windows NT clustering envi- 
ronments, the 8450 includes as 



( 



many as four 450-MHz Pen- 
tium II Xeon processors, as 
much as 4GB of main memory, 
and seven 32-bit PCI slots.The 
8450, priced starting at 
$ 1 3,999, will be available later 
this month. Hitachi PC Corp.: 
www.hitachipc.com. 

IBM later this month will 
announce that a multiproces- 
sor version of its S/390 G5 
Server has set an Internet per- 
formance record, according to 
the SpecWeb benchmark. 
Under the benchmark, a 1 0- 
processor S/390 G5 Turbo 
server running OS/390, Version 
2 Release 7, with IBM's Web- 
sphere Application Server 
racked as many as 21,591 hits 
per second.The results are one 
indication that larger corpo- 
rate accounts looking to bring 
mission-critical applications 
online will have enough pro- 
cessing power on the Web to 
handle many transactions. 
IBM Corp.: www.ibm.com. 
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Informix details database strategy 



Road map delineates two-year course 



Ry Marc Ferranti 

STRUGGLING DATABASE Vendor 

Informix is making a push, unveil- 
inglast week at its Partner Forum in 
l.as Vegas a two-year product road 
map that includes the rollout of 
several database engines designed 
lo link historical information toon- 
line transaction processing (OLTP) 
and Internet applications. 

The forthcoming database en- 
gines will address two main areas: 
OLTP and data warehousing. The 
products will be integrated into up- 
grades of existing company data- 
base products, such as Informix 
Dynamic Server and Informix Ex- 
tended Parallel Server. 

By focusing its database technol- 
ogy efforts in these two areas, In- 
iormix hopes to distinguish itself 
Irom its competitors. 

" Both Oracle and I BM are throw- 



ing more and more stuff at their 
database products, and we believe 
there is a backlash from customers 
that don't want to buy technology 
that they aren't going to use," said 
David Appelbaum, vice president of 
product marketing and product 
management at Informix. "We're 
providing a packaging that is tar- 
geted at each market so customers 
get what they want." 

To ease the flow of data between 
OLTP applications and data ware- 
houses — which hold historical in- 
formation — the new database 
products will incorporate software- 
component technology including 
Java, ActiveX, and OLE DB from 
Microsoft. 

T he product road map includes 
an Internet data engine that is aimed 
at OLTP needs, code-named Cen- 
taur; a new flavor of the company's 



Full steam ahead 


Informix is making its move in the 
database market. Here are the key 
elements to its future strategy. 


Code-named 


Due date 


Centaur 


Mid-1999 


Pegasus 


Second half of 1999 


Yellowstone 


S- and half oil* 


Independence 


2000 



extended parallel database tech- 
nology, code- named Yellowstone; 
and a high-availability data engine 
for large companies, code-named 
Independence. 

"This is more of a clarification of 
their strategy? said Carolyn DiCen- 
zo, an analyst at Dataquest, in San 
Jose, Calif. 

In addition, Informix announced 
the availability of Informix Vision- 
ary, a graphical data analysis and 
exploration tool for its Dynamic- 
Server product. Visionary is de- 



signed to let business managers di- 
rectly access databases by using 
standard graphical tools and wiz- 
ards. Visionary will also allow man- 
agers to graph data. 

Visionary works with current 
Informix database products; via the 
gateways in these products. Vision- 
ary can access data in databases 
from, for example, Oracle's data- 
base, according to Michael Stone- 
braker, chief technology officer at 
Informix. 

Volume pricing for Visionary is 
S500 per user. A QuickStart pro- 
gram including training, licenses 
for database products, and licenses 
for 10 Visionary users is now avail- 
able for a price of $37,000. 

Informix Corp., in Menlo Park, 
Calif., can be reached at www 
.informix.com. 



Marc Ferranti is the New York news 
editor for the IDG News Service, an 
Info World affiliate. 



Notebooks get refreshed 



By Dan Briody 

in the face of Intel's latest 
"speed bump" mobile processor 
upgrade, notebook makers are 
preaching the virtues of stable and 
consistent platforms, while they 
rev up their products with Intel's 
latest Mobile Pentium II chips. 

New notebooks from Compaq, 
Toshiba, and Dell, based on 366- 
MHz Pentium II processors, are in- 
tended to make the PC qualification 
process easier for IT administrators. 

"These are the kinds of solutions 
we've been asking for for years," 
said one IT manager at a Fortune 
500 company. "Speed is great, but 
we need consistency more than 




COMPAQ'S ARMADA 1750 will be 
based on the latest Pentium II 
processors from Intel. 



anything." 

Compaq has responded with a 
promise of a consistent platform 
through the first half of 1999, and 
minimal to no changes in the soft- 
ware image of its Armada 7000, 
6500, and 3500 lines. 

Although the Houston-based 
PC-giant will be refreshing its 
7800, 7400, 3500, and 1700 lines 
with the faster Pentium Us, it will 
maintain the current configura- 
tion of the 6500 line, with a 300- 
MHz Pentium II processor and a 
6.4GB hard drive. 

Toshiba will chime in with re- 
freshes of its Satellite brand, geared 
for small and midsize businesses. 
The Satellite 4080XCDT, with a 
366-MHz Pentium II processor, a 
6.4GB hard drive, and a 14.1 -inch 
monitor, will be priced at $3,199. 

"Our customers have told us 
to stop the madness," said Chris 
Pollitt, group manager of Toshiba's 

portable product marketing 
k, division. "Sure we want the latest 
r chips, but we [also want) stabil- 
ity. We need a platform we can 

qualify once and deploy over the 
next year or longer." 

Dell will refresh its Latitude 
line with a 366-MHz Pentium II 
processor, 64MB of RAM, a 13.3- 



inch monitor, a 4.3GB hard drive, 
and a 24X CD-ROM, priced at 
$2,999. 

NEC will announce a thin-and- 
light Versa SX based on the 366- 
MHz chip, in addition to a Celeron- 
based system. 

Compaq Computer Corp., in 



Houston, is at www.compaq.com. 
Toshiba America Information 
Systems, in Irvine, Calif, is at 
www.toshiba.com. Dell Computer 
Corp., in Round Rock, Texas, is at 
www.dell.com. NEC Corp, in 
Mountain View, Calif, is at www 
.nec.com. 
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32MB of RAM 


Low 


High 


Average 


Change from 
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8x32, 60 nanoseconds, EDO SIMMs 


$35 


S85 


S63 


+5% 


4x64, 10 nanoseconds. SDRAM DIMMs 


$39 


S59 


548 


N/A 


4x72, 8 nanoseconds. PC100 SDRAM DIMMs 


$57 


S70 


$63 


N/A' 


64MB of RAM 


16x32,60 nanoseconds, EDO SIMMs 


590 


$159 


5120 


+2% 


8x64, 10 nanoseconds, SDRAM DIMMs 


S80 


$149 


5104 


N/A' 


8x72,8 nanoseconds, PC 100 SDRAM DIMMs 


$97 


5150 


5130 


N/A' 


128MB of RAM 


32x32, 60 nanoseconds, EDO SIMMs 


$187 


$286 


$235 


N/A' 


16x64, 10 nanoseconds, SDRAM DIMMs 


S159 


5199 


5178 


N/A' 


1 6x72, 8 nanoseconds, PC 1 00 SDRAM DIMMs 


$189 


5277 


$236 
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Graphics will scream. 
Networks will hum. Users will just 



STARTING 

@ 

$3,395 



Introducing the new line of Silicon Graphics* visual workstations for Windows NT.® Featuring our Integrated Visual Computing (IVC) 
architecture with the Cobalt'" graphics chipset, these machines deliver breakthrough graphics performance and offer complete interoperability 
solutions for seamless integration into NT Mac* and Unix* environments. They're also SNMP and DMI 2.0 compliant and come bundled with 
Intel® LANDesk* Client Manager — making these systems easy to manage across your enterprise. What's more, every system includes advanced integrated 
features such as 1 0/ 1 00 Ethernet, IEEE- 1 394; USB and professional video I/O, enabling hassle-fnee installation and support And the price? Less than you would 
expect. The Silicon Graphics 320" workstation starts at just $3,395. Or choose the Silicon Graphics 540" workstation" Starting at only $5,995 and supporting 
up to four Intel* Pentium' II Xeon " processors, it's the most scalable Windows NT workstation around. Whichever system you choose, it'll be music to your ears. 



Silicon Graphics 320 Visual Workstation j 




• Silicon Graphics Integrated Visual Computing architecture 
with Cobalt graphics chipset 

• Supports up to two Inter Pentium" II processors (up to 450MHz) 

• Ultra ATA or optional Ultra2 SCSI drives up to 28GB total capacity 

• Scalable up to IGB ECC SDRAM 



* Microsoft* Windows NT"' Workstation 4.0 
» Sifcon Graphics Interoperability Toolkit 1 bundled free 
with every system 

*Add the SuperWide" 17.3" Silicon Graphics IbOOSW 
digital flat panel monitor (shown) for only $2,495 



OIW9HowGapr^rt«rff6rrMr»1 !^U^t,i<ft&rd\im^<rtt*tomb*hG)iM?^b*toW*a*bVI>a Mft Cob* SupHW* jnd Star, rjJ*o WtfiW ire nfemdfo ot Sfcw Capita Inc. M4 Uw UM Inuje bfia telun ml UNDkI *t 




To get information, find a local reseller or to order; call I 888 SGI- 1 69 1 or visit us at WWW.Sgi.COm/go/visual 
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Corporations take on the challenge of EIP 



Continued from page 1 

In fact, many companies are now moving 
to bring these disparate tools together using 
Web technologies, such as browsers and the 
emerging data-neutral Extensible Markup 
l anguage file format, to essentially create En- 
terprise Information Portals (EIPs) that allow 
users to access data stored in any one of these 
applications. 

This trend is expected to spark a wave of 
merger and acquisition activity across the de- 
cision-support spectrum as major companies 
look to integrate data warehouses, data marts, 
and data-mining and knowledge manage- 
ment tools within single application suites. 

"The big solutions providers will partner 
with, license from, or acquire the small niche 
players that don't have the wherewithal to 
bring produces] to a mainstream market," 
says Gerry Murray, director of knowledge 
technologies at International Data Corp. 
(IDC), in Framingham, Mass. 

Until recently, the capability to join dis- 
parate data sources and make them available 
across enterprises in an organized, personal- 

EIP market starts to 
take off 

Estimated total [IP market revenues (in millions) 



1999 

2001 
2002 



Content management 




■ 


$1,225 




$1,650 




$2,300 




$3,250 




$4,700 



Business intellegence 



1998 I 



2001 
2002 



$2,000 
$2,700 
$3,700 
$5,180 
$7,250 



Data warehouse and data marts 
I $992 



1999 
2000 
2001 
2002 



1998 
1999 
2000 
2001 
2002 



■ 


$1,235 




$1,562 


m 


$1,993 




$2,555 


Data management 

i 


$184 


$220 




$261 


1 


$309 


1 


$360 


Total market 


$4,401 


$5,805 




$10,732 


$14,865 



SOURCE MERRILL LYNCH & CO. IMC 



ized, secure, and searchable fashion was not 
readily available. 

As a concept borrowed from online appli- 
cations, EIP is a data management strategy 
that provides a window into enterprise 
knowledge by bringing life to previously dor- 
mant data so it can be compared, analyzed, 
and shared by any user in the organization. 

These EIPs will become so compelling for 
corporations that spending on them will 
soon overtake the fast-growing ERP market, 
according to a November 1998 report, "Move 
over Yahoo!; the EIP Is on Its Way," from Mer- 
rill Lynch. 

"We estimate the total EIP market will 
grow from $4.4 billion |in 1998] to over $14 
billion by 2002 ... |and that] takes into ac- 
count possible market softness due to Y2K 
concerns, euro conversions, and a general 
contraction in capital expenditures," the re- 
port states. 

One early adopter says EIP has had a pro- 
found impact. 

"We can easily locate just the kinds of in- 
formation we want, which leaves us without 
wasted time," says Jim Lind, president of Mer- 
cury Energy, in Dallas. 

Lind's company is deploying an EIP solu- 
tion from Sagemaker, in Fairfield, Conn. .pri- 
marily for querying external content data- 
bases for competitive information about the 
energy industry. 

"We're doing something like [an EIP] now. 
We're using it for e-commerce initiatives, of 
which we have at least three," says Brad Reis- 
ner, director of technology operations at the 
Book-of-the-Month Club, a Time Warner 
unit in New York. "We haven't yet got to the 
point of calling it a portal, but that seems to 
be the direction. 

"Most of the applications are process- 
oriented. Workflow is big," Reisner continues. 
"It does increase productivity." 

According to experts, those who plunge 
into EIPs early earn a sizable competitive ad- 
vantage, bolstered by lowered costs, increased 
sales, better deployment of resources, and in- 
ternal productivity enhancements such as 
sharper performance analysis, market target- 
ing, and forecasting. 

"We'd prefer that not everyone in our busi- 
ness have this type of product, because it s 
given us such an edge," Lind says. 

The chore of accessing and assimilating all 
types of information further broadens the 
role of an EIP, analysts say, which leads them 
to conclude that EIPs will become a major 
consolidating force, pulling together the var- 
ious strategic facets of an organization. 

In fact, analysts predicted that this aggre- 
gation of functionality will likely result in the 
consolidation of these markets over time. 

Some consolidation has already taken 
place. Hyperion Solutions purchased online 
analytical processing provider Arbor Soft- 
ware, and Ardent Software acquired both 
data-warehousing company Prism and mid- 
dleware software company Dovetail. 

In addition, the industry's major players 
are gearing up to ride the wave of this EIP 
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BY USING EIP, end-users can view, extract, and 
external and internal business information. 

trend. IBM, Microsoft, Oracle, Cognos, and 
Platinum Technology have outlined compre- 
hensive business-intelligence strategies, and 
SAS is preparing to extend its decision-sup- 
port tools to contract knowledge manage- 
ment in February. 

IBM has already struck a joint develop- 
ment deal with Viador to bring that compa- 
ny's Java-based business intelligence solution 
to the IBM mainframe platform. 

In addition, Lotus and IBM last week an- 
nounced the establishment of the Institute for 
Knowledge Management (IKM), a commer- 
cial research consortium that will perform 
applied research on knowledge management. 

I KM will draw on expertise from a number 
of IBM and Lotus entities, including IBM's 
Thomas J. Watson Labs, the Lotus Institute, 
IBM Global Services, and IBM Software Ser- 
vices, according to Lotus officials, in Cam- 
bridge, Mass. The Institute will help Lotus 
and IBM, which bought Lotus in 1995, share 
their research and expertise, says Michael 
Zisman, executive vice president of strategy 
at Lotus. 

Lotus is also currently readying a compet- 
itive intelligence workflow application, ac- 
cording to Michael Helfrich, director of the 
worldwide knowledge management solu- 
tions group at Lotus. 

One Documentum executive predicted 
that the EIP market will strongly parallel the 
emergence of the ERP market. 

"We're still in the early days of tools and 
consulting where custom apps are being 
built. The next trend will be to codify those 
custom apps into specific repository-based 
apps like FIR, call centers, and expense re- 
ports. After that, all the apps will get snapped 
into suites a la S APT says Larry Warnock, vice 
president of corporate marketing at Docu- 
mentum, in Pleasanton, Calif. 

In Warnock's estimation, it is inevitable 
that Microsoft will emerge as the de facto 
point of entry into all of these underlying 
business application lines. Documentum 
plans to deliver a series of business portal ap- 
plications that leverage unstructured docu- 
ments and data for delivery to EIP sites with- 
in the next 30 to 60 days, Warnock says. 

Properly implemented EIPs should help 
companies cut costs and generate added rev- 
enues, which is a potent and attractive mix. 



Analysts also pointed to informa- 
tion-multiplier effects, where the 
more information you manage to 
control and exploit, the more op- 
portunity there is to stumble into 
new ways of using it. 

"Once people realize the poten- 
tial, those at the top see how it can 
all interact," says Julie Tylman, an 
industry analyst at Merrill Lynch, 
in San Francisco, and co-author of 
the EIP report. "Most companies 
would find that irresistible." 
Further, by creating EIPs, com- 
attalyze panies can extend the benefits 
gleaned inside the company to 
the outside. They can cement cus- 
tomer and supplier relations, and coordinate 
workflow, collaboration, and transactions 
with other progressive companies. 

Linking such companies through their 
EI Ps, according to the experts, puts into place 
a linchpin of broadly based automated, trans- 
actional Internet commerce — the big en- 
chilada of the wired world. 

"To gain the benefits hoped for from the 
Internet, computing platform companies 
need a new class of software that serves in- 
ternal and external customers seamlessly 
through a common gateway that provides 
personalization, publishing, and analysis — 
not just browsing and searching," says Man- 
soor Zakaria, founder and CEO of 2Bridge, a 
maker of Web-based content aggregation 

Viador's infrastructure 
for constructing a 
corporate EIP 
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servers and applications, in San Francisco. 

The EIP trend is also appearing just as the 
notion of knowledge management is being 
embraced by large vendors such as Lotus. 

Knosvledge management attempts to find 
and hold the valuable information in an en- 
terprise that is often in the form of unstruc- 
tured data. Such information does not usual- 
ly end up in a database where it can be 
warehoused and analyzed. 

"Knowledge management is one of the first 
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major market trends to specifically 
address this problem of intellectual 
inefficiencies of process," IDC's Mur- 
ray says. 

Coordinating knowledge manage- 
ment and EIP efforts strikes analysts 
as an excellent fit. 

"The pieces of the structured and 
unstructured information need to 
come together, and that's not trivial," 
Tylman says. 

"Uniformly tagging structured and 
unstructured data is the key," Murray 
agrees. 

Despite the promise of EIPs, their 
actual deployment appears to be 
small, and in many cases the content 
on them amounts to little more than 
the corporate telephone directory 
and newsletter. 

"My experience is that such things 
as data mining are pretty far out. The 
things that keep people coming back 
to an EIP are scheduling, lists, and the 
password reset page. The current dri- 
ver is data about people," says Frank 
Chen, group product manager for di- 
rectory and security at Netscape Communi- 
cations, in Mountain View, Calif."I think peo- 
ple will get to the data mining. The pieces are 
all falling into place." 

IT administrators say they like the EIP idea, 
but they are worried about security and have 
a hard time weaning their end-users off of the 
interfaces they have become accustomed to. 

"I guess [EIPs] are the natural progression 
of things, but there are lots of apps that have 
different UIs for good reasons," says John 
Bercik, systems manager at Medical Univer- 
sity of South Carolina, in Charleston, S.C. 

Bercik agrees that EIPs need to mature be- 
fore more rank-and-file information is post- 
ed. As part of a medical community, he is 
concerned about making sure that patient in- 
formation is handled responsibly. 



Building an Enterprise Information Portal 



Components of an EIP 



Structured data 



ERP 
application 



Point of safe 
data 




OLAP 
analysis 

Query and 
reporting 

Data 
mining 



Unstructured data 

•Web documents 
■Video files 

• Product manuals 
•Groupware files 
•R&D documents 

• Government forms 



• Product specifications -IS years on-ihe-job-etperience -Product plans 

•Purchase orders -legal contracts -Graphic designs 

• Marketing brochures • Research reports -Word processing documents 

• 8est practices •Advertisments -E-mail 

• Paper invoices ■ Engineering drawings (CAD) -Audio files 

• Project plans -General industry knowledge 



Content 
management 
application 

Content 
management 
repository 

Database 



The vendor community is reacting as if the 
EIP trend is inevitable and fast approaching. 
The Wall Street investment community 
seems to think so, too, given the high price of 
Web portal and I -commerce stocks. 

One major investment brokerage, Charles 
Schwab, has already deployed an EIP solution 
from Viador. Viador, which will this week un- 
veil its Viador E-Portal Suite, already boasts 
an impressive customer roster that also in- 
cludes IBM, Sun Microsystems, 3Com, 
Sprint, and Citibank. 

The Viador portal "is very similar to the My 
Yahoo concept," according to Sid Bhatia, 
managing director of the mutual funds tech- 
nology groups at Charles Schwab, in San 
Francisco. "With this application, we're ex- 
posing trading information that all these 



EDS to lead Business Intelligence Team 
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| ystems integrators are jumping into the En- 
terprise Information Portal fray as well. 
'Electronic Data Systems (EDS) has agreed to 
form a partnership with A.T. Kearney and NCR to 
offer business-intelligence services to corpora- 
tions, officials at the three companies said last 
week. 

The burgeoning business-intelligence market 
focuses on helping corporations make business 
derisions using data warehouses, industry infor- 
mation, and in h o us e systems. 

The primary objective is to boost profits by 
keeping companies focused on strategic plans and 
goals as they go about daily business. 

EDS Business Intelligence Services, announced 
last week, involve a variety of service options that 
indude NCR software and A.T. Kearney consulting 
help. A.T. Kearney, which provides business con- 
sulting services, is a wholly owned subsidiary of 
EDS. The EDS plan includes providing clients with 
industry insight into and contacts for partner- 
ships, as well as improving how information sys- 
tems are utilized across the enterprise. 

During the past several years, companies have 
implemented large enterprise software systems 
such as enterprise resource planning (ERP), while 



also working to sidestep the year 2000 software 
problem. 

This has created a "hangover effect" with exec- 
utives waking up in the morning to discover that 
"the business is running no better than it was be- 
fore," says Doug Aldrirh, vice president for strate- 
gic information technology practice at A.T. Kearney. 

That is because employees often cannot access 
information available in complex ERP systems. 
Generally business intelligence is designed to aid 
information retrieval so employees can gather 
data from disparate sources. That, too, will be ad- 
dressed by the new EDS service offerings, which 
the company contends will create "information 
arsenals" out of data warehouses. 

The agreement between EDS, A.T. Kearney, and 
NCR has not yet been finalized, though officials 
said it should be completed within the next two 
months and the companies already are working 
on the services. 

Electronic Data Systems Corp., in Piano, Texas, 
is at www.eds.com. A.T. Kearney Inc., in Chicago, 
is at www.atkeamey.com. NCR Corp., in Dayton, 
Ohio, is at www.na.com. 

— Alancy Weil, 106 News Service 
Ian InfoWorld affiliate), Boston 



"angels" to fund start-ups — such 
as 2Bridge — that may establish 
new and profitable enterprise beach 
heads to exploit weakness or slug- 
gishness by the old-line vendors. 

Consequently, many established 
vendors, although enticed by the 
opportunity for EIPs, also worry 
about facing obsolescence, shake- 
outs, and changes in customer 
wants that a paradigm shift to por- 
tals could entail. 

Although many large corpora- 
tions have already witnessed the 
vast benefits of EI Ps, most users and 
analysts agree that the arrival of 
EIPs en masse may not be as soon 
as some software vendors assume 
— at least not until integral issues, 
such as security, get ironed out. 

"When we wrote the report, we 
saw this as happening five years 
down the road. But a lot of people 
might want to get started on this 
now," Merrill Lynch's Tylman says. 
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years has just sat in-house, and letting our 
mutual fund companies and investors access 
it securely and dynamically." 

Also, many millions of dollars have been in- 
vested by venture capitalists and corporate 



Dana Gardner is an editor at large 
who covers application development, and 
Emily Fitzloff is a senior writer who covers 
Web server technology. Rebecca Sykes, a 
correspondent for the IDG News Service, an 
InfoWorld affiliate, contributed to this article. 
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InfoObject v2.0 



Leverage your corporate data 
into real-time Web content 
quickly and easily with 

InfoObject 

integrates all your data sources 
and delivers HTML and XML content 
to a multi-lingual, multi-faceted audience 
supporting a rich mix of technical requirements. 
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Better designed cars and trucks by Ford. 



When you set out to build the best performing, safest 
and most environmentally friendly cars and trucks in the 
world, it's best not to keep the world (or your designers) waiting. 
Ford needed a faster way to standardize software across all of 
their design centers, worldwide. 

Their solution: IT management software from Tivoli Systems Inc., an IBM 
company. Using Tivoli Enterprise," Ford is able to synchronize the release 
of CAD/CAM software, automatically, to its global fleet of 10,000 UNIX- 
workstations - all from a central location. Now, instead of spending their 
time downloading the latest software updates, Ford engineers and designers 
around the world use identical versions of software to collaborate on 
new car and truck designs - saving Ford both time and money. 

It's one way Tivoli is helping Ford shape the next generation 
of automobiles. For help speeding your designs to market, 
go to www.tivoli.com or call 1 888 TIVOLI-1. 



A better way to deploy software by Tivoli. 
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Sun's Jini makes inroads in deal with Sony and Philips 



By Rob Guth 

BACKERS OF A SPECIFICATION that Would 

easily connect future generations of home 
appliances to a network, last week announced 
they will combine their technology with Sun 
Microsystem's Jini platform, creating a gen- 



eration of electronic appliances capable of 
accessing network services. 

Backers of the Home Audio/Video Inter- 
operability (HAV1) specification will make 
their technology interoperate with Sun's Jini 
so that HAVI-compliant electronics gear can 



access services via a Jini-based network. 

The HAVI specification defines key ele- 
ments and functions of middleware, com- 
munications protocols, and application pro- 
gramming interfaces that will enable 
appliances such as televisions and cam- 
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sharp edges, clear fonts, pixel perfect 
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• Superior detail for text, graphics & video 
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Princeton — PIXEL perfect Princeton DPP series flat panels 
are digital like your CPU, memory, DVD and the Internet. 
DPP series displays are flicker-free and rock solid. Digital 
images are so crisp that you can read the fine print. Princeton's 
DPP displays are quick to install and maintain. 
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corders to work together over a network in a 
home. Announced in May of 1998, HAVI is 
backed by Grundig, Hitachi, Matsushita Elec- 
tric Industrial, Philips Electronics, Sharp 
Electronics, Sony, Thomson Multimedia, 
and Toshiba. 

Jini is a broad set of Java-based technologies 
that Sun officials said will enable disparate de- 
vices connected to a network to act in concert 
when performing a task. The technology de- 
scribes hardware and software connected to a 
network as "services" that can be used by any 
entity connected to the same network. 

Sun officials are expected to officially an- 
nounce more backers of the Jini technology 
at a Jini promotional event this week in San 
Francisco. 

According to the agreement. Philips, Sony, 
and Sun will create a "bridge" that will allow 
HAVI products in the home to communicate 
and interact with Jini-complianl products 
elsewhere. One central goal is to enable end- 
users to easily access their home, H AVI-based 
networks from remote locations, Sun repre- 
sentatives said. In addition, the bridge will al- 
low HAVI products in a home to access Jini- 
based services elsewhere, the representatives 
said. A user at the office, for instance, could ac- 
cess a newspaper service that could offer dai- 
ly news directly to the user's home printer. 

Although it is unclear how the companies 
will specifically marry the two technologies, 
the announcement does address the linger- 
ing question of whether the two similar tech- 
nologies would cooperate or compete. Offi- 
cials at Matsushita acknowledged that the 
platforms had the same goal. 

Sun Microsystems Inc., in Mountain View, 
Calif., can be reached at www.sun.com. 



Rob Guth is a Tokyo correspondent for the 
IDG News Service, an Info World affiliate. 
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Bugs and fixes reported to BugNet 

► Lotus In versions of Lotus Notes 
before 4.5.5 and 4.6.2, if you tried to forward a 
document lhat had a file attachment, and the 
attachment's size was a multiple of 61 ,440 
bytes, you probably saw this enor: "Object size 
cannot be zero.'The problem, according to 
Lotus, is lhat this is the size of an internal 
Notes buffer. If you can't upgrade to one of the 
fixed versions, a temporary solution is to 
slightly alter Ihe size of the anachmenl. 

^ Microsoft If you are running 
Microsoft Client Services for NetWare on a 
Windows NT 4.0 computer that has Service 
Pack 3 or Service Pack 4 installed, you may 
have problems with long file names. Microsoft 
says thai CSNW may get an error if you try to 
rename a long file name thai was created at a 
command prompt using COPY CON, and it was 
saved into a NetWare 3.x or 4.x server directo- 
ry. There is no fix. 



Found m bug? kit the InfoWotld [leant lotm 
^ flfforums.infoworld.com. fw 
nwrebwiitporti.tmwuto 
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Fujitsu continues trend of outsourcing DRAM production 



By Rob Guth and Terho Uimonen 
fuiitsu is talking with several contract 
chip makers about offloading more of its 
64Mb commodity DRAM (dynamic random 
access memory) production, a company 
spokesman confirmed last week. 

The Japanese company's move is part of an 
industrywide shift among the largest mem- 
ory chip players toward making higher-end 
semiconductors. Certain companies have 
been hard hit by the rapid slide in DRAM 
prices, which has turned into a major boon to 
PC users over the past two years. 

"We are discussing with companies to out- 
source DRAM production," said Robert 
Pomeroy, a company representative at Fujit- 
su's Tokyo headquarters. The search is part of 
Fujitsu's plan to reduce its "involvement, em- 
phasis, and investment" in the basic 
DRAMs used as main memory in PCs. 

Pomeroy declined to comment about the 
specific companies with which Fujitsu is talk- 
ing. A model of the potential partnerships, he 
said, is an existing deal with Taiwan Semi- 
conductor Manufacturing Co. Ltd. The Tai- 
wanese contract manufacturer, which now 
makes 16Mb DRAMs for Fujitsu, later this 
year will begin producing 64Mb parts for the 
Japanese computer maker, Pomeroy said. 

The companies offer a snapshot of two 
sides of today's memory chip business. On 
one hand, Japanese chip makers are trying to 
move up the food chain to higher-density 
memory chips and related semiconductors 
with higher profit margins. Meanwhile, many 
Taiwanese chip makers are recasting their 
factories as efficient, low-cost builders of 
chips-to-order. 

The shift comes as falling prices of DRAMs 
over the past few years have pressured the 
world's top makers of the chips to shift to 
products offering higher profits. Those in- 
clude memory devices with greater capacity 
and chips that meld memory and other com- 
puting functions onto one piece of silicon, or 
so-called "system-on-a-chip" devices. 

"Our emphasis is toward the higher value 
... or sort of specialized markets for memo- 
ry," Pomeroy said. Those markets include 
"non-PC-oriented"memory chips for mobile 
devices such as cellular phones, Pomeroy 
added. 

Fujitsu is not the only Japanese DRAM 
maker moving more production offshore. 
NEC, for example, is also currently looking at 
outsourcing parts of its DRAM production 
to either Taiwan or Singapore, a senior com- 
pany official said recently. Mitsubishi Electric 
and Toshiba, meanwhile, have also con- 
tracted DRAM manufacturing to Taiwanese 
partners. 

Japanese chip makers are also cutting de- 
velopment costs by banding together. Fujitsu 
and Toshiba, for instance, in December 1998, 
teamed up to develope future 1Gb memory 
technology. Mainstream DRAMs today have 
densities of 64Mb. 

For Acer Semiconductor Manufacturing 
Inc. (ASM1), a deal with Fujitsu could mean 
a chance to upgrade its DRAM processes 
from the relatively low-grade 0.28-micron 
level the company has been using since it 



parted ways with former joint-venture part- 
ner Texas Instruments, analysts said. 

"Fujitsu supposedly will provide 0.22-mi- 
cron technology, which would be a welcome 
boost to Acer," said one industry analyst in 
Taiwan, who asked not to be identified. 



In an effort to decrease ASMI's dependence 
on DRAMs, the management has tried to re- 
organize the company to resemble Taiwan's 
profitable contract chip makers such as 
TSMC. ASMI last week signed a flash mem- 
ory deal with Silicon Storage Technology. 



Fujitsu Ltd., in Tokyo, can be reached 
at www.fujitsu.co.jp. 



Rob Guth and Terho Uimonen are corres- 
pondents for the IDG News Service, an 
Info World affiliate. 



Heads you win, tails you win. 




HostExplorer and HostExplorer Web. 
The first two choices for the 
fastest link to the mainframe. 

Hummingbird HostExplorer and HostExplorer Web link you to critical business 
information on your mainframes, AS/400s and UNIX systems using TN3270E, 
TN5250E and Telnet. With HostExplorer and HostExplorer Web, you don't need 
to choose between traditional desktop or Web-to-Host technologies. Both look 
the same, work the same and are easy to install in your workgroup and throughout 
your company. And with Hummingbird's unique Java-based centralized management 
tools, all desktops are administered from anywhere, anytime. 



So heads or tails, you can't lose with Hummingbird's superior terminal emulation 
products. Hummingbird offers a world of connectivity solutions. 



Contact us today for an evaluation 
copy of HostExplor 
HostExplorer Web. 
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WINDOW MANAGER • BRIAN LIVINGSTON 



Free fonts help you 
reproduce the euro 
symbol in documents 



Where would we computer man- 
agers be without change? If all com- 
puter programs worked perfectly and 
never needed changes, most of us 
would be out of jobs. Now, on top of 
the usual year- 2000 workload, 1 1 European 
countries have implemented a new, shared 
currency — the euro. But most companies 



have no way to print the euro sym 
bol in documents. 

This currency switcheroo not 
only lets us PC pros help our com- 
panies sell widgets in the new 
money, but we also get the opportunity 
to download new, free fonts. 

First, what does the symbol for the euro 
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Tecmar's OfficeBackup™ family of 
integrated backup products provides 
complete tape backup solutions for 
Windows, NT and Netware operating environments. 
OfficeBackup products combine Tecmar's industry leading 
Travan NS™ tape drives, Special Edition 
ARCserve® software from Computer Associates 
(CA), and media into full- featured backup solutions 
designed specifically to meet the needs of today's 
leading network operating systems. Tecmar and CA 
developed the Special Edition of ARCserve to provide top performance 
and full compatibility with Tecmar's OfficeBackup products. 

With Read-While-Write data recording, Hardware data compression 
and TapeAlert'" diagnostics, Tecmar's Network Series tape drives provide 
the capacity, performance and reliability that beat those of higher priced 
traditional tape technologies at half the cost. The Tecmar Travan Network 
Series' 8GB and 20GB solutions are rapidly becoming the defacto standard 
in departmental server and high performance workstation environments. CA 
ARCserve is the industry leader in network storage software. No other 
product comes close to matching ARCserve for high performance 
automated backup and restore applications. 

► Capacity 

8GB and 20GB (compressed) 

► Compatibility 

Tightly integrated with Special Edition ARCserve and media to 
support Wndows, NT and Netware 

► Price/Performance 

Read-While-Write data recording, Hardware Data Compression 
at half the cost of traditional tape technologies 

► Transfer rate 
120MB/min (compressed) 

3 Year Warranty 



ft 



Tecmar 




*8GB OfficeBackup as low as $485!! 
Call 1 - so o -4 BACKUP or visit www.tecmar.com 

Tecmar is a registered trademark of Tecmar Technologies. Travan is a trademark of Imatjon Corporation. 
AM other trademarks are properties of their respective companies. ©1998. Tecmar Technologies. Inc. 



look like? As specified by the 
European Commission, it looks 
like a lower-case "e," but with two 
horizontal bars similar to an equal 
sign. (See graphic, below.) 

Microsoft has placed free, updat- 
d font files that contain the euro 
symbol on its "Fonts for the Web" page at 
www.microsoft.com/typography/font 
pack/default.htm. This page offers the "core 
fonts" — Arial, Times New Roman, and 
Courier New — as well as several sophisti- 
cated new free fonts that display well on Web 
pages, such as Georgia, Verdana, and 
Trebuchet. 

Microsoft's interpretation of the euro sym- 
bol is shown in the box below. The company's 
type designers have made an excellent trans- 
lation of the symbol into Arial. The symbol is 
slightly condensed from its original, circular 
design. This allows it to align with numerals 
in spreadsheet columns. 




THE EURO SYMBOL as adopted by the 
European Commission (left) and 
as rendered by Microsoft (right) in 
(1) Arial, (2) Times New Roman, and 
(3) Courier New. 

Microsoft's version of the symbol in Times 
New Roman and Courier New, however, is 
pathetic. The horizontal lines are too light 
and will virtually disappear in small point 
sizes. The euro in these two typefaces looks 
like a capital "C" with faint superimposed 
lines.The result hardly resembles anV'at all. 

In any case, to support your new fonts, you 
need to take the following steps in various 
versions of Windows. 

■ Windows NT 4.0. Install Service Pack 4 to 
get updated keyboard drivers, core fonts, and 

two other fonts that contain the euro symbol. 

■ Windows 98. This version ships with the 
euro character already in its core fonts, but be 
sure to download the free fonts mentioned 
above, too. 

■ Windows 95. Download the "Final Win- 
dows 95 Product Update" from Microsoft. 

Details on the above downloads and a FAQ 
on application support for the euro symbol 
are available at www.microsoft.com/typo 
graphy/faq/faq 12.htm. This page also con- 
tains numerous links to sites with other free 
fonts.such as three type families from Adobe. 

Once you have installed the updates, users 
of U.S. keyboards insert the euro character 
into their documents by typing Alt+0128. 
(Use Alt+0163 for British pounds [£),and 
Alt+0165 for yen [¥].) Microsoft's FAQ 
describes several ways to insert a euro 
symbol most other countries' keyboards, 
most commonly RightAlt+e. 

Try it — impress your friends! 
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Brian Livingston's latest book is Windows 98 
Secrets (IDG Books). Send tips to brian_ 
livingston@infoworld.com. He regrets that he 
cannot answer individual questions. 
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ANNOUNCED 



BMC SOFTWARE announced 
its Management Suite for Lotus 
Domino. The suite manages the 
flow and availability of Lotus 
business communication 
services — such as e-mail and 
team collaboration — and gen- 
erates status reports on Lotus 
application services.The 
Management Suite for Lotus 
Domino integrates BMC's Patrol 
Knowledge Module for Lotus 
Domino and Best/1 for Distrib- 
uted Systems products.The 
suite will be released in mid- 
February, priced at $ 1 ,200. BMC 
Software inc.: www.bmc.com. 

GANYMEDE SOFTWARE has 

unveiled its Enterprise Perfor- 
mance Management strategy, 
for managing clients, servers, 
applications, and the network 
as an integrated system. 
Ganymede's Chariot and 
Pegasus network performance 
tools — which are Windows 
NT-based but can monitor 
performance of systems on 
multiple operating systems — 
are key components of the 
strategy. The Pegasus Applica- 
tion Monitor, for end-to-end 
network performance evalua- 
tion, is due this summer as 
part of the plan. Reports 
generated by Application 
Monitor can be viewed from 
any Web-enabled machine. 
Pegasus Network Monitor 2.1, 
due in March, will provide 
trend analysis. Chariot 3.1, due 
this spring, will sport an inter- 
face enabling other manage- 
ment tools to gather network 
performance data through 
Chariot. Ganymede Software 
Inc.: www.ganymedesoftware 
.com. 

PYZZO SOFTWARE 

announced PC-Rdist 2.0, a tool 
enabling organizations to 
keep computers across a net- 
work up-to-date on compo- 
nents such as files and registry 
data. Missing files are restored, 
as are files that are corrupted 
or obsolete. Available now, PC- 
Rdist 2.0 carries a suggested 
price of $55 for a single user. 
Pyzzo Software Corp.: www 
.pyzzo.com. 
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VPN technology bandwagon grows 



By Stephen Lawson 
virtual private network(VPN) 
initiatives from mainstream ven- 
dors, as well as advances from spe- 
cialized companies that will boost 
the power of VPNs to serve large en- 
terprises, will put the spotlight on 
the expanding VPN market at this 
week's ComNet '99 conference in 
Washington. 

VPN technology, which can se- 
cure communications via the Inter- 
net or a shared IP network, is ex- 
pected to reach more enterprises 
this year. Resistance to VPNs is 
giving way to enthusiasm, as VPN 
standards gain wider acceptance, 
performance increases, and large 
vendors join the fray, analysts and 
users say. 

Using the Internet or a shared 
service provider network for cor- 
porate communications can repre- 
sent huge savings from leased lines 
or frame-relay services. In addition, 
it can open up channels of commu- 
nication where none existed before 
— such as among partner compa- 
nies or between headquarters and 
an isolated branch office. 

What has held some large enter- 
prises back are concerns about se- 
curity, reliability, ease of use, and 
performance. But the latest moves 
by large vendors, as well as products 
to be introduced this week by VPN 
specialists, promise to ease those 
fears. 

3Com will make a VPN push this 
spring that includes support for 
digital certificates, as well as a client 
software that supports the IP Secu- 
rity (IPSec) and Lightweight Direc- 
tory Access Protocol standards. The 
company recently introduced a co- 
processor for network devices that 
encrypts traffic at 100Mbps. And 
last week Cisco Systems outlined its 
strategy for enterprise VPNs, com- 
plementing its VPN initiative for 
service provider products. (See re- 
lated story, this page.) 

Users are responding well to ad- 
vances in the technology. 

"It's matured significantly over 
the last 12 months," says Dave 
Brown, an IS manager at the New 
York Times, in New York. Brown 
cited greater reliability, as well as 
wider acceptance of IPSec and 
digital certificate technology from 
companies such as Entrust and 
VeriSign. 

One 3Com user who had avoid- 
ed deploying applications over the 
Internet for security reasons is now 



trying out a recently introduced 
3Com VPN router to link outlying 
doctors' offices with his Albuquer- 
que, N.M., medical center. 

"What really appealed to me is 
that it's a supported product 
[made] by 3Com," says Ed Carpen- 
ter, an infrastructure engineer at St. 
Joseph Healthcare. "The fact that 
they've jumped on the bandwagon 
is good." 

Analysts say big players are div- 
ing in because enterprises are start- 
ing to demand VPN technology. 

"It'll be what you need to get 
through the door to an enterprise 
in 1999," says Jeremy Duke, presi- 
dent of Synergy Research Group, in 
Phoenix. 

As the giants wield their name 



recognition, VPN specialists are not 
standing still. One analyst says VPNs 
have reached a new milestone. 

"We are now seeing third-gener- 
ation VPN products," says Greg 
Howard, an analyst at Info- 
netics Research, in San Jose, 
Calif. The first VPN prod- 
ucts were software-based, 
Howard says, and the sec- 
ond generation consisted of 
hardware-software combi- 
nations. The latest genera- 
tion will address scalability 
and reliability. 

A start-up set to unveil its first 
product at ComNet epitomizes this 
development. 

Network Alchemy will introduce 
and demonstrate a VPN server, the 



VPN Server 5000, that can be clus- 
tered with as many as 255 others, 
forming a resilient lineup of devices 
that can provide the capacity to 
support massive enterprise VPN 
applications. A potential 
► Network use would be connecting a 
Alchemy s VPN credit card company with 
servers run on all of its customer stores, 
a proprietary A server co-location 
operating provider believes the Net- 
system called work Alchemy product 
OaveOS. could vastly expand its ser- 
vice to enterprises. 
"It will allow us to promote out- 
sourcing of high-speed, high-ca- 
pacity servers for the enterprise," 
says Dennis Nugent, a project man- 
ager at AboveNet, in San Jose, Calif. 

> VPN page 47 



CISCO RAISES PERFORMANCE BAR IN NEW PRODUCTS 



Cisco Systems is extending its strategy for virtual private 
networks (VPNs), detailing enhanced security and man- 
agement functions for its hardware and software 
offerings. 

Cisco last week announced it will offer distributed IP Se- 
curity (IPSec) acceleration through software and on co- 
processors for its 7500 series routers, followed by a range of 
smaller routers. 

The company also will enhance the firewall feature set of 
its Internetwork Operating System (I0S) for use on the Cisco 
7200 router. 

A software application, Cisco Security Manager 1 .0, due by 
March, will allow administrators to define, enforce, and au- 
dit security policies based on business objectives to manage 
a VPN across the enterprise. Cisco's Pix Firewalls hardware and 
I0S Firewall software will enforce security rules. 

The company also announced its NetSonar Security Scan- 
ner 2.0 software, which will now be available for Windows NT, 
shipping in March. NetSonar identifies vulnerabilities in the 

Cisco's VPN menagerie 



network and in desktops. It works in conjunction with Cisco s 
NetRanger intrusion, detection, and response software. 

Cisco also introduced Cisco Provisioning Center, software 
that will make it easier for service providers to set up guar- 
anteed performance services without manual configuration. 
Additionally, the newly extended Csco IP Manager software 
will give enterprises a way to monitor the quality of service. 

Analysts said Cisco's latest enhancements to its VPN offer- 
ings are significant. 

"This strengthens their story," said John McConne II, presi- 
dent of McConnell Consulting, in Boulder, Colo. "Some of their 
initial VPN stuff was fairly weak." 

Cisco Provisioning Center and Cisco IP Manager are avail- 
able now, priced at $300,000 and $75,000, respectively. 

Software IPSec acceleration for the Cisco 7500 router will 
be available in a future release of I0S, followed by hardware 
acceleration for the 7200 and 7500 in the first half of this year. 

Cisco Systems Inc., in San Jose, Calif., can be reached at 
www.dsco.com. 



Cisco's strategy for enterprise virtual private networks (VPNs) will leverage a wide range of policy-setting, monitoring, and security 
enforcement devices. 
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Vodaf one wins battle to buy AirTouch 

By Laura Kujttbu ami Jatta Sanchez not do much tor the U.S. wireless market. S56 billion, ends a bidding war between Voda- 
a i.T hough industry observers were The merger will create a global wireless car- tone and U.S. telecommunications heavy- 
hard pressed to find any possible negative ef- rier — which will be called Vodafone Air- weight Hell Atlantic. Hell Atlantic walked away 
fbcts of the merger announced last week by Touch — valued at approximately SI 10 from merger discussions after having offered 
I.ondon-basedVodatonet iroupand AirTouch billion, according to the companies. The cash- $45 billion in stock for the company. 
Communications, they also noted that it will and-stock transaction, worth approximately According to analysts, customers and the 
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two carriers all win with this merger. 

"[The new companyl would deliver a 
viable multinational competitor that could 
provide international one-stop shopping," ac- 
cording to lonathan Haller, an analyst at Cur- 
rent Analysis, in Sterling, Va. 

Patrick Donegan, a senior analyst at the 
Yankee Group, in London, said the new com- 
pany will have a strong presence in Europe. 

Vodafone is already the largest provider in 
the England. In addition.it has a strong pres- 
ence in France, Greece, and the Netherlands 
through partnerships in those countries. 
AirTouch, on the other hand, is successful in 
Portugal, Spain, and Italy. 

"When you put down the respective cover- 
age maps, you have a complete coverage of 



The urge to merge 


Vodafone and AirTouch hope to complete the 
merger in the second half of the year. 




Vodafone 


AirTouch 


Headquarters 


London 


San Francisco 


Employees 


11,500 


12,500 


Subscribers 


9.5 million 


17.6 million 


1998 revenues 


$4 8 billion 


57.1 billion 


1998 earnings 


$1.4 billion 


S472 million 



the European market," Donegan said. 

Donegan added that users will benefit from 
cheaper long distance calls due to economies 
of scale, and more harmonized features 
across borders, something corporate cus- 
tomers will especially appreciate. 

Conversely, Donegan added, Vodafone's 
competitors in Europe, mostly former na- 
tional monopoly carriers, should be worried. 

"In most European markets, where Voda- 
fone has a shareholding, the other competi- 
tors are going to face a more powerful com- 
petitor in terms of pricing, purchasing, and 
in terms of services," Donegan said. 

Also encouraging news, according to one 
source, is the fact that the pending merger is 
expected to win European Commission au- 
thorization. Informal discussions revealed 
"no particular concerns," the source said. 

However, analysts pointed out the disap- 
pointment of Bell Atlantic's withdrawal from 
the bidding war. 

"Not only is it sad that Bell Atlantic won't 
have their national wireless network like they 
want and need, but the U.S. wireless market- 
place won't benefit from the increased com- 
petition,"said Jeffrey Kagan.a telecommuni- 
cations analyst, in Marietta, Ga. 

Kagan noted that Vodafone's win is a"non- 
story for the U.S. wireless marketplace," and 
said he believes Bell Atlantic will regret not 
making the acquisition. 

"Years from now, looking back, I think 
they'll be sorry they let this go, even though 
it might be necessary to do the GTE deal," 
Kagan said. 

Vodafone Group PLC, in London, is at 
www.vodafone.com. AirTouch Communi- 
cations Inc., in San Francisco, is at www 
.airtouch.com. 



lana Sanchez is a London correspondent for 
the IDG News Service, an InfoWorld 
affiliate. Elizabeth de Bony, a Brussels, 
Belgium, a correspondent for the IDG News 
Service, contributed to this article. 
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CA to make Y2K easier for its users 

■ New programs include on-site and Web help 



By Juan Carlos Perez 

computer associates International un- 
veiled last week a free, global program to as- 
sist users in completing their year-2000 con- 
version projects. 

The program, called Millennium Watch, 
includes the possibility of having a CA staffer 
on-site to assist with year-2000 issues 
from Dec. 30 until Jan. 4, 2000. 

"Probably the most unique aspect 
of this program, and one that we've 
gotten a number of requests from 
large customers to do, is dedicated 
on-site support during the period of 
Dec. 30, 1999 to (an. 4," said Marc 
Sokol, senior vice president and general man- 
ager of worldwide marketing at CA, during a 
teleconference last week. 

But CA, which will assign approximately 
2,000 field staffers for this service, does not 
guarantee that it will be able to meet all of its 
clients' requests for on-site staffers, Sokol said. 

"We'll provide [this service) as best we can 
given that number of people. I expect that it 
will be effective," Sokol said. "There definitely 
will be some limitations, but we believe we're 
making a very strong commitment." 

The on-site support complements the work 
CA has been doing to make its products year- 
2000-compliant, according to Sokol. 

"Users need the added comfort of having 
someone at their local site during that period 
that can connect directly with CA support 
and research and development if there are 
any issues," Sokol said. 

Users would not pay for staffer time, but 



would have to pay for travel and meal ex- 
penses, Sokol said. Also, if users have versions 
of CA software that are not year-2000-com- 
pliant, they must upgrade to newer, compli- 
ant versions in order to qualify for the on-site 
staffer service, Sokol said. 
"The first step is to make sure you're using 
the Y2K-compliant versions of the 
• Additional products," Sokol said, adding that 
fee-based year- more than 800 C A products are cer- 
2000 support tified for year-2000 compliance, 
services are The Millennium Watch program is 
also available not open to all CA customers. Rather, 
from CA. it is intended for users of CA enter- 
prise software products — such as 
mainframe products, the Ingres database, 
and the Unicenter systems and network man- 
agement tool — who have maintenance and 
support contracts, Sokol said. 

Millennium Watch also includes the fol- 
lowing services. 

■ A "Hot Site" list where users can enter the 
dates when they will be testing the year-2000 
compliance of their CA products. 

■ A year-2000 ombudsman in each of its 50 
support centers around the world to deal with 
year-2000 issues and planning. 

■ Access to a year-2000-specific Web site at 
www.cai.com/2000. 

Computer Associates International Inc., in 
Islandia, N.Y., can be reached at www.cai 
.com. 



fuan Carlos Perez is a Latin American 
correspondent for the IDG News Service, 
an Info World affiliate. 



ATM switch tailored for distance boost 



SHOW 



By Laura Kujubu 

fore systems at the ComNet exposition in 
Washington this week will announce that its 
ForeRunner ASX-4000 ATM switch will in- 
clude wavelength division multiplexing 
(WDM) technology, for improved 
long-distance networking. 

ASX-4000 — the company's 
flagship switch designed for 
large enterprises and service 
provider networks — has been 
integrated with OC48c WDM 
interfaces. This increases the 
switch's optical capacity to lOGbps. 

The combination of ATM and WDM in- 
creases the transmission speeds lor long-dis- 
tance networking. Fore Systems officials said. 

"We're combining WDM transmission and 
ATM switching," said Mike l.isanti, product 
manager for ASX-4000 at Fore Systems. 
"We're able to get lOGbps over a single fiber 
— that's the equivalent of OC192 capacity." 

Lisanti added that the integration of WDM 
also allows for greater distances between net- 
works. Because the WDM port cards use 
1,550 nanometer wavelengths, the cards can 
directly interconnect networks at distances as 
far as 40.3 miles. And this can be extended to 




more than 62 miles with off-the-shelf line 
amplifiers, he said. 

"This all leads to cost savings ... it saves the 
cost of installing new fiber," Lisanti said. 

Analysts said the integration of WDM 
into ATM switches presents an attrac- 
tive solution. 

Erica Henkel, an analyst at Frost 
8c Sullivan, in Mountain View, 
Calif., called the combination "an 
interesting development in the 
transmission industry." He 
■\" "JT m added that users will now be able 

to get more bandwidth from their ATM net- 
works, as well as better cost-efficiencies. 

Indeed, although WDM-capable products 
may be equally appealing for service 
providers and large enterprises, analysts also 
noted the latter is playing the waiting game. 

"Enterprises are going to wait until prices 
come down," Henkel said. "WDM is not even 
widely deployed at the RBOC [regional Bell 
operating company] level yet." 

The WDM-capable ASX-4000 switch 
products will be available in March. Pricing 
has not yet been set. 

Fore Systems Inc., in Pittsburgh, can be 
reached at www.fore.com. 



Lucent aids telephony app dev 



By Laura Kujubu 

seeking to simplify the creation and im- 
plementation of messaging and computer 
telephony applications, Lucent Technologies 
announced last week the OctelDesigner ap- 
plication development environment. 

OctelDesigner lets enterprises create cus- 
tomized voice and fax messaging, and com- 
puter telephony applications, Lucent said. 

"The main goals for the applications are to 
improve customer service and employee pro- 
ductivity," said Arnie Chencinski, the Octel- 
Designer product manager at Lucent. 

The initial application categories for Octel- 
Designer include a mobility application to let 
mobile users communicate using call routing 
and intelligent agents; integrated Web appli- 
cations to provide options for accessing and 
delivering Internet and intranet information; 
integrated workflow applications to link ex- 
isting corporate groupware applications with 
the phone; and call center applicat ions to ex- 
tend hours of availability, automate transac- 
tions, and ease data access. 

OctelDesigner is Microsoft Windows NT- 
based, and uses Lucent's Octel Access server 
to provide connectivity between the telepho- 
ny and data-networking infrastructures. 




OCTELDESIGNER helps create applications, 
such as order status confirmations. 

The product is available now, priced at 
approximately $2,000 per port or approxi- 
mately $8,400 for four concurrent sessions. 

Lucent also announced additions to its 
PacketStar voice-over-IP (VOIP) product 
family. The PacketStar IP Gateway 1000, 
PacketStar I P Gatekeeper, and the PacketStar 
I P manager allow service providers to put to- 
gether 99.999-percent-reliable VOIP net- 
works that can carry as many as 2 million 
voice or fax calls per day, according to Lucent. 

Lucent Technologies Inc., in Murray Hill, 
N.J., can be reached at www.lucent.com. 
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Relax. Now There's A Pain-Free Host Access Management 
Solution For Evolving To e-Business. Attachmate* e-Vantage " is 
the only solution that centralizes management of every host 
connection or custom web application across your entire 
enterprise. Without it, the complexities, pressures and uncer- 
tainties of evolving to e-business can overwhelm even the most 
savvy IT professional. 

Attachmate e-Vantage gives you the power to manage your 
evolution to server-based e-business so employees, partners 
and customers get the information they need. It's the only solu- 
tion compatible with IBM? Microsoft 3 and Java" standards — in any 



combination. Now you can go from traditional thick clients to thin 
with no hassles or security issues. And to make the transition 
even easier, we offer comprehensive consulting solutions, and 
back up e-Vantage with world-class technical support. 

Find out why four out of five Fortune 500 companies and over 
10 million users worldwide rely on Attachmate to boost produc- 
tivity and reduce costs. Just call 1-800-933-6793 (ext 3635) or 
visit us on the Web at www.attachmate.com/ad/evolve6.asp. for 
your free Web-to-Enterprise Solutions Guide. 

^Attachmate 

The Advantage of Information . 
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RSA moving into consumer security realm 



Keon Software 
suite components 



By Matthew Nelson 

RSA STARTED OFF ITS Own show with 

a bang, announcing it would be moving 
squarely into the consumer security products 
arena with the release of Keon, a family of 
Public Key Infrastructure (PKI) products, at 
the RSA Data Security Conference in San 
Jose, Calif., last week. 

The Keon 4.4 line includes the Keon Secu- 
rity Server, Keon Desktop, Keon Agents, Keon 
Agent SDK, and the Keon Certificate Server, 
all parts of a system that allows users and 
OEM partners to add PKI security to com- 
puter systems. 

Keon provides single sign-on capabilities, 
as well as the capability to process X.509 dig- 
ital certificates from different sources, shared 



credentials, and other security features, 
according to RSA officials. 

"Keon answers the promise of PKI," said 
Scott Schnell, senior vice president of mar- 
keting at Security Dynamics, the parent com- 
pany of RSA, as he demonstrated the prod- 
uct at the show last Monday. 

Although RSA is trying to present the holy 
grail of PKI, with transparent authentication 
using differing digital certificates, some users 
were not convinced. 

"We don't really trust centralized manage- 
ment of keys, so I'm not sure it's a good idea," 
said Tomas Weinfurt, a consultant at ICZ, 
who came from the Czech Republic and 
watched the demonstration. 

"|But] it may be a good solution for com- 



56-bit DES algorithm broken in record time 



By Matthew Nelson 

cracking the 56-BiT des encryption 
algorithm no longer takes many years to 
achieve: It can be done in one day, as was 
demonstrated by a hacking group participat- 
ing in RSA's yearly DES Challenge contest. 

The DF.S Challenge III, conducted 
at last week's RSA Data Security Con- 
ference in San Jose, Calif, was fin- 
ished in 22 hours and 15 minutes, 
according to Jim Bidzos, president 
and CEO of RSA. 

"Breaking DES is no longer a day's 
work," Bidzos said. "The trend is very 
clear: 56 bits really isn't going to be 
providing you a lot of security. If you are pro- 
tecting tomorrow's headline I think you're 
OK at least until the next conference. But if 
you're protecting something else, I think 
you're going to need something stronger." 

A message, encrypted using the 56-bit DES 
algorithm, was released, with a purse of 
$ 1 0,000 available to whomever could break it 
in the least amount of time. 

The algorithm was cracked in record time 



by the Electronic Frontier Foundation using 
Deep Crack, a specially designed supercom- 
puter; and by Distributed. Net, a worldwide 
coalition of computer enthusiasts. 

Industry observers mostly agreed that 56- 
bit DES is no longer secure. 

"It indicates the perils that we face 
► The approxi if we don't get our acts together on 
mately 22-hour the Internet," said Mark Greene, vice 
time to break president of security at IBM, in Ar- 

thecode monk.N.Y. 
eclipsed the The breaking of the code should 
previous record also send a message to government 
of 56 hours. officials who claim that 56-bit en- 
cryption using DES is secure for 
communications, according to analysts. 

"It's more evidence that the U.S. govern- 
ment claim about being unable to break 56- 
bit DES is nonsense," said Jim Balderston.an 
industry analyst at Zona Research, in Red- 
wood City, Calif. "They can crack it and they 
can apply a lot more computer power than a 
cobbled together machine." 

Information on the DES Challenge III can 
be found at www.rsa.com. 



REGULATORYROUNDUP 

A telecommunications newsbyte from the United States 



WA SHINGTON The U.S. Supreme Court last week refused to hear arguments from SBC 
Communications and Bell Atlantic as to why they consider provisions of the Telecommunications 
Act ol 1996 to be unconstitutional !he regional bell operating companies are trying to overturn a 
lower court ruling — which upholds a provision of the 19% act — that prohibits them from offering long 
distance services until competition comes to their local area. 

SBC and Bell Atlantic have argued that the restrictions are unconstitutional because they unfairly single out 
the Bell operating companies for punishment 

In a brief order issued by the supreme court last week, the justices refused to hear the local carriers' appeal, 
effectively upholding the decision of the lower court. Although Bell Atlantic is disappointed with the court's 
decision, a representative said the telecommunications provider had followed "a realistic approach" and taken 
steps to comply with the Telecommunications Act even as it awaited the result of the appeal.The company 
plans to file its application to offer long-distance service with the Federal Communications Commission this 
quarter, and hopes to roll out long-distance services to customers in New York by the end of the year, she said. 



panies who have all their desktop computers 
in their offices," Weinfurt added. 

Regardless of initial user interest, the Keon 
product line is a step in a new direction for 
RSA. 

"RSA is moving beyond being a toolkit and 
library provider. This is our first step into be- 
ing a security application provider," said Tim 
Matthews, director of product marketing at 
RSA. "Keon is a family of products, a lot like 
NetWare." 

"We're going to solve the interoperability 
problem because the Keon application prod- 
uct line is targeted to do that," Matthews 
added. 

The move may annoy some of RSA's long 
term toolkit customers, but it is a step in the 
right direction, according to analysts. 

"It's sort of like having a big channel and 
deciding to sell direct," said |im Balderston, 
an analyst at Zona Research in Redwood City, 
Calif. "Yes this will impinge on some of their 
present customers, but it's better for them to 
have a product to sell than to sell toolkits." 

As part of its partnership with VeriSign, a 
digital certificate company, RSA will be 



Keon Security Server: Centralized security adminis- 
tration, user management, and access control. 
Keon Desktop: File encryption, management of 
single sign-on, and user credentials. 
Keon Agents: Creates authenticated, secure connec- 
tions to application server. 
Keon Agent SDK: Gives developers ability to create 
Agents for in-house applications. 
Keon Certificate Server: System to issue and 
manage digital certificates. 

adding Verisign's OnSite Technology to 
the Keon 5.0 Certificate Server, a security 
certification server that is currently in devel- 
opment. 

RSA's Keon 4.4 system is available now, but 
pricing was not released. 

RSA also announced it is working with 
Intel on a cross-licensing of key security tech- 
nologies designed to enable Intel and RSA 
to deliver enhancements to their respective 
products. The companies will then co-mar- 
ket the products. RSA intends to produce en- 
hanced BSAFE,Crypto-C,and Crypto-J soft- 
ware developers' kits that are optimized for 
Intel's planned security hardware features by 
mid-year. 

RSA Data Security Inc., in San Mateo, 
Calif, can be reached at www.rsa.com. 
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24-7 monitoring of your connections by our Network Operations professionals. In fact, we ev 
uarantee that we'll promptly and proactively notify you of any problems and get your new conn 
led when we say we will. So call I 888 886 3827 or visit info.uu.net/three. And discover one 
n tee you can actually enjoy. UUNET, an MCI WorldCom"" Company. Uniting the world of business. 




MCI WORLDCOM 



COMPANY 

Copyrighted material 



NETWORKING & TELECOM 



Wireless technology 



Handheld box provides e-mail access 



By Laura Kujubu 

research in motion (RIM) in February 
will begin shipping its BlackBerry mobile so- 
lution, which gives corporate users e-mail ac- 
cess via a small wireless device. 

The wireless solution uses a "push" model 
of delivery, in which e-mail messages are re- 
layed from a user's PC to the handheld device 
without dialing in, according to RIM officials. 

The BlackBerry mobile e-mail solution, 
announced last week, includes a wearable 
wireless handheld device with integrated 
e-mail/organizer tools such as a calendar and 
address book along with an alarm, a PC 
docking cradle, and mailbox integration with 
Microsoft Exchange. 

Flat-rate air time is provided via the U.S.- 
based BellSouth Intelligent Wireless Network 
and the Cantel AT&T wireless data network 
in Canada. The RIM messaging device in- 
cludes a 32-bit Intel 386 processor and a RIM 
wireless modem, and operates on one AA al- 
kaline battery. 

Barney Dewey, an analyst at the Andrew 
Seybold Group, in Boulder Creek, Calif., said 
he believes RIM is taking an aggressive stand 
in the wireless market. 

"More people are leaving critical messages 
through e-mail rather than on voice mail," 
Dewey said. "As that happens, this drives peo- 
ple to want this kind of capability, in which 
you can catch up on a few e-mails and have 
the advantage of not having 200 e-mails to 
read at the end of the day." 

RIM officials believe the time is right for 
corporate e-mail appliances. 



BLACKBERRY ENABLES Microsoft Exchange 

e-mail to be sent to a handheld. 

"It's an 'always on, always connected' prod- 
uct you never turn off," said Mike Lazaridis, 
president and co-CEO of RIM. 

"E-mail finds you. As soon as it's delivered 
on your desktop, your device will vibrate on 
your belt," Lazaridis said. 

The BlackBerry solution can be ordered 
now and will ship in early February. 

The subscriber package costs $399 and the 
monthly service costs $39.99. An introducto- 
ry offer enables a $20 monthly rebate for the 
first year. 

The company also announced the 
BlackBerry Enterprise Server, which is an 
optional add-on server software that allows 
e-mail redirection at the server rather than 
on the desktop. The server will ship in March. 

Research In Motion Ltd., in Waterloo, 
Ontario, can be reached at www.rim.net. 



3Com and Microsoft to pair 

■ Convergence of data, voice, and video is focus 



VPN 



Continued from page 41 

"Before, the speed just wasn't high enough." 

Nugent says the hardware would allow 
AboveNet to host demanding applications 
such as enterprise resource planning and 
voice-over-IP services. 

Each VPN Server 5000 can perform IPSec 
encryption and authentication on traffic at 
Fast Ethernet rates. Until recently, the fastest 
IPSec devices could handle only approxi- 
mately 45Mbps. Network Alchemy officials 
say each server will support 20,000 concur- 
rent sessions. 

In addition, if one server fails, the sessions 
it is handling can shift automatically to oth- 
er servers in the cluster. Because the sessions 
are not lost, there is no interruption while 
users are reauthenticated. 

VPNet also will unveil and show off clus- 
tering capability and higher performance. Its 
VPN Service Unit 1 100 will perform IPSec 
functions at 90Mbps and support 5,000 con- 
current sessions. A software upgrade to be in- 
troduced at the show will allow each server to 
be linked to a second server for fail-over. 

The VPNWare 2.5 software also will allow 
administrators to distribute security config- 
urations to clients from a central location. 



A big performance boost is also coming 
from Nokia, a European maker of telecom- 
munications products that wields technolo- 
gy from IP switch pioneer Ipsilon. Nokia will 
introduce at the show IP 650 Reliant, its lat- 
est combined router and firewall. The 650 will 
feature a 450-MHz Pentium II processor for 
faster IPSec processing. 

But continued advances into the VPN mar- 
ket by established vendors are moving the 
technology closer to the mainstream. In ad- 
dition to Cisco and 3Com, Nortel Networks 
and ATM equipment vendor Newbridge Net- 
works are placing major bets on VPNs. 

Newbridge will introduce the first product 
in its Versatile-IP strategy for VPNs. The 
MainStreetXpress 36100 Access Concentra- 
tor is designed to feed into centrally managed 
VPNs that run over existing technologies 
such as frame relay and ATM. 

"Things are maturing," says Dan Merri- 
man, an analyst at the Giga Information 
Group, in Cambridge, Mass. "We are starting 
to see some major corporations do product- 
level implementations of VPNs for remote 
access." 

But Merriman still advises users to weigh 
the benefits of a VPN against the risks of 
adopting a relatively new technology. 

"There are ways of saving money, but you 
have to realize the maturity and performance 
issues you're taking on," Merriman says. 



By Nancy Weil and Paul Krill 
3COM and microsoft will work together 
on products and technologies for networks 
that converge voice, data, and video. 

The two companies announced the alliance 
last week in a joint statement stating that their 
efforts are intended to allow the use of con- 
verged networks on client and server com- 
puters, as well as on other devices used for 
business and by consumers. 

The Microsoft Windows operating system 
will become more integrated with 3Com's 
product line as a result of the collaboration, 
the companies said. 

Microsoft and 3Com individually plan to 
offer networking products for businesses 
ranging from small companies to enterpris- 
es and for consumers and network providers. 

Key actions of the alliance include the fol- 
lowing items. 

■ 3Com will migrate its Total Control carrier- 
class architecture systems to the Microsoft 
Windows NT Embedded operating system. 
These and other products also may be mi- 
grated to Windows 2000 Server. 

■ Windows 2000 Server will be embedded in 



the 3Com CoreBuilder LAN switch. The 
switch will use the Transcend Policy Manager 
and Active Directory Service in Windows 
2000 Server to enforce policies for configu- 
ration, quality of service, security, and mon- 
itoring. 

■ The two companies will collaboratate on 
home LAN and broadband access solutions. 
3Com also will package cable-ready Mi- 
crosoft software titles with 3Com's cable and 
Digital Subscriber Line modems. Solutions 
will become available by June. The companies 
also will collaborate on Microsoft's Universal 
Plug and Play device driver initiative. 

■ A development center will be opened near 
the Microsoft campus in Redmond, Wash., 
enabling the two companies to collaborate. 
Interoperability testing will occur at the de- 
velopment center. 

3Com Corp., in Santa Clara, Calif., can be 
reached at www.3com.com. Microsoft 
Corp., in Redmond, Wash., can be reached at 
www.microsoft.com. 



Nancy Weil is a Boston correspondent for the 
IDG News Service, an Info World affiliate. 
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It can access terabytes of data. 

It can support thousands of users. 

It can power mission-critical applications. 



Microsoft 

Where do you want to go today?' 



It just can't do it alone. 



Introducing Microsoft 1 " SQL Server" 7.0, fully supported by the biggest names in enterprise 
computing. SQL Server 7.0 works with the leading hardware and applications to provide you with a 
completely scalable enterprise solution. You can read about these technologies on the following 
page or by going to www.microsoft.com/sql/ 





C 1998 Microsoft Corporation . All n#rts reserved, Microsoft and Wftefe ooyou want to go today? are registered trademarks of Microsoft Corporation in the United Stales and/or other countries 



Microsoft® SQL Server" 7.0 Launch Partners 



EM 



SOFTWARE 

BMC Software is a leading provider 
of Application Service Assurance 
solutions for improved availability, 
performance and recovery of criti- 
cal applications. 




ESRI is a world leader in the 
geographic information systems 
(GIS) software industry. ESRI helps 
you accomplish tasks faster, 
easier and more efficiently. 
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GRE^T PLAINS' 

Great Plains delivers business 
management software solutions 
personalized for your growing 
enterprise. 



Intellut/oir 

Intellution* a leading supplier 
of industrial automation software, 
provides solutions that enable 
plant-floor data to be shared 
throughout the enterprise. 



SOFTWARE 

Macola is uniquely qualified to 
bring SQL Server"7.0 to small 
and medium-sized companies 
requiring ERP, distribution and 
financial solutions. 



Navision 

software 

Navision Software uses Microsoft 
technologies and a worldwide 
network of partners to provide 
enterprise business solutions for 
the middle market. 



PLATINUM' 

SOFTWARE CORPORATION 

Platinum Software Corporation of- 
fers a proven, powerful suite 
of enterprise-ready applications for 

changing businesses. 



USDATA provides innovative 
application software to help 
companies improve manufacturing 
performance throughout their 
value chain. 



f ) W A L K E R 

Walker Interactive is a leading 
provider of financial, operational 
and analytic software for enterprise 
and mid-market organizations. 




Wonderware is the world's leading 
supplier of Windows-based devel- 
opment tools for creating factory 
automation applications. 



P R O LO C I C 



Prologic is the developer of Ovation, 
an integrated, client/server core 
retail banking system, serving 200 
financial service organizations in 
28 countries. 



Microsoft 

Where do you want to go today?" 
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herein may be the trademarks c< their respective owners. 
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Product Reviews 



►Year-2000 compliance 



ZAC 2001 takes shops to Y2K and beyond 



By Dennis Williams 

NETWORK ASSOCIATE InC.'s 
(NAI) Zero Administration 
Client (ZAC) 2001 includes 
"2001" in its name with good 
reason — its value does not 
end when the new millennium be- 
gins. This full- featured, year-2000 
risk-assessment tool, which began 
shipping Jan. 18, can find and help 
eliminate noncompliant hardware 
and software throughout a network. 

ZAC 2001 is a scaled-down ver- 
sion of NAI's ZAC suite. It includes 
only the utilities necessary for ef- 
fective deployment of an enter- 
prisewide year-2000 strategy, such 
as enterprise inventory manage- 
ment and reporting, software 
distribution, software meter 
ing, and menuing. 

In addition to these fea- 
tures,ZAC 2001 offers built- 
in remote-control capabili- 
ties, which I haven't seen in 
competing products, such 
asWRQ's Express 2000. (For 
our review of Express 2000, 
see Enterprise Networking Product 
Reviews, Jan. 18, page 42A.) Fur- 
ther, its remote-control features 
support 32-bit Windows envi- 
ronments across the network, of- 
fering easier management of desk- 
top PCs. 

Nevertheless, I found that Ex- 
press 2000 was easier to use than 
ZAC 2001. Furthermore, Express 
2000's software-metering approach 
lends itself better to year-2000 com- 
pliance testing than does ZAC 
2001's asset-management ap- 
proach. Also, I was impressed by 
WRQ's efforts to maintain and up- 
date its compliance database. 

That said, I did find that ZAC 
2001 offers strong inventorying and 
reporting capabilities, and that it 
was easy to implement on either 
Windows NT or NetWare servers. 
The product's main drawbacks 
were an oversimplified administra- 
tion console, which made it difficult 
to locate and use some product fea- 
tures, and a discovery agent that 
could not be hidden from view 
when running on client computers. 

For the long haul 

ZAC 2001 offers unlimited report- 
ing options using Seagate Soft- 
ware's Crystal Reports engine, 
which lets you slice and dice data in 
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any way, and offers report 
formats ranging from 
tactical to strategic. 

Those who are familiar 
with Crystal Reports ap- 
preciate its power and 
flexibility, allowing users 
to create virtually any re- 
port from database files. 
However, the Crystal Re- 
ports features may be too 
complex for those who 
are not familiar with 
database design and re- 
port creation tools. To re- 
solve this, ZAC 2001 also 
includes canned reports 
that are available from the 
administration console. 

Uthough ZAC 2001 is being 
marketed primarily as a year- 
2000 tool, the product 
essentially functions as an 
enterprise inventory appli- 
cation that compares its 
findings to a large database 
of more than 6,000 applica- 
tions, and notifies you of 
your applications' compliance sta- 
tus. This method works to the 
product's advantage; once the new 
millennium arrives, network ad- 
ministrators will still be able to use 
ZAC 2001 for ongoing enterprise 
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ZAC 2001 S ADMINISTRATION CONSOLE allows you to view 
device information or create networkwide reports. 



inventory, asset tracking, and man- 
agement reporting. 

The nuts and bolts 

To implement ZAC 2001, the net- 
work administrator must configure 
the inventory agent to run from 
log-in scripts. When a workstation 
logs in to the network, the invento- 
ry agent automatically collects 
hardware, software, BIOS, system 
files, and data file information. The 
information gathered during the 
inventory is stored on the file server 
in a database. From the administra- 



tion console, specific in- 
formation can be viewed 
about each workstation, 
or reports can be creat- 
ed to display enterprise- 
wide data. 

The administration 
console offers a Win- 
dows Explorer-like in- 
terface, and links to 
many year-2000 sites on 
the network. In the bot- 
tom left corner of the 
screen, a year-2000 dig- 
ital clock counts down, 
telling you down to the 
second how much time 
remains. 
After all of the work- 
stations on my network logged in to 
the server and ran the inventory 
loader program, I was able to view 
a wide range of data, ranging from 
details of a specific workstation to 
networkwide result statistics. 

In short, this is a solid inventory 
application that offers good year- 
2000 capabilities. Network man- 
agers who are interested in a tool 
that integrates remote-control 
functionality with year-2000 com- 
pliance and provides long-term 
management may want to consider 
ZAC 2001. 
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Zero Administration 
Client (ZAC) 2001 

ZAC 2001 adds help desk integration to 
its year-2000 testing and inventorying 
features to offer long-term management. 

■ Pros: Strong inventory, auditing, and 
reporting capabilities; remote control. 

• Cons: Administration console hides 
features; static IP address for Windows 
NT servers; failed to identity many 
applications. 

• Network Associates Inc., Santa Clara, 
Calif.; (408) 988-3832; www.nai.com. 

■ Price: From $17 per node for 3,000 
nodes to S27 per node for SO nodes or 
less. Add-ons: from $ 10 per node for 
3,000 nodes to $ 16 per node for 50 
nodes or Ins. 

■ Platforms: Clients: Windows 3. 1 1, 
Windows 95, Windows 98. Servers: Net- 
Ware 3. 12 and later, Nl Server 4.0. 



Dennis Williams (Dennis@Product 
Reviews.com) is a free-lance writer 
and product consultant in Alpine, 
Utah. 



ZEN works 1 .1 proves a worthy upgrade 



THE BOTTOM LINE 



By Jeff Symoens 

Although ZENworks 1 .1 is chiefly a maintenance re- 
lease of Novell's directory-enabled desktop-man- 
agement platform, the product also boasts notable 
improvements that make it easier to use and lend ad- 
ministrators better capabilities for managing the 
transition to the new millennium.Overall.ZENworks 
1.1 builds nicely on the previous version and should 
help attract attention to the product.as well as prove 
to be a worthy upgrade for current customers. 

Among the key features offered in ZENworks 1.1 
are a software-metering component, a bundled-in 
version of Greenwich MeanTime's (GMTs) year-2000 
compliance-checking utility, Check2000, and tighter 
integration with Novell's ManageWise network man- 
agement product. 

I found that all of ZENworks' new features worked 
well in Version 1 .1 . As I noted in my review of a beta 
release of this product, Novell has taken pains to 
smooth the process of deploying Policies Packages. 



This was a shortcoming in the first release of ZEN- 
works.(See www.infoworld.com/printlinks.) The new 
Policy Package Wizard makes this process a snap. 

ZENworks 1 .1 's software-metering capability relies 
on Novell License Services (NLS), which is available 
natively on NetWare 5. If you want to implement 
these features on NetWare 4.1 1 ,you will need to ap- 
ply Support Pack 6 to add NLS to the NOS prior to in- 
stalling the software-metering add-ons. 

With GMTs Check2000, 1 could scan workstations 
and server-bound file systems for year-2000 compli- 
ance suspect areas, such as OS, system-BIOS, or file- 
bound issues. Novell also includes GMTs data colla- 
tor and other analysis tools to perform bulk analysis 
of results files. 

If you haven't yet done so, definitely consider ZEN- 
works for desktop management, particularly if you 
have NetWare 4.x deployed. If you're already running 
ZENworks, this version isn't a radical departure, but 
many sites will value its added benefits. 



ZENworks 1.1 

■ Pros: Software metering; Check2000 
tools; tighter ManageWise integration. 

■ Cons: Minor problems experienced 
with Novell Application Launcher, with 
respect to software metering features. 

■ Novell Inc., Provo, Utah; (888) 32 1 ■ 
4272 (toll-free); www.novell.com. 

■ Price: $39 per workstation (includes 
five- user version of Greenwich Mean 
Vme's Check 2000; ManaqeWise/2[N 
bundle), $59 per user; additional Check- 
2000 licenses available from Novell. 

■ Platforms: Server: NetWare 4. U and 
later. Client: Windows 3. U, Windows 
95,Windows98,WindowsNT. 
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ENTERPRISE NETWORKING: PRODUCT REVIEWS 



► Help desk software 



Help Desk Captain brings help directly to the user 

■ Multima suite lets users make requests via the Internet 



By Mike Avery 

Ever since I had the opportu- 
nity to work on a help desk — 
an experience that was com- 
prised of endlessly ringing tele- 
phones, unhappy users and 
supervisors, and high pressure 
without relief in sight — I've want- 
ed to find good help desk software. 
Multima's NetKeeper Help Desk In- 
ternet Captain, Version 6.15, is the 
best I've found yet. This powerful 
tool is so rich that I know I've only 
scratched the surface of what it can 
do. Despite having to jump a few 
installation and setup hurdles, I 
found that Help Desk Internet 
Captain can tie together many help 
desk needs. 

Compared to Bendata's Heat for 
Windows, Multima's help desk so- 
lution is more affordable, probably 
due to Multima's focus on simplic- 
ity. Help Desk Internet Captain 



consists of seven products: Net- 
Keeper Help Desk Captain; the 
separately available basic Help 
Desk software; NetKeeper Help 
Desk Mail OLE for paging and 
e-mail messaging; NetKeeper Year 
2000 Tools for year- 2000 auditing; 
Clarion's Application Broker, for 
passing data from Help Desk Cap- 
tain to the Help Desk Internet Cap- 
tain; Clarion's ReportWriter for 
Windows, for creating and printing 
reports, and NetKeeper Help Desk 
Internet Captain, which acts as a 
gateway between the Web and Help 
Desk Captain. 

The power of the package is quite 
remarkable. After installation, I put 
the Help Desk Internet Captain 
software into my menu system and 
allowed users to test their PCs for 
year-2000 readiness, run system 
inventories, and access a trouble- 
shooting database. In more struc- 



tured environments, the inventory 
programs could be put into the log- 
in scripts and run automatically. 
Even on large systems, the invento- 
ries ran very quickly. 

The troubleshooting database 
features an automatic "top 1 0"list of 
troubleshooting tips, which can 
save users a lot of time. Users can 
enter trouble tickets that can be 
e-mailed to technicians or used to 
trigger pages. They can also enter 
follow-up information about their 
satisfaction with the repair and the 
technician, a level of feedback usu- 
ally missing in help desk packages. 

The troubleshooting database, 
including the top 10 list, and the 
ability to enter and track service 
calls are available over the Internet 
from any browser that supports 
Java. However, I would have pre- 
ferred it if the package had included 
a useable database with trou- 



bleshooting information 
already stored in it. 

The hardware program 
was quick but quirky. It 
consistently identified the 
machines that had Cyrix 
5X86 processors as having 
Pentium II processors. 
Of greater concern was 
the product's apparent 
incapacity to correctly 
determine the amount of 
memory in Windows NT 
machines. I suspect that 
the program only saw the 
memory available to the DOS- 
compatible box running the inven- 
tory program. 

The software-inventory and au- 
diting components let me create 
lists of approved software, and also 
let me determine who had which 
packages and who had unautho- 
rized software. Whether you are 
concerned with software license 
limitations or controlling unautho- 
rized software, this tool is powerful. 

The administration program 
went well beyond inventory con- 
trol, tracking and issuing trouble 
tickets, and maintaining the trou- 
bleshooting database. But of greater 



THE YEAR-2000 TEST works with the inven- 
tory system to find compliant systems. 



interest was its capability to track 
the locations of equipment through 
the equipment's life, including the 
concentrator, hub, or switch port 
used to connect to the network. 

A contact-management data- 
base, integrated with a group man- 
agement package, is also included. 
The group-management package 
makes it easy to send messages to 
groups, and an integrated "to do 
list"helps staff stay on top of things. 

Although Help Desk Internet 
Captain includes a good reference 
manual, the installation procedure 
was not as well-documented as I 
> INTERNET CAPTAIN page 50F 




Upgrade to a TN3270E 
client that's reliable. 



If you're migrating to TCP/IP for host access and are struggling with huge footprint or 
stability problems with your 3270 emulator, upgrade to a program designed specifical- 
ly for TCP/IP — PASSPORT Professional. PASSPORT has an amazingly 
small 3 MB footprint, yet offers 26 host sessions, host printing, main- ^ 
frame graphics, a TN5250 and FTP client, SSL security, Visual Basic , * 
HLLAPI and macros, flexible customization, network installation options ei >^ 
and more. So it's not surprising that Cisco* certified PASSPORT for use with their 
TN3270 Server for CIP. Or that they included Zephyr in the Enterprise Associate 
Program. Customers using a Cisco solution, or directly accessing an IBM" OS/390 or 
VM/ESA TCP/IP mainframe, consistently rank PASSPORT as the #1 TN3270E client. 
Zephyr has replaced EXTRA! J Rumba 1 and PC/3270 at many large IT sites with our com- 
petitive upgrade program. We would like to do the same for you. Download a copy 
today or request a free trial CD from our web site and 
quickly see how reliable TN3270E host access can be. 



1 -800-966-3270 

Request a trial CD or download an evaluation copy at www.zephyrcorp.com 
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Zephyr The TCP/IP Connectivity Company 





'Bring it on, baby. Bring it on. You got nothin', 

Nothin'. I'm fast, 

I'm pretty, I'm gonna beat 

your ass 

*And I ain't e^/ei^-breakin' 

a sweat, % 

TREND 

MICRO 

In one corner, it's Trend Micro. "King of the Virus Killers," as declared by Info World. In the other, 
|| ► thousands of insidious viruses itching to mess with your network. Who's your money on 




InfoWorld, it seems, is betting on Trend Micro. They awarded Trend Micro a "Hot Pick" for being 
the most efficient, easy to use and cost effective antivirus software available for the enterprise. 

You can configure all Trend Micro products from one console. Pattern files and program updates are 
centrally deployed and all clients can be managed regardless of platform. Plus real-time control of clients and 
servers, as well as a central database of virus events, means you always know exactly what's going on. No wonder 
InfoWorld called Trend Micro "an administrator's dream" and wrote that it "really shone in cost of ownership." 

For the complete InfoWorld review from the October 12, 1998 issue or for product downloads, visit 
www.antivirus.com/infoworldl.htm or call us at 1-888-488-7363. Then come out fighting and annihilate 
those nasty viruses. 
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► Software-metering tool 

Sof Track for NetWare offers little for Y2K 



By Dennis Williams 

Version 5.0 of softrack for NetWare 
— a software-metering application for- 
merly offered by OnTechnology, and cur- 



rently offered by Elron Software, has matured 
into a powerful, flexible means of tracking 
software usage on networks. I couldn't find 
any significant software-metering features 



missing in SofTrack.but its year-2000 offer- 
ings fell short of my expectations. 

Although other products, such as WRQ's 
Express 2000, integrate year-2000 compliance 
testing features, Sofirack offers a separate 
utility for year-2000 compliance testing and 
focuses instead on warding off investigations 
by the Software Publisher's Association by 
metering software usage. 

Version 4.5 is available for Windows NT 



and Version 5.0 is available for NetWare. I 
tested the latter, though the features offered 
in the NT version are identical. Both work 
well together, so they are ideal for mixed NT- 
NetWare sites. You can meter from either 
platforms, or from both platforms. Also, Sof- 
Track servers can share licenses, so if more 
users are logged in to your NetWare server 
than your NT server, the NetWare server can 
borrow available licenses on the fly. 

This version adds capabilities for local 
workstation metering for unregistered appli- 
cations, something I found lacking in previ- 
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SOFTRACK'S year-2000 features require 
manual entry of compliance-status data. 



ous versions. It can track applications and 
prevent users from running certain ones, 
whether those applications are located on the 
server or on a workstation's local drive. It also 
allows the possibility of blocking access to an 
application during specific hours. 

Although installing Sofirack on NetWare 
or Windows NT is easy, you will want to bud- 
get time for configuration and testing before 
you begin implementation. Installation from 
my NT Workstation client went smoothly, but 
I was unable to run Sofirack after the install 
due to the fact that 1 was using Microsoft's 
client for NetWare rather than Novell's 
Client32. After switching to a Windows 98 
workstation running Novell's latest Client32, 
I ran the executable in the Sofirack installa- 
tion directory on the NetWare server. 

To use SofTrack, you must configure 
Licensed Profiles, which contain the infor- 
mation Sofirack uses to track applications, 
including executable and support-file infor- 
mation; licenses available for each applica- 
t-SOfTMOU page 50F 
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SofTrack for NetWare, Version 5.0 

This Windows NT-NetWare software metering too! 
lets you meter and control application usage on 
stmts or workstation drives. Its year-2000 function- 
ality, however, falls short. 



■ Pros: NetWare and NT versions work together. 

■ Cons: No real year-2000 functionality integration. 



■ Elron Software Inc., Cambridge, Mass.; (617) 
692-3000; www.elmnsoftmre.tom. 

■ Price: 25 users: $945; 100 users: 5 /, 795; site license 
available. 

• Platforms: Server: NetWare 3.x, 4.x, and 5.0; Win- 
dows NT Server 3.51 and 4.0. Client: Windows 3.x, 
Windows 95, Windows 98, and Windows NT Work- 
station. 



Seven SUCCeSSful presentations in three cities. Fo.ur boardrOOITiS, 

two conference rooms, a n d a full-blown auditorium. 

My Proxima UltraLight LSI 

fits in a briefcase 



and fills up a room, 




I never know where I'll be making my next presentation 
That's why I take along my Proxima UltraLight™ LSI 
projector, just one from Proxima's complete line of 
award-winning ultra portable projectors. The UltraLight 
LSI is easy to use and surprisingly compact without skimping 
on features I need. Like bright image quality and a zoom lens. 
So I can set up anywhere, in any room. My UltraLight and I are 
a winning team wherever we go. 




Proxima's 
UltraLight LSI 



Free case with purchase! Call now for free demo! 
800-447-7692 ext. 442 
www.proxima.com/tnf 




a registered trademark, and Ultralight and Bnghi Lease a 
c 1OT9 Prowma Corporation. All tight* reserved. 
Infoworid Ad 1/W.rpd 
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THE ONE PRINTER 
FOR YOUR ENTIRE 
DEPARTMENT. 
NETWORK READY! 



microLaser 320N with Intelliprint Controller Architecture 

Print Speed: Up to 32 pages per minute 
Resolution: 1200 x 1200 dpi 
Duty Cycle: Up to 150,000 pages per month 
Processor: 133MHzRISC 
Memory: 32MB, expandable to 96MB 
Languages: Adobe' PostScript* 3, PCL* 5e emulation with PJL 
Std. Interfaces: Ethernet 10/100BaseT and 10Base2, IEEE 1284 parallel 
Paper Input: 1,050 sheets std. with automatic collating; 
3,550 maximum; up to 11" x 17" 



It's the first in a new generation of network printers: 
GENICOM'S microLaser 320N. Powered by our exclusive 
Intelliprint controller architecture, the microLaser 320N 
brings you a superior combination of print speed and 
resolution — up to 32 ppm at true 1200 x 1200 dpi. 
The microLaser 320N includes Adobe PostScript 3 for 
faster image processing, increased font 
capacity, and photo-quality graphics! 
With standard collating/offsetting, 
remote web-based printer management, 
and optional finisher/stapler and 10-bin 
mailbox, the microLaser 320N is 
versatile enough for everyone in your 
department. Call GENICOM today 
and mention "one for all" to 
receive a free gift. 



til 



uidNiLvjivi 

www.genicom.com 

1-800-GENICOM, Option 1,1 



Copyright O 1998 GENICOM Corporal©" GENICOM, microLaser and Intefliprrrt are registered trademark! ol GENICOM Corporation. 
Adobe. PostScript 3. and the PostScript logo are trademarks of AdoOe Systems Incorporated. AM other product names are trademarks 
□I the* respectwe owners. One gift per person, while supply lasts. 
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Internet Captain 

Continued from page 508 



would have liked. For example, it is not clear 
what should be installed first. The first time I 
ran the installation it took me twice as long 
as the company's Web site suggests it should 
take, and the second time I ran the installa- 



tion it also took me close to double that time. 
However, I was performing a bare installa- 
tion; I would have preferred an integrated in- 
stallation based on a CD-ROM. 

During installation, one of the floppies was 
unreadable, and the process came to a halt 
while the company e-mailed me the neces- 
sary files. That delay was not included in my 
installation times. Further, a number of man- 
ual edits and changes to initialization files is 



required. A product at this price point should 
be smart enough to make those changes for 
you. In the absence of an integrated installa- 
tion, a separate installation walk-through 
manual would have greatly helped me. Mul- 
tima offers an installation service, which sug- 
gests I'm not the first to object to the stock 
installation. 

Multima's Help Desk Internet Captain 
helps a company buy the most precious com- 



Experience today's Leading 
Finance Software in just two days. 



Whether you use, evaluate, 
recommend or implement 
Accounting and Finance 
software 

— Softworld is for you! 

The industry's leading accounting and finance 
software vendors display their products and 
services at Softworld Accounting and Finance, 
February 17 & 18, 1999 at the Hyatt Regency 
San Francisco Airport. 



ssftrworlcf 

y Accounting 
and Finance 



February 17 - 18, 1999 

Hyatt Regency 

San Francisco Airport 

When You're Ready 
to Get Serious About 
Software Selection 
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FREE! when you attend... 

Software Buyer's Guide ($95.00 value.) 
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Review detailed company and product information, 
implementation guidelines, editorials, case studies, 
an easy-to-read-and-compare product matrix, and a 
handy vendor directory. It's the definitive source in 
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modify — time. Time for the help desk staff 
to do their best, rather than put a Band-Aid 
on problems. And in the end, I was sold 
enough on the product that I will continue 
using it for quite some time. 



For more information or to register, call 1.800.763 
or fax your request to 1.888.676.3839. 



8953 in the U.S. or 1.650.847.4000 outside the U.S., 
Visit our web site at www.softworld.com. 



Mike Avery is a networking consultant in 
Beaumont, Texas, who has designed and 
supported networks of all sizes. He can be 
reached at mavery@mail.otherwhen.com. 
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NetKeeper Help Desk Internet 
Captain, Version 6.15 

Onte installed, this is a good, stable help desk pack- 
age that lets users do more for themselves. 

■ Pros: Network or Internet access; online assis- 
tance; trouble-ticket entry. 

■ Cons: Rough installation; Internet performance 
needs improvement; does not run as processes on a 
Windows NT server. 

*Multima Corp., last Greenwich, R.I., (800) 
532-4862; www.netkeeper.com. 

■ Price: 54,995 lor a one-server, unlimited-user 
kerne. 

* Platforms: Windows 3. 1, Windows 95, and 
Windows 98. 



SofTrack 

Continued from page 50D 

tion; and a variety of additional information 
used to track applications. A Licensed Profile 
wizard is available to make the creation of 
these profiles easier. 

SofTrack includes limited year-2000 com- 
pliance functionality; it is capable only of 
reporting information that you enter. If, for 
example, you meter word.exe. you must de- 
termine whether it is compliant. The product 
lets you specify which of your network ad- 
ministrators made the compliance determi- 
nation, and also lets you enter vendor infor- 
mation for each application. 

Elron does offer a Web-based research 
database service, called Year 2000 Knowl- 
edgebase (available at www.elron2000 
.com), that lets SofTrack users look up com- 
pliance-status information about their appli- 
cations. But you can only use it to determine 
an application's compliance status, after 
which you must manually enter it into SofT- 
rack. You can alternatively use the company's 
dedicated year-2000 tool, Year 2000 Scan & 
Fix, which offers BIOS patches and can scan 
application and data files for compliance. 

In short, if you're hoping to take advantage 
of software metering to help with your year- 
2000 efforts, SofTrack is definitely not the tool 
for you. But this is a good solution for NT- 
NetWare networks looking for nothing more 
than a sound metering solution. 



Dennis Williams (Dennis@ProductReviews 
.com) is a free-lance writer and product 
consultant in Alpine, Utah. 
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evolution 

or the . 

operation 
data store 

Knowing where the operational data store best fits in the 
evolving information management scheme is the key to 
getting the most out of this valuable tool. 

Biong all the information management and decision support resources available today, few have 
■™" 'S e e n as widely debated in the past two years as the operational data store (ODS). The ODS was 
conceived to benefit frondine, tactical decision makers, just as the data warehouse was conceived 
to benefit analysts and strategic decision makers. However, although many companies have built 
what they call an ODS, there is often disagreement on just what it is they have actually built 
and whether it comprises the best architecture for the jobs at hand. 

Part of the confusion stems from the term itself, which accurately describes several differ- 
ent concepts. Also, as ODS implementations proliferate and new technologies appeal, 
people's understanding of the ODS concept and how it relates to other information 
management architectures is changing. For these reasons, companies should look 
beyond nomenclature and examine such real-life issues as workloads, data character- 
istics and applications. Once these issues are sorted out, they can implement the 
optimal solution — regardless of what it is called. 

(more) 
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An ODS rarely exists on its 
own; it is almost always part of a 
company's information manage- 
ment infrastructure. Its functions 
draw upon, support and often 
overlap the functions ot data ware- 
houses, data marts and other ele- 
ments ot that infrastructure. These 
elements are defined here. 



An ODS supports 
operational workloads. 
Typically, this mandates 
a more flexible, more 
normalized design than 
a data mart or a data 
warehouse would exhibit. 



A data mart is typically a single- 
subject structure that accepts queries 
and supports a single function. 

A data warehouse is an integrat- 
ed, muicuubject structure iliat ac- 
cepts queries and supports numer- 
ous end users. The data typically is 
historical and highly detailed. For 
example, while a bank's data ware- 
house might provide a customer's 
daily balance for the past 12 months, 
the kink's ODS would provide the 
customer's current account balance. 

An enterprise data warehouse 
(EDW) is often an E-R modeled 
database, or data hub, used to 
integrate data into a flexible struc- 
ture capable of serving numerous 
information purposes. Rather than 
supporting end-user query, it is 
typically used to feed data into 
data marrs or rhe dara warehouse. 

An operational data store con- 
tains current-valued, subject-orient- 



ed, integrated data that reflects the 
current state of its subjects rather 
than providing historical snapshots 
of data. (That is, it contains the 
current content of the legacy pro- 
duction systems that teed it.) ODSs 
are updated via batch or trickling, 
not loaded and purged, and arc- 
therefore volatile. They arc used to 
support operational queries (such as 
"What's my current account bal- 
ance?") rather than analytical 
queries, although they can support 
analysis of the current situation. 

Note: Some companies, mistak- 
ing the word operational to mean 
"transactions," have built transac- 
tion reservoirs and labeled them 
ODSs. This means that, unless the 
companies have made some other 
provisions, the transaction reser- 
voirs are missing the critical ODS 
function of supplying data that 
reflects the current state of its sub- 
jects. The results ot the query may 
be cumbersome. For example, does 
anyone really want to answer a 
question regarding current-balance 
amounts using millions of debit 
and credit transactions? 

Workloads: this much is clear 

Although there may be some quib- 
bling about names, these definitions 
clarify- several points about workloads. 
To begin with, an ODS supports opera- 
tional workloads — that is, operational 
users such as customer service personnel 
making operational requests. Typically, 
this mandates a more flexible, more 
normalized design than a data mart or a 
data warehouse would exhibit 

Normalization is good for get- 
ting data into a database that needs 
constant updates, but it has a nega- 
tive effect on getting data out. This 



is because, in a normalized design, 
simple queries and extracts may 
involve joining tables. 

On the other hand, data warehouses 
and data marts are built to support end- 
user query and analysis, which implies a 
dimensional design and some degree of 
de-normalization. It relational, this means 
a star, snowflake, blizzard (a group ot 
snowflake schemata integrated by shar- 
ing common dimension hierarchies), or 
constellation schema to support end 
users doing ad hoc or unpredictable 
query and analysis. The trade-off is that a 
dimensional model consumes loading 
resources, even as it makes it easier to get 
information out ot the database. 

Finally, an F.DW is designed to 
feed multiple downstream data 
marts, data warehouses and other 
"information consumers" with as 
few restrictions as possible. Thus, an 
EDW, with its multitude of down- 
stream "clients," must maintain a 
level of flexibility that might be lost 
in a dimensional model. 

Starting out clean 

Although characterizations such 
as these are usetul in helping classify 
the data in an information infra- 
structure, they have little actual 
meaning to an implementation, 
with one exception: Components 
may need to be implemented on 
different platforms or within differ- 
ent databases. The reason tor this is 
to take full advantage of platform 
capabilities specifically suited to 
given tasks or to effectively isolate 
one environment from another. 
Otherwise, everything we are deal- 
ing with is simply data. 

For example, if we looked at an 
item table by itself, it would be 
difficult for us to determine if it was 
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part of an ODS, an EDW, or a data 
mart. The real issues are: How many 
different environments do we need, 
and how do we draw the lines be- 
tween them? 

In its simplest form, most data 
coming into an information man- 
agement environment is one of two 
types: state or transaction. State 
data conveys the current status of 
an entity; transactions are events 
that modify that state. For exam- 
ple, state data might describe the 
services to which an individual 
customer subscribes, or the cus- 
tomer's current account balance. 
Transactions can be call detail 
records, or credit card or point-of- 
sale transactions. 

Although state data typically 
constitutes a very small percentage 
of all of the information in an infor- 
mation management environment, it 
is highly complex and has numerous 
attributes. Transactions, on the other 
hand, which account for the vast 
majority of available data, are typi- 
cally less complex. Whereas loading 
state data might involve complex 
scrubbing and cleansing, transactions 
require much simpler, high-speed, 
bulk-load capabilities. 



Where do we draw the lines? 

The chatt at the top of this page 
illustrates which environments — 
ODS, EDW and data warehouse or 
data mart — use which type of data 
and for what purposes. The chart also 
highlights the platform requirements 
of each environment. Although each 
environment has its unique needs, 
there is considerable overlap, particu- 
larly between the ODS and the EDW. 

The traditional analytically- 
oriented decision support environ- 
ment, composed of data warehouses 
and data marts, stands apart in that 
it requires a relatively denormalized 
schema to optimize it for rapid 
end-user querying. The ODS and 
EDW, on the other hand, are simi- 
lar in design. Both require a nor- 
malized schema — the ODS to facil- 
itate fast updates, the EDW for 
flexibility in reeding the down- 
stream data warehouse and data 
marts. The result: a clear distinc- 
tion between the data warehouse or 
data mart environment and the 
operationally oriented ODS and 
EDW environments. . .leaving us to 
decide where to draw the line be- 
tween the ODS and EDW, if at all. 



Finding synergies 

The closer we look at an ODS 

and EDW, the more apparent is the 
overlap between the data in these 
environments. Because data in an 
ODS is updated in place, the ODS 
excels at providing current valued 
information. The classic example is 
providing a customer's current 
account balance, which is solely an 
ODS task. But the ODS doesn't 
have a lock hold on all types of 
state information. For example, the 
current relationship between every 
one of a customer's accounts might 
be required by an ODS application 
but can just as easily be needed in 
an EDW. 

Suppose we want to extract data 
to create a fact table that shows a 
customer's average monthly balance 
for several accounts combined. We'd 
need detailed historical account in- 
formation, as well as the relationship 
of customers to accounts. State infor- 
mation is typically central to an en- 
terprise's business, so most tasks or 
applications require it. This is why 
the traditional solution has been to 
maintain state data in multiple places 
with different characteristics — nor- 
malized in both the ODS and EDW, 
and then denormalized, or at least 
aligned, into dimension hierarchies in 
the data warehouse or data mart. 

Transactions present an even 
greater challenge. Since 1996, an 
increasing number of companies 
have begun storing cleansed or en- 
riched transaction records. Again, 
the challenge is that transactions are 
useful to a multitude of applica- 
tions. A telco's call detail records 
could be used by an EDW to aggre- 
gate into fact records. Or they could 
be used for data mining, fed to a 
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billing system, or placed in an ODS 
for online access by customer service 
agents. Transaction data accounts for 
more than 60% of the data in most 
companies" information infrastruc- 
tures. Given this kind of volume, do 
we really want to store all of this 
information numerous times? 

Operational data warehouse? 

The distinction between an 
ODS and an EDW seems fuzzier. 
Can an ODS evolve into an enter- 
prise data warehouse? That is, given 
the proper technical platform, can 
the two constructs share data so a 
single infrastructure serves both as 
an ODS for end users and as a 
source for data marts? Although 
some data in the ODS is not rele- 
vant to an EDW, and vice versa, a 
great deal of data can be leveraged 
across both. 

Once an ODS is built, we have 
a subject-oriented, integrated data- 
base that is synchronized with an 
enterprise's legacy operational sys- 
tems. Some of the obvious tasks we 
can assign to it — aside from tradi- 
tional ODS applications such as 
handling customer service inquiries 
and providing managers with high- 
level integrated current views — 
include feeding batch processing, 
data marts, and even online transac- 
tion processing (OLTP) systems in 
need of clean data. 

Feeding data marts 

It is not unusual to feed data 
from an ODS to an EDW, and from 
the EDW to various data marts, 
where it is stored as history. This 
further blurs the line between the 
ODS and the EDW, because two 
elements share large amounts of 



data. Is it necessary, desirable or cost- 
effective to put data into an ODS, 
copy it to an EDW, then extract and 
aggregate the data into a data mart? 

In some cases, it makes sense for 
the ODS to feed the data mart di- 
rectly, rather than replicating the 
data. Whether this is feasible de- 
pends to some extent on the plat- 
forms ability to effectively manage 
resources and mix diverse workloads. 
It also depends on the specific data 
models required to support the ODS 
and the EDW. 

Operational systems, such as 
billing and inventor) - , need clean trans- 
actions. If the cleanest transactions are 
in the ODS, that is the place to go. 
Historically, however, this has been 
difficult because of the technical limi- 
tations surrounding mixed workloads. 

Feeding OLTP systems 

An OLTP system that draws 
data from an ODS (or other source) 
may need to update the records. 
This introduces a new level of com- 
plexity as well as the question of 
where the "system of record" resides. 
It is now possible to connect appli- 
cations via a message-based pipe, to 
more tightly integrate them in near 
real time. 

As a result, leading-edge compa- 
nies are looking to the synthesis of 
ODS and EDW to provide the 
foundation on which to build a 
"zero latency enterprise." At the very 
least, static supporting tables and 
lookups can be gathered from the 
ODS while updates are applied to 
new and old databases. 

Evolving toward an EDW 

The key to developing the 
ODS to take on these and related 



tasks is the ability to handle mixed 
work loads. An enterprise data 
warehouse needs to reconcile trans- 
actional updates and bulk loads on 
the same platform. Its DBMS must 
balance efficiently the typically 
short, time-sensitive online queries 
of hundreds or even thousands of 
operational users against massive 
extractions. Furthermore, it must 
exhibit extreme reliability, includ- 
ing iron-clad data integrity, given 
the scope of its evolving role, and 
24x7 availability for serving a large 
user community and for reliably 
feeding business-critical operational 
applications. 

This has traditionally been a tall 
order, but technology has advanced 
a great deal in recent years. Compa- 
nies arc now in a position to evalu- 
ate information architectures that 
leverage these advances. Already, 
companies in the telecommunica- 
tions, finance and insurance indus- 
tries are proving that the ODS not 
only can evolve but is evolving. 

By focusing on the functions 
rather than names, these forward- 
looking companies are leveraging the 
ODS evolution to streamline the 
efficiency and to boost the effective- 
ness of their information manage- 
ment and decision support systems. 

► 



I*hU article was contributed by Clreg 
Bartas, decision support and operational 
data store lead architect at Compaq's 
North American Tandem Division. He 
co-authored the hook Building tlx Opcr- 
atiorud Data Store with William H. 
Inmon and Claudia Inihofl (published 
by John Wiley & Sons) and has con- 
tributed directly to many successful 
ODS implementations. He can be 
reached at greg.banas@compaq.com. 
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icrurc a typical EDW: large, fed by 

ulk loads and load appends, and 
handling massive query extracts and 
exports to downstream data marts. 
Now add Thousands of customer 
service reps hitting against some of 
these same tables as they provide real- 
time answers to customer billing 
questions. Same data, same database, 
same platform, but with classic ODS 
functionality, directed I/O and sub- 
second response times. 

Not long ago, this kind of 
mixed-workload, single-platform 
construct was practically unthinkable. 
But today, high-performance hybrid 
ODS/EDW solutions are being im- 
plemented more and more. Here is 
what is needed to make them work. 

The ODS concept continues to 
evolve. Traditionally, an ODS was a 



subject-oriented, integrated, volatile 
database reflecting the current state 
of the business. Without forfeiting 
any of the power and functionality 
implicit in this notion, an ODS now 
can assume additional application- 
driven and architecturally logical 
roles, including tasks typically per- 
formed by an EDW, such as feeding 
downstream data marts, batch pro- 
cessing and OLTP systems. 

With more companies merging 
ODS and EDW roles, the most com- 
monly asked questions revolve around 
how these two constructs — combined 
to share data resources — can coexist 
on the same platform. An ODS re- 
quires fast transactional updates, while 
an EDW is fed by bulk loading. An 
ODS should be able to consistently 
deliver subsecond responses to a di- 
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The range of Compaq's decision support solutions includes platforms for ODS 
and EDW synergy as well as cost-effective data mart platforms. 



verse community of users (including a 
potential host of Web-enabled em- 
ployees, customers and partners), 
whereas an EDW is designed for 
massive query extract and export. 

By all traditional measures, the 
ODS and EDW merge seems like a 
stretch. Compaq, however, is en- 
abling a growing number of corpora- 
tions to implement just such a new- 
generation solution — combining 
traditional ODS and EDW functions 
on the same scalable platform as part 
of a streamlined business intelligence 
environment. Compaq, through its 
Tandem Division, has a long history 
of providing market-leading decision 
support solutions. Along with under- 
pinning many of the world's most 
advanced decision support solution 
(DSS) initiatives, Compaq has re- 
ceived recognition through two 
awards: The DCI Data Warehouse 
World 1 998 Excellence in Business 
Information Award, for its data ware- 
house at the USAA Casualty Indem- 
nity Co.; and The Data Warehousing 
Institutes 1998 Best Practices Award, 
conferred on Dayton Hudson Corp. 
for its NonStop" Himalaya* server- 
based data warehouse, one of the 
largest in the world. 

Today, Compaq supplies plat- 
forms capable of meeting the full range 
of DSS architecture requirements. 
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Compaq ProLiant and AlphaServer 
platforms exhibit excellent price/perfor- 
mance characteristics for data marts and 
data warehouses, and provide the widest 
partner support in the industry. The 
AlphaServer platform, with its TruClus- 
ter option, also scales to support large 
data stores such as EDWs, providing 
high-bandwidth I/O for extracts and 
loads, and exhibiting the reliability that 
EDWs require, due to their hub posi- 
tion in an information management 
infrastructure. For an ODS or a hybrid 
ODS/EDW, Compaq's NonStop Him- 
alaya platform supports massive tables 
and databases and provides massively 
parallel processing to numerous users. 

Residing on the high end of the 
reliability and scalability spectrum, the 
NonStop platform consists of NonStop 
Himalaya servers running the NonStop 
SQL database management system. An 
ODS requires a system equally adept at 
handling OLTP and DSS tasks. 

This characteristic is even more 
important for a new-generation, hybrid 
ODS/EDW. With NonStop ictwrs 
and NonStop SQL software, Compaq 
is the only vendor that can run the 
largest-scale decision support systems 
on the same platform used to process 
90% of the worlds stock transactions. 

Whereas other decision support 
database vendors ha\'e improved the 
DSS performance of their offerings at 
the expense of OLTP performance, 
Compaq has become a leader in DSS 
without sacrificing the NonStop plat- 
forms OLI P leadership. In so doing, 
Compaq avoids techniques such as 
prejoined indexes that help queries but 
that negatively affect the kind of 
around-the-clock updates diat an ODS 
has to make. Instead, performance is 
enhanced continually by adding features 
and technologies that Gin be leveraged 



across both DSS- and OLTP-type tasks. 

As a result, Compaq today sup- 
plies the only platform capable of 
meeting every architecture require- 
ment tor a large-scale ODS or hvbrid 
ODS/EDW. including business-criti- 
cal reliability and availability : prov en 
scalability; mixed-workload manage- 
ment capabilities; complex query 
optimization; very large database man 
agement capabilities: minimal index- 
ing; and high-performance OLTP 

Ensuring ODS reliability 

ODS implementations require 
extremely high reliability (that is, data 
integrity plus high availability) due to 
the business-critical nature of opera- 
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European telco is nearly 
17TB and supports 
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tional queries from online workers. 
ODS applications that take on EDW 
tasks require the same. Whereas lower 
reliability systems may be suitable tor 
less critical DSS functions such as data 
marts, an ODS based on the NonStop 
platform benefits from the same relia- 
bility that underpins the majority of 
the world's automated teller machine, 
POS and securities transactions. 

The NonStop architecture — paral- 
lel to its very core — unites hardware 
and software to achieve the highest 
levels of availability and data integrity. 



A NonStop Himalaya server is a mes- 
sage-based, shared-nothing cluster of 
loosely coupled processors, working 
independently yet in parallel. As a by- 
product of this parallelism, system 
software swiftly and transparent!) redis- 
tributes work to other processor nodes 
in the complex in the event of hard- 
ware or software failure. As a result, 
open files remain open, data is not 
corrupted, and complex database 
queries rarely have to be started over. 

The NonStop platform's shared- 
nothing parallelism also prov ides cost- 
effective, near-linear scalability in the 
face of swelling data volumes, expand- 
ing user populations, and growing 
numbers of concurrent queries. Al- 
ready, an ODS/EDW based on Non- 
Stop SQL at a European telco is nearly 
17 terabytes in size and supports online 
operational queries from more than 
18,000 customer service personnel. 

As database content gtows in size 
and complexity, and as the volume of 
queries against ir multiplies, a parallel 
DBMS such as NonStop SQL truly 
comes into its own. NonStop SQL 
can transparently partition the massive 
tables that can characterize ODS and 
EDW applications across thousands of 
disk drives, each of which can be ac- 
cessed in parallel. 

Therefore, a table of one or more 
terabytes can be partitioned by account 
number and can reside on anv number 
of drives. The distribution of data re- 
mains entirely transparent to the SQL 
statement or user query tool. In addi- 
tion, unlike most hash-based distribu- 
tion mechanisms where access patterns 
are unpredictable, NonStop SQL en- 
ables a database administrator to allocate 
and balance I/O activity to achieve 
maximum performance. 
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Mixing workloads 

Managing mixed work- 
loads generated by diverse 
users has always been a chal- 
lenge for decision support 
databases. How, for example, 
do you best balance simple 
queries against more complex 
queries, or ad hoc versus 
structured queries? While 
some DBMSs are very good 
at these basics, an ODS or a 
hybrid ODS/EDW signifi- 
candy ups the mixed work- 
load ante. Now you have to 
deal with a mix of insert, 
update, bulk loads, trickles, large queries 
(extracts), medium queries (operational 
analysis), and time-sensitive OLTP-type 
queries (operational end users), all in 
high volume. 

NonStop SQL is unique in the 
DBMS industry in that it handles all 
types or workloads executing concur- 
rently on the same server, despite very 
different I/O profiles and priority re- 
quirements. Priorities can be assigned to 
individual queries based on the urgency 
of the information or the expected exe- 
cution cost in terms of I/O and proces- 
sor cycles. These priorities are main- 
tained even when requests are passed to 
other processors in the same loosely 
coupled NonStop Himalaya server. 

Similarly, I/O requests are queued to 
the NonStop SQL data access manager in 
priority sequence and are processed only 
when they are the highest priority re- 
quests executing in the processor. Even if 
the disk process is performing a massive 
table scan on behall of a query, it will 
continue checking the queue for higher 
priority queries. Should one arrive, it will 
be threaded immediately into the work- 
load to ensure predictable response times. 

These mechanisms provide un- 
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ODS "clerical" users 

NonStop Himalaya and NonStop SQL feed a series of 
well as customer support agents and billing systems, 
source in an ODS implementation. 



data marts and data mining systems, as 
to form a single consistent, current data 



equaled mixed workload support, al- 
lowing an ODS or hybrid ODS/EDW 
to achieve high performance on opera- 
tional queries even when massive loads 
and extracts, maintenance operations, 
or data mining or OLAP queries are 
performed concurrently. 

Advanced parallel query 

Parallelism is a key enabler of 
query speed-up and scale-up. Hence, a 
minimal requirement for a DSS data- 
base is the ability to execute multiple 
SQL statements, as well as the elements 
of a single SQL statement, in parallel. 
Most DBMS providers are relatively 
new at providing parallel SQL features 
and do not support a complete parallel 
SQL environment. NonStop SQL, on 
the other hand, provides a full parallel 
SQL implemenration, including paral- 
lel SELECTS, INSERTS, UPDATES, 
DELETES, sorts, joins and aggregations. 

Architecturally, aggregations, joins 
and other SQL operations are execured 
at a very low level in the operating sys- 
tem and directly as the data comes off 
the disk. This means that path lengths 
are minimized and only relevant data is 
actually passed from the operating sys- 



tem to the DBMS. Query performance 
is further enhanced by a number of 
advanced join and aggregarion algo- 
rithms and innovative access methods, 
all designed to eliminate sorts and wast- 
ed scan I/Os and to minimize indexes. 

The mechanics of diese advanced 
techniques, and decisions on when and 
how to use them, are completely transpar- 
ent to users and applications. Instead, 
queries are rewritten by a robust optimizer 
that combines both rule and cost-based 
optimization in a single algorithm. Al- 
though an ODS/EDW must support 
complex joins of multiple tables as data is 
extracted from its normalized schema, the 
NonStop SQL optimizer selects the most 
efficient way to provide the requested data 
without hints from the user. In addition 
to determining optimal access methods 
and algorithms, the optimizer also consid- 
ers table statistics, parallel versus nonparal- 
Iel plans, and cache utilization. 

Large database manageability 

Managing a large ODS requires 
four things: 1) the ability to manage 
the database granularly — that is, per- 
forming operations on a single parti- 
tion on a single disk, if necessary; 2) 
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the ability to manage the database in 
parallel, because nonparallel manage- 
ment operations can take an excessive- 
ly long time to complete; 3) the ability 
to manage the database online without 
uninterrupted operations; and 4) the 
ability to manage the database in a 
protected fashion. 

The ability to work on only 
"part" of a table or index is key to 
reducing the scope and consequently 
the length of an operation. With this 
in mind, NonStop SQL provides 
manageability right down to the 
individual partition of a table or 
index, so you can: 

• add an empty partition to a table 
or an index 

• drop an unwanted table or index 
partition 

• move the table or index data from 
an existing disk partition to 
another disk 

• split the data in a table or index 
partition, moving half of the data 
to another disk partition 

• move table or index data from a par- 
tition to another disk partition based 
on the range of clustering keys 

• combine table or index data from 
multiple disk partitions into a sin- 
gle partition 

• reorgani/e table or index data into 
contiguous locations on the disk 
to permit large block read/write 
operations 

• backup, recover or restore a table or 
index partition 

The implicit parallelism of NonStop 



SQL is likewise essential to reducing the 
length of operations. The partition level 
operations listed above all support paral- 
lel execution, thus providing dramatic 
reductions in the amount of time re- 
quired to complete the operation. 

The window for maintaining an 
ODS, never large to begin with, is shrink- 
ing. Some companies are already demand- 
ing zero downtime (that is, usage concur- 
rent with query processing). NonStop 
SQL enables maintenance to be per- 
formed on a table even while it is being 
read, written to and updated. 

For example, a major retailer amend- 
ed a NonStop SQL table several hundred 
gigabytes in size, that resided on 180 
disks; the retailer split each partition in 
half, moving more than 100 gigabytes of 
data, ending up with 360 partitions, while 
users continued addressing the table. This 
is in direct contrast to any other DBMSs 
that would first rake the table offline, drop 
all of the indexes, run a reorganization, 
and then rebuild all of the indexes before 
allowing users to access the table again. 

The integrity of all operations must 
be protected to ensure the accuracy and 
recoverability of the database, NonStop 
SQL is well known for its physical and 
logical data protection capabilities, as 
well as for its numerous parallel recov- 
er)' features, which include transaction 
back-out to a consistent database state 
in the event of failure as well as auto 
rollback of protected tables and indexes. 

NonStop SQL also supports the 
kind of flexible data loading and data 
maintenance capabilities required by 



hybrid ODS/EDWs. This means sup- 
porting rapid bulk loads, as well as large 
sequential or random I/O insertions and 
updates through its parallel loading capa- 
bility. The NonStop platform can also 
host the preprocessing logic and code for 
transforming and maintaining an ODS 
ot an EDW, or both. In addition to cost- 
effective preprocessing, the same comput- 
ing resources can be used concurrendy for 
processing queries as needed. 

End-to-end solution 

NonStop SQL running on NonStop 
Himalaya servers is proving itself to be an 
excellent platform for the ODS and for 
new-generation ODS/EDW constructs, 
based on its unmatched reliability, near- 
linear scalability and mixed-workload 
abilities. Serving a growing number of 
online operational users, the ODS is 
extremely business-critical, whereas a 
combined ODS/EDW provides the 
foundation for the entire business intelli- 
gence environment. 

With the NonStop platform, Com- 
paq provides a flexible, growth-oriented 
architecture for these kinds of business- 
critical, infrastructure-type applications. In 
concert with the AlphaServer and Pro- 
Liant platforms, the NonStop platform 
anchors Compaq's complete set of end-to- 
end business intelligence solutions, ad- 
dressing the full spectrum of enterprise 
decision support — from data marts to 
ODS/EDWs, and from packaged to 
integrated solutions. 



For more information, access the Compaq website at http://www.cornpaq.com. 
Send Internet e-mail messages to info@tandem.com 

Compaq >nd the name, ot Compaq products referenced hctein jit cither ttadrmarks and/ot service mark* ot Compaq Computer Oirporarion. Tandem. Himalaya, and NonSrop are trademark, or rcgitteted 
trademark, ut The Open Group in the UJs. and other countries. All other brand and product names arc trademark* ot icscisicrect trademarks ot' their respective companies. Technical specification! and availability 
are nthkxt to change without notice. 
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□ COMMERCE 

for the latest in Internet commerce, 
visit the focus on l-Commerce section 
on InfoWortd Electric at www 
infoworld. com/icommerce. 

ANNOUNCED 



COMMERCE ONE announced 
last week it has acquired pri- 
vately held Veo Systems, a 
provider of Extensible Markup 
Language (XML)-based com- 
merce solutions. Commerce 
One intends to integrate Veo's 
XML technology with its own 
procurement suite, Commerce 
Chain, the company said in a 
statement. Commerce One will 
maintain Veo's Mountain View, 
Calif., site as a development 
center for the Commerce 
Chain Solution. Financial terms 
of the deal were not disclosed. 
Commerce One Inc.: 
www.commerceone.com. 

EBAY and EQUIFAX SECURE 

have announced an agree- 
ment to add authentication 
features to the eBay auction 
site. The new service, Verified 
eBay User, will authenticate 
and register buyers and sellers 
on the auction site. Verified 
eBay User will be a voluntary 
program. eSay Inc.: www 
.ebay.com. Equifax Inc.: 
www.equifax.com. 



SHIPPING 



INTRANETICS last week an 
nounced the release of Intra- 
Netics 2.0. The software pack- 
age will enable small and 
midsize companies to more 
easily build intranets, the com- 
pany said. IntraNetics 2.0 in- 
cludes 20 customizable appli- 
cations and Java-based 
wizards to create new intranet 
applications and integrate 
them with existing Web appli- 
cations, the company said. It 
also allows companies to es- 
tablish a secure extranet for 
communicating with remote 
offices, customers and part- 
ners. Pricing starts at $1,495 for 
a package supporting as many 
as 50 employees, the company 
said. The product is available 
immediately. Intranetics Inc.: 
www.intranetics.com. 



TALKBACK 



To contact Intranets & l-Commerce 
section wnters, send e-mail to 
firstname_lastname:*infoworld.com. 



XML poses data-architecture debate 



■ Experts disagree: Is XML a database 
feature, or the next middleware? 



By Jeff Walsh 

as the extensible Markup 
Language (XM L) gains momentum 
on the Web, the debate is no longer 
whether it should be implemented. 
The question now is where the 
XML data should be stored when it 
is implemented. 

With the November 1998 an- 
nouncement of its XML-based Ex- 
celon data server, Object Design 
outlined a new XML infrastructure 
that allows XML data to be stored 
in a middleware cache where, ac- 
cording to Object Design officials, 
it can be manipulated more fully 
than in a relational database. 

The product, which benefits from 
Object Design's underlying 
object database, enables 
developers to retain their 
legacy data and back-end 
systems, but transforms 
and stores the information 
as XML in a middle tier. 

"The legacy data is stay- 
ing the same, but once it's 
changed, you should manage it as 
XML," said Coco Jaenicke, product 
marketing manager at Object De- 
sign."! believe if you want to fully 
leverage XML, it needs to be lever- 
aged by an XML data management 
system." 

The extensibility, flexibility, and 
portability of XML are lost in a re- 
lational database, Jaenicke said, 
leaving developers with something 
that "looks like XML, smells like 
XML, but doesn't walk like XML." 

In fact, XML may be giving new 
life to object databases. Computer 
Associates, Versant, and Ardent all 
are planning XML extensions to 
their object database products. 

"They are very much clinging to 
their relational model, and what 
they're doing is putting a wrapper 
on top of a Band-Aid on top of a 
wrapper," Jaenicke said. "They're 
warping it into a tree, but at the 
heart of it all, you've got a relational 
database underneath." 

XML everywhere 

But not everyone subscribes to this 
view. Relational database vendors, 
such as Oracle, say XML's greatest 
value will come when developers 
use it to make their current data- 
bases and data warehouses work 



harder for them on the Web. Even 
other object database vendors, such 
as Userland Software, aren't on the 
same page with Object Design. 

"Anyone who says XM L 'belongs' 
anywhere in particular doesn't un- 
derstand what XML is about," said 
Dave Winer, president of Userland 
Software, in Burlingame, Calif. 
"XML should be everywhere! Every 
database should be able to import 
and export XM L-formatted text. So 
should every programming and 
scripting language. That's the pur- 
pose of XML; to break down the 
barriers and to allow all kinds of 
data to be interchanged with all 
kinds of software." 

Tim Bray, the co-author 
>■ The Allaire of the XML specification, 
and Userland said a decade of experience 
alliance will with XML's precursor, 
simplify data the Standard Generalized 
sharing via Markup Language, or 
XML. See article SGML, has shown that 
on page 57. structured documents are 
not easily stored or man- 
aged in relational databases. 

"You can do it, but it requires a 
whole lot of ad-hockery and 
kludgeware," Bray said. "In the 
world of XML, sometimes this 
won't be a problem, because a cer- 
tain proportion of XML is going to 
be used to interchange meta data, 
purchase orders, and remote pro- 
cedure calls, which are naturally 
tabular and will work just fine. But 
there will be another proportion (of 
XML documents] that does have 
document-style structures and 
causes such problems. How big are 
the relative proportions going to 
be? Nobody knows." 

If people do rule out relational 
databases to store XM L documents, 
Bray said there are still questions as 
to whether object databases are the 
way to go. 

"A cynic would argue that the ob- 
ject database guys, having resound- 
ingly failed to come up with a work- 
able business model, are thrashing 
about looking for a problem for 
their solution," Bray said. "I think 
the jury's out, myself. It is clear that 
you can build nice XML-reposito- 
ry solutions on object databases, 
but it's not clear whether they can 
be made scalable or industrial- 
strength." 



No life of its own 

How to use XML also de- 
pends on the type of ap- 
plication being developed. 
For example, WebMeth- 
ods uses XML to enable 
companies to deliver en- 
terprise resource planning 
(ERP) system informa- 
tion to their suppliers and 
partners. In that case, 
there is no need to worry 
about how to store the 
XML data, according to 
Phillip Merrick, chief ex- 
ecutive of WebMethods, 
in Fairfax, Va. 

"The XML document is 
a very transitory thing 
and only exists for the 
amount of time it takes to 
get around the network," 
Merrick said. "There are 
certain specific applications where 
you're going to just generate the 
XML on one side and consume it 
on the other. XML isn't going to 
have a life of its own." 

Merrick sees Object Design's ar- 
chitecture as most beneficial to 
people looking to pull information 
from various databases into one 
centralized XML cache store. 

According to Steve Muench, an 
XML evangelist at Oracle, in Red- 
wood Shores, Calif., the only situa- 
tion in which storing XML in the 
middle tier (as opposed to a data- 
base) makes sense is when the mid- 
dle tier includes a Web proxy server. 

"If a million people a day are re- 
questing the same static XML file, 
then a proxy server can be used to 
take (an] unnecessary load off of 



Stuck in the middle? 

By keeping XML data stored in the middle tier, Object 
Design claims it can better manage the data than if it 
were being served out of a relational dalabase. 
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the original provider of the data/ 
XML," Muench said. 

Muench also said that enterprise 
customers are likely to approach 
XML from two perspectives: as a 
way to add meaningful meta infor- 
mation to business documents; and 
as a technology to make it easier to 
acquire, integrate, and exchange the 
growing amount of data they keep 
about their customers. 

"This is data they already have in 
their enterprise relational data- 
bases and this is data which cus- 
tomers have no intention of repre- 
senting natively as a set of XML 
documents on the file system," 
Muench said. "In this scenario, 
XML is served and processed 
dynamically in the same engine 
>UM.page53 



THE WEB HOTLIST 

Web sites worth checking out 

Wingra Technologies www.wingra.com 
Messaging integration and migration software solutions are featured on 
Wingra Technologies'Web site. Here, visitors can view an online demonstration 
of Wingra's Missive family of products. 

Open Port Technology www.openport.com 
Open Port provides information on its IP telephony and networking services. 
The Products section includes useful schematic diagrams of corporate fax 
server networks. 

Anixter www.anixter.com 

Integrated networking and cabling products are the focus of Anixter's infor- 
mative site. The Technical Library contains white papers on topics such as 
Ethernet switching and LAN backbones. 

Send your URL suggestions to jim_battey<3'infoworld.com. 
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©Home and Excite merger 
raises l-commerce stakes 



Portal power 



By Marc h'errtmti 
ami Maty Lisbeth D'Amico 
cable-based Internet service 
provider (."'Home Network and In- 
ternet portal site Excite detailed 
merger plans last week. 

The two companies announced 
an agreement calling lor ("'Home to 
purchase Excite in an all-stock 
transaction valued at approximate- 
ly $6.7 billion. 

The newly merged entity will 
seek to speed adoption ot broad- 
band technologies by combining 
(^ Home's broadband technology 
platform, Internet backbone, and 
cable distribution agreements with 
Excites Web portal and narrow- 
band reach, company officials said 
in a teleconference. 

The companies will combine 
forces to try to move Excite users 
over to <" I lome broadband s< : - 
trices, officials Irom the companies 
said. And the merged company will 



have a broad reach to offer adver- 
tisers the ability to target narrow- 
band users on PCs as well as broad- 
band customers accessing the Web 
through cable, television set-top 
boxes, and other high-speed de- 
vices, the officials said. 

The merger raises the stakes in 
the hotly contested Internet-com- 
merce game, observers said. 

"We expect this will accelerate 
the urgency for non-e-business 
Companies to become e-business 
companies," said Christopher 
Lochhead, chief marketing officer 
at Scient, an e-business systems so- 
lutions company in San Francisco. 

Rick Malone, an analyst at Verti- 
cal Systems Group, in Dedham, 
Mass., agreed. 

"This now gives ("'Home a pro- 
fessional Web portal. And Excite is 
one of the high flyers with a breadth 
ot services," Malone said. 

Malone also noted that the deal 



@Home and Excite's combined forces 
mean stiffer competition for other 
Internet-commerce sites. 

► Broadband Internet access / Internet 
search engine and portal site 

► Cable distribution agreements / Content 
partnerships 

► Broad consumer audience / MathLogic 
banner ad tracking technology 

► 60 million viewers / 20 million person- 
alization customers 

will put added pressure on IT man- 
agers to upgrade Internet connec- 
tions at work. 

"Once users get high-speed In- 
ternet access at home, they'll come 
into the office and say, 'Why am I 
only getting 56Kbps at work?' " 
Malone said. 

(S'Home Corp., in Mountain 
View, Calif., is at www.home.com. 
Excite, in Redwood City, Calif., is at 
www.excite.com. 



Marc Ferranti and Mary Lisbcth 
D'Amico arc with the IDG News 
Service, an Info World affiliate. 
Jana Sanchez and Laura Kujubu 
contributed to this article. 
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Continued from page 51 

where the data lives, allowing 
everything to scale." 

Bray said he isn't sold on rela- 
tional databases, but did say that 
Oracle has taken a step in the right 
direction with OracleSi, which he 
described as "an existing relational 
database product with an XML bag 
on the side." 

"We'll have to see how far this 
road leads," Bray said. "I'm dubious, 
but then brute force and big bucks 
can work wonders." 

Bray also said vendors of hierar- 
chical storage systems that pre-date 
relational systems might be a good 
way to contain large quantities ot 
XML documents. 

Many paths 

leremy Allaire, vice president of 
technology strategy at Allaire 
Corp., in Cambridge, Mass., said 
XML is being used to solve many 
different problems, which leads 
people mistakenly to look for one 
standard solution. 



"It does not seem that these is- 
sues will get quickly resolved, or 
that there is any one answer. It real- 
ly depends on your vantage point, 
and on how you are using XML," 
Allaire said. 

In fact, the seemingly disparate 
XML-as- middleware and relation- 
al database approaches may be con- 
verging, according to Allaire. 

"One caveat is that an outgrowth 
of the XML middleware approach 
is a generalized model for serializ- 
ing and storing object data," Allaire 
added. "It would seem to me that at 
some point the kinds of function- 
ality seen in object databases would 
merge with the formats and mech 
anisms of XML middleware." 

Rita Knox, vice president and re- 
search director at the Gartner 
Group, in Stamford, Conn. .agreed. 
The issue comes down to the type 
of application the developer is cre- 
ating, she said, but noted that "there 
is no single answer that is going to 
be right for all applications." 



Jeff Wdbh is a senior writer 
covering XML and Web publishing 
technologies. He can be reached at 
jeff_walsh@infoworld.com. 
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Sametime simplifies collaboration in real time 




By Mike Heck 

ON the surface, Lotus Same- 
time is not very different from 
lots of established 
chat, instant mes- 
saging, and white- 
board products. That's 
not surprising, because the 
technology is based on 
conversation software from Data- 
Beam and Ubique — two compa- 
nies Lotus purchased last May. 

But such a superficial view of 
Sametime overlooks the main rea- 
sons large organizations should se- 
riously consider it over less expen- 
sive products. Sametime is arguably 
more secure, scalable, reliable, and 
manageable than its competitors. 
More importantly, perhaps, it plays 
well within your existing IT infra- 
structure. For example, if your de- 
velopment staff is familiar with 
Domino Designer, you can easily 
customize Sametime server. 
Sametime server's browser inter- 



face helped me quickly set up new 
users, monitor activity.and manage 
security privileges. I was most 
interested in checking per- 
formance under heavy 
loads, and the logs of my 
dual-Pentium Pro server 
indicated that several 
thousand conversations could be 
handled simultaneously. 

Finding people online and invok- 
ing conversations are simple tasks 
using the Sametime Connect client. 
It installs in less than two minutes 
and then presents a small desktop 
window with a clean design. I easi- 
ly added people and groups to my 
"Watch List"from an existing Notes 
directory and imported other 
names from a separate address 
book database on the server. 

Connect clearly indicates who is 
online and the user's current status 
(such as "I am away,""l am active," 
or "Do not disturb me"). Further, 
users can refine their online visibil- 



ity by creating a special list of who 
can and can't see them. 

To send an instant message, I 
clicked on an active name in the 
Connect Watch List. To start a two- 
way conversation, I just highlighted 
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SAMETIME S CONNECT CLIENT letsyou hold 
chat sessions and see who's online. 



a name and clicked the Chat button. 

The Sametime server supported 
more than 100 participants in one 
session; administrators can cascade 
multiple servers to increase meet- 
ing capacity. Finally, participants 
may view the same meeting from 
various clients — Web browsers, 
Sametime-enabled Notes/Domino 
clients, or other T. 120 software, 
such as Microsoft NetMeeting. 
During meetings, Sametime's ob- 
ject tools proved flexible 
and useful. Participants 
passed control of an appli- 
cation, Web pages, and their 
desktop to others in the 
meeting. Moreover, several 
users simultaneously anno- 
tated the whiteboard. 

Managing security, 
hosting large conferences, 
and handling administra- 
tion all worked quickly 
and reliably. This combi- 
nation of features and 
manageability should 
make Lotus Sametime a 
strong candidate if you're 
building a new real-time 
collaborative system — or 
need to augment lower- 



THE BOTTOM LINE 



Lotus Sametime 1 .0 

Lotus Sametime is a client/server real- 
time communications product; with a 
Java-capable browser, it enables applica- 
tion-sharing and whiteboard sessions. 

" Pros: Online status information; priva- 
cy options; instant messages; chat ses- 
sions; secure meeting environment; 
integration with lotus Notes/Domino. 

■ Cons: No Unix version; lack of support 
for H.323 audio and video standard. 

• lotus Development Corp., Cam- 
bridge, Mass.; www.lotus.com. 

■ Print Server: $5, 000 and higher; 
Clients: S20 per seal. 

« Platform: Server: Windows HI 4.0. 
Client: Windows 95, Windows 98, Win- 
dows HI 4.0. 

end solutions. 



Mike Heck ( mikejteck&infoworld 
cow ) is a contributing editor and 
manager of electronic promotions 
at Unisys, in Blue Bell, Pa. 
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That could be arranged. Just ask the TPC, the independent authority on industry 
benchmarks. They've recently deemed the Compaq 
ProLiant 3000 the fastest departmental server in 

the entire universe. It will 
let you work 74% faster 
than other servers like the 
HP9000 model D370, 
yet it costs you 73% less. 
More for less. 
That's a 

concept we think you'll find quite futur- 
istic. For a closer look at the server of tomor- 
row today, just call 1-800-AT-COMPAQ. Or 
visit us on the Web at www.compaq.com/rocket. 



Can I get 
that in 
a server? 




Better answers. 
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HP. Better color, no matter what you're printing. 

Introducing a new tine of HP Color LaserJet printers. Be it good times or fantasti 
times, people want great color printouts. Which is why our new fast and affordabl 



HP Color LaserJet printers start at 12.499. 



Coi 




Color LaserJet printers offer our exclusive ImageREt Color Layering technology. Rather than placing red dots next to 
yellow dots to create the illusion of orange, our process literally mixes the colors to create real orange. Or maroon. 
Or millions of other colors. All at impressive printing speeds, up to 6ppm. Visit www.hp.com/go/officecolor. 
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Now Our $21 Million 
Test Center Is At 
Your Service 

Now there's an IT testing and evaluation organization 
dedicated to helping you make informed decisions for 
your environment, your company, your success: 
InfoWorld Consulting Services. 

InfoWorld Consulting Services offers the same unbiased, 
accurate IT evaluation readers have counted on from 
InfoWorld for more than a decade. Based on the same 
comprehensive real-world testing, conducted by the same 
skilled enterprise analysts in the same $21 million InfoWorld 
Test Center. 

Just like the publication, InfoWorld Consulting 
Services is absolutely vendor-independent. 

We start with no preferences. Play no favorites. And we 
don't work for vendors, even if they ask. 

Testing for the Real World 

Based on experience across the enterprise, our services 
span the IT assessment process, from test plan develop- 
ment to in-depth analysis. And we conduct testing for the 
real world - yours. 

Our analysts have been there, as IT professionals 
and consultants. 

They know that every product, every component of your 
infrastructure, must work with all the others to meet your 
specific business challenges. 

Tell Us What You Need to Know 

InfoWorld Consulting Services will customize a testing and 
evaluation plan for your organization, then execute it at the 
InfoWorld Test Center. 

There's no drain on your IT staff. And no risk of 
down-time on your systems. 

Just the objective, comprehensive, focused testing and 
evaluation you need to make the best technology choices for 
your company. 

Get unbiased, authoritative, accurate information about your 
best IT solutions. 

Call InfoWorld Consulting Services at 
650-286-2700 and discuss your testing and evaluation 
needs with one of our experienced enterprise analysts. Or 
email us at consulting_services@infoworld.com 



Consulting 




Services 



www.inffoworld.com/consulting 



Cc 



INTRANETS & l-COMMERCE 



Videoconferencing gets a lift 



By Jeff Walsh and Nancy Weil 
intel last week announced it is 
investing $30.5 million in Picture- 
Tel, and the two companies also 
have signed a worldwide videocon- 
ferencing distribution and produc- 
tion development deal. 

The companies will work on PC- 
based products incorporating a 
range of technologies and markets, 
including Digital Subscriber Line 
(DSL) technologies, broadband, ca- 
ble modems and next-generation 
Internet products, officials said. 

One analyst said bandwidth 
availability has been an obstacle to 
implementing videoconferencing 
solutions. 

"When you start talking about fat 
content, you have to talk about fat 
pipes, and the two leaders are cable 
and DSL," said Ron Rappaport, an 
industry analyst at Zona Research, 
in Redwood City, Calif. 

The two companies said they will 
also work on videoconferencing 
and collaboration products using 
PC-based technology. The technol- 



ogy will allow collaboration via 
LANs, real-time conferencing, and 
streaming audio and video. 

Rappaport said PictureTel will 
benefit in the videoconferencing 
space by getting a nod from Intel. 

"An investment from Intel says a 
lot about the company's prospects 
in the future," Rappaport said. 
"Getting money from Intel is a 
good-faith slap on the back that 
says.'We believe in you, kid.'" 

As part of the deal between the 
companies, PictureTel will sell the 
Intel ProShare Video System 500 
and have exclusive global distribu- 
tion rights to sell and support the 
Intel TeamStation System. Picture- 
Tel will offer maintenance support 
for the Intel tools. 

Intel Corp., in Santa Clara, Cali- 
fornia, is at www.intel.com. Pic- 
tureTel Corp., in Andover, Mass., is 
at www.picturetel.com. 



Nancy Weil is a Boston corres- 
pondent for the IDG News Service, 
an InfoWorld affiliate. 
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Alliance to help link apps 



XMl-RPC yes 



By leff Walsh 

allaire and Userland Software 
recently began working together 
to develop a standardized way of 
sharing objects between their Web 
development proto- 
cols using the Exten- 
sible Markup Lan- 
guage (XML). 

Allaire has been 
pushing its open- 
source, XML-based 
Web Distributed 
Data Exchange, or 
WDDX, format as a 
way to share infor- 
mation across the Web. Separately, 
Userland has backed its XML-Re- 
mote Procedure Call (XML-RPC) 
protocol as a way to enable distrib- 
uted computing by wrapping re- 
mote procedure calls in XML. 

Both companies have posted in- 
formation on their Web sites about 
early plans for integrating the two 
technologies. 



"WDDX is a lower-level piece of 
a puzzle and XML-RPC is that low- 
er-level piece with additional stuff 
on top of it," said (eremy Allaire, 
vice president of technology strat- 



Building bridges 



Below is a rundown of some of the scripting environments that support 
WDDX and XML-RPC. With Userland and Allaire making the two schemas 
interoperable, the playing field will open even further. 

Java Perl Python Frontier ColdFusion JavaScript 



yes 



yes 



yes 



coming soon 



WDDX 



yes 



yes coming soon 



yes 



egy at Allaire, in Cambridge, Mass. 
"And in terms of applications for 
XML middleware, you need both." 

Both protocols enable Web appli- 
cations to utilize the services of 
other servers, applications, and 
platforms. 

Both companies were optimistic 
about working together. 

"We're clearly on the way to 



bridging the two formats," said 
Dave Winer, president of Userland 
Software, in Burlingame, Calif. 

Allaire and Userland hope to 
have the integration completed 
within the next two months. 

The goal is to get a head start on 
larger companies, Winer said. 
Microsoft, for example, said that it 
is working on a distributed com- 
puting protocol called the Simple 
Object Access Pro- 
tocol, or SOAP, but 
the company has 
not publicized any 
details. 

Winer expects 
companies such as 
Microsoft, Sun, and 
Netscape as well as 
standards bodies 
such as the World 
Wide Web Consortium to develop 
similar protocols. 

For more information about 
WDDX, go to www.wddx.org. For 
XML-RPC information, go to 
www.xml-rpc.com. 

Allaire Corp., in Cambridge, 
Mass., is at www.allaire.com. User- 
land Software Inc., in Burlingame, 
Calif., is at www.userland.com. 
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HP Color LaserJet 4500 Series printers 

Featuring ImogeREt Color Layering 

• Designed for workgroups of up to 20 people 

• 4 ppm color, 16 ppm black 

• Supports a wide range of media including 
envelopes, labels, transparencies 
and soft-gloss paper 

• 8 1/2" x 14" color auto-duplex option 

• High volume paper handling- up to 
900 sheet input capacity 



Starts at $2,499 

PCWEEK 




HP Color LaserJet 8S00 Series printers 

Featuring ImogeREt Color Layering 

• Designed for deportments of up to 50 people 

• 6 ppm color. 24 ppm block 

• Full range ofin-house color printing 
feotures-up to II" x 17" full-bleed for flyers, 
newsletters, brochures on a wide range of media 

• ll"x 17" color auto-duplex option 

• Very high volume paper hondling-up to 3,100 
sheet input capacity 

Starts at $5,999 



HP. Better color, no matter what you're printing. 

For more information about our Color LaserJet printers, visit www.hp.com/go/officecolor. 
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PowerAlert't monitoring and 
management capabilities offer you 
a complete network picture. 



Tripp Lite's complete line of intelligent 
UPS systems and management soft- 
ware is redefining what it takes to be 
smart. Our new product lineup offers 
more features, full Y2K compliance, uni- 
versal manageability and lower prices. 



You already know UPS systems can 
allow network administrators to view 
and control power conditions for ALL 
their servers and workstations. But only 
Tripp Lite's SmartPro" UPS Systems 
with PowerAlerf Software are 
compatible with all operating systems 
AND control and manage all other 
UPS brands. Tripp Lite brings smart 
UPS management into focus! 




Buy any Tripp Lite UPS with software, receive a FREE laptop surge 



suppressor (a $24.95 value). Call for details at (773) 869-1000, Dept. IW, 



or e-mail at info@tripplite.com. Offer valid through March 31, 1999. 



TRIPP LITE 

POWER PROTECTION 



1 111 W. 35th Street Chicago IL 60609 
Fax [7731 869-1329 FaxBack (773) 869-1877 www.tlipplite.ccim 
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Tool vendors tout products 
at Internet Showcase '99 

By Emily Fitzloff 



hundreds of the industry's 
most tech-sawy last week con- 
verged on San Diego for the third 
annual David Coursey's Show- 
case '99 in hopes of being among 
the first to view the next hottest 
Web technologies. 

The lineup of keynote speakers 
and demonstrators at the confer- 
ence included big names such as 
Bill Joy, Sun Microsystems' co- 
founder and vice president of re- 
search — who gave a sneak peek 
of the company's forthcoming Jini 
technology — as well as a slew of fledgling In- 
ternet start-ups. 

Although there was a wide array of show- 
cased products and technologies, all partici- 
pants in the show had a common goal: To 
create Web-based applications that make 
business processes more efficient. 

Such Web applications included the fol- 
lowing products announced at the show. 

■ Pivotal Software's eRelationship customer 
relationship management ( CRM) solution. 
Pivotal eRelationship consists of two inte- 
grated Web applications — PartnerHub and 
CustomerHub — that enable companies to 
build"Internet Relationship Hubs"for online 
marketing, sales, and customer service with 
enterprise customers, sales, and service part- 
ners, according to Pivotal officials. 

PartnerHub offers a company's sales and 
service partners personalized access to sell- 
ing, marketing, and customer information so 
they can collaborate over the Internet, Pivotal 
officials said. 

CustomerHub is designed to let companies 
extend their Web sites with interactive capa- 
bilities for one-to-one marketing and cus- 
tomer self-service. 

Pivotal eRelationship will ship next month. 
PartnerHub is priced at S75,000 and Cus- 
tomerHub is priced at $10,000. 

■ Aditi's Talisma product. 

Another Web application designed to en- 
hance customer relationships, Talisma lets 
companies provide timely and personalized 
responses to customer inquiries from heavi- 
ly trafficked Web site e-mail aliases (such as 
info@company.com) and Web forms, ac- 
cording to Aditi officials. 

Talisma helps corporations improve 
relationships with customers by offering 
users the ability to build detailed customer 
databases and histories and track customer 
interactions such as e-mail and phone mes- 
sages, officials said. 

Pricing for Aditi Talisma was not an- 
nounced, but a free 30-day trial version is 
now available. 

■ Jump Networks' beta release of Jump, a free 
online calendar, e-mail, and address book so- 
lution. 

Jump Networks was one of the show's many 
Internet start-ups. Jump offers access to on- 




PC DOCS/TULCRUM's Enterprise Table of Contents seeks 
to tame document chaos using neural networks. 



line content and event listings, as well as in- 
tegrated tools such as e-mail, task lists, 
groups, shared calendars, and message 
boards, officials said. 

Users can synchronize Jump with other so- 
lutions, including Microsoft Outlook, Micro- 
soft Schedule, Lotus Organizer, Lotus Notes, 
and handheld devices. 

The beta version of Jump is now available 
at no charge. 

■ PC Docs/ Fulcrum's Enterprise Table of Con- 
tents (ETOC) solution. 

In the midst of the many young technology 
companies at Showcase '99, PC Docs, an es- 
tablished document and knowledge man- 
agement leader, showed a preview of its latest 
product. 

ETOC uses neural network-based content 
analysis technology to automatically classify 
information from various sources and repos- 
itories — building a browsable "table of con- 
tents" for enterprise information, according 
to PC Docs/Fulcrum officials. 

ETOC pulls information from file systems, 
Microsoft Exchange, Lotus Notes, databases, 
document indexes, and other enterprise sys- 
tems and categorizes them hierarchically for 
more effective retrieval of enterprise knowl- 
edge, officials said. 

PC Docs/Fulcrum ETOC will be available 
in the second quarter of this year. Pricing has 
not yet been announced. 

■ Electrifwr's Electrifier Pro 2.0. 
Companies looking to add multimedia fea- 
tures to their Web sites may get some help 
from Electrifier Pro 2.0, which will enable 
novices to create streaming-video content, 
interactive animation, and audio, officials 
said. Content can be delivered in QuickTime 
format to Windows or Macintosh browser 
clients, or as animated GIFs. 

Electrifier Pro 2.0 will be available in the 
second quarter of this year for $595. 

Pivotal Software Inc., in Vancouver, B.C., 
can be reached at www.pivotal.com. Aditi 
Corp., in Bellevue, Wash., can be reached 
at www.aditi.com. Jump Networks Inc., 
in Ithaca, N.Y., can be reached at www 
Jump.com. PC Docs/Fulcrum, in Toronto, 
can be reached at www.pcdocs.com. Electri- 
fier Inc., in Chapel Hill, N.C., can be reached 
at www.electrifier.com. 



Looking for Quality Products 

and Outstanding Support 

for your Network 
Environment? 

Look No Further. Premio Has Your Total Solution 

Setting up a new network or making changes in your existing one can be unite a 
challenge. At Premio Computer we oiler a simple solution. With seven regional 
offices, we can offer you dedicated and personalized service. Our systems are built-to- 
order, with brand name components customized to fit your needs. I'RLMIO® net- 
work ready 1'Cs and servers combined with excellent service, support and competitive 
pricing are the formula to our total solution. Give us a call today or visit our web site 
at www.premiopc.com/iw. 




Ideal as a departmental or entry-level 
server, the Titan 2.100 provides out- 
standing horsepower with up to 
two Intel' Pentium II processors 
450 MHz. The chassis ships 
with dual redundant 300 watts 
power supply for load sharing 

and butt tolerance. Fourteen 

drive hays provide ample room 
for expansion and scalability. 
The Titan server also includes 
Intel - I AN Desk Server 
Management software. 



The Tclcshv NetStation features a 
compact case and highly Integrated 
system running the Intel' Celeron™ 
processor 100A or choice of 
Pentium II processors. Standard 
features include .12 MB SDRAM, .12 
OB hard drive, 24X CD-ROM, 
onboard Intel Ul/100base-l 1 X 
and choke ol 12" 1 1 1) panel 1 10.9" 
viewable), IS" (13.9" viewablel 
or 17" (15. W viewable) monitor. 
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Titan Series 
server. 



featuring the Intel 440EX chipset.The integrated 
motherboard includes the latest video and sound 
chips. The EX2 line supports Intel- Pentium® II 
processors from 266 through 333 MHz and Intel® 
Celeron™ processors from 266 MHz through 
333 MHz. 

No Surprises Inside 

Since Premio will build to order, 
customers can specify the precise 
configurations they prefer. Its 
brand-name component strategy 
and 100% Intel - processor guaran- 
tee ensure that the customer 
knows exactly what pieces are 
inside the PC. Premio's customer 
service strategy specifies shipment 
of customer orders within 48 hours 
and same-day replacement of defec- 
tive systems or components. "We 
will often cross-ship the replace- 
ment," notes Tsao, which means that the replace- 
ment is on the way to the customer before the 
defective part has arrived back at Premio. 

Such fast service and quick response are critical 
to organizations that rely on their PCs. When a 
component fails within a Premio PC, "Premio 
overnights it to me within hours," reports Jerry 
Forman. computer specialist and project manager 
at the Information Management Division of the 
U.S. Department of Energy, Oakland, Calif. 
Forman's group buys Premio PCs for everyone in 
the department, from clerks who require only a 
basic system to engineers who need the latest 
workstation technology. 

Forman prefers Premio's use of brand-name 
components. "We appreciate the consistency. It 
makes our job easier," he notes. When a Premio 
unit arrives, Forman's group configures the hard 
drive simply by mirroring the Department's stan- 
dard configuration.This work-saving approach is 
possible only because Premio uses the same name- 
brand components with each machine. When 
Premio upgrades a component, it alerts the group 
so there are no complicating surprises. 

Since Premio also avoids proprietary tricks in 
the engineering, integration, and configuration of 



its products, the systems are easier to maintain, 
often by the user organization itself. This greatly 
lowers the cost of ownership. 

By comparison, top name-brand PC vendors fre- 
quently require the customer to take their service 
and support. As a result, the customer often incurs 
additional costs and delays whenever a problem 
arises.This happens because the name-brand PC 
vendor insists on servicing the PC itself, which may 
include some proprietary engineering. That same 
vendor, however, may not be qualified to handle 
the network or other pieces of the total solution. 

For example, a name-brand vendor took three 
days to send an on-site technician to the corporate 
site of one of his clients, Chester recalls. When the 
technician , r n 

'Premto takes care of you after 



the sale. If there is a problem, 
Premio makes it right. " 



arrived, he 
brought down 
the server and 
replaced the part 
that failed. But 
then the techni- 
cian could not 
bring the server 
back online. He only understood the box itself, not 
the network operating system. The organization 
ended up calling Chester's group to bring up the 
network, incurring additional cost and delay. 

Although Premio delivers topnotch PC technol- 
ogy, there is more to buying a PC. "Relationships 
are important." insists Lee County's Morgan, an 
area where Premio distinguishes itself. Morgan 
concludes: "Premio takes care of you after the 
sale. If there is a problem. Premio makes it right." 
You can't say that about the Yugos or even many 
of the Cadillacs of the PC industry. 
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thing but the luxury price tag. Morgan explains. 
The Premio PCs. which get very hard use in the 
public schools, experience a minimal failure rate 
and deliver excellent performance, he reports. 

A Balancing Act 

Many organizations find themselves in a similar sit- 
uation. There is an abundance of PCs from which 
to choose, and a number of ways to buy them — 
computer superstores, direct telephone sales, web- 
based electronic storefronts, and a variety of con- 
sultants and resellers — but balancing cost and 
quality is a daunting task. In addition, the corporate 
PC buyer has to consider other issues, such as 
serviceability, support, and vendor responsiveness. 

The Premio Telesto 2 NetStation 
represents Premio's 
network-ready PC (NetPC) 
and includes an Intel® Celeron™ 
processor. 

Despite the challenge of separating the PC Yugos 
of the world from the rest of the PC choices, the 
PC industry overall continues to grow. International 
Data Corp. (IDC). Framingham. Mass.. reports 
slightly over 14% PC unit sales growth in 1998. and 
projects slightly under 14% for 1999. IDC expects 
continued double-digit growth through 2002. when 
PC sales will hit 55.4 million units, notes Christine 
Arrington, IDC senior analyst. 

The upheaval in the PC industry, which has seen 
many of the familiar computer names that guided 
buyers disappear, hasn't made the job of the corpo- 
rate PC buyer any easier. Instead, smart buyers are 
looking under the hood for quality brand-name 
components, such as Intel " processors and boards. 
Many are turning to vendors like Premio 
Computer, which ensures that only brand-name 
components are used. Premio systems, for exam- 
ple, are 100% based on Intel- processors. 

Corporate buyers in particular want to stan- 
dardize on brand-name components to minimize 
support problems, explains IDC's Arrington. 
Premio. for instance, provides PCs configured with 
name-brand components from such leading 



providers as Intel- and Adaptec. "You have to look 
for name-brand, quality components. Cheap com- 
ponents always create problems down the road," 
warns Tom Chester, president. Computer Process 
Utility Inc.. a systems consulting firm based in 
Muskegon, Mich. Chester often recommends 
Premio PCs to his corporate customers because 
of Premio's assurance of name-brand components 
like Intel " processors, and prices competitive with 
mass PC merchandisers, direct PC discounters, 
and online Web PC storefronts. 

Staying Power 

Founded in 1989. Premio has proven it has the 
staying power to succeed over the long term in a 
highly volatile marketplace that has seen many 
brand names disappear. The company's products 
are used by business, government agencies, and 
throughout the education market, where it holds 
4.5% market share. Premio offers a full range of 
systems from its Titan Series servers, to Intel® 
Pentium" II processor-based desktop systems and 
workstations, to notebooks and its Telesto 2 
NetStation, a NetPC alternative to the traditional 
desktop system. All of its systems incorporate 
Intel" 1 processors. "We have been delivering name- 
brand components only in our PCs for six years," 
reports Tom Tsao. vice president. Premio PC. 

For example, Premio's leading-edge Titan Series 
servers incorporate either the Intel® LX or BX 
chipsets, depending on the particular model. ECC 
(error check and correction) memory, a key 
requirement for mission-critical applications, is 
standard. The Titan servers are tested and certi- 
fied to run seamlessly with either Windows NT 
or Novell NetWare. 

Another example is the Premio Telesto 2 
NetStation. It represents Premio's network-ready 
PC (NetPC) and includes an Intel = Celeron™ 
processor (300A MHz with I28K cache), an 
onboard Intel 1 0/ 1 OObase-T/TX LAN, a Mitsumi 
24x mobile CD-ROM drive, 32 MB SDRAM, and a 
3.2 GB hard drive. Premio also bundles the sys- 
tem with a choice of a 12-inch LCD flat panel dis- 
play or a 17-inch conventional CRT display. 

On the desktop. Premio recently introduced the 
EX2 PC line using the Premio 2121 motherboard 
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The difference 
flows from 
support, 
service, and 
customer 
relations. 



There Is A 
Difference. 
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t is a risky world if you are 
responsible for buying PCs for a 
large organization. Superficially at 
least, every PC seems the same: 
They all run Windows. They all seem 
Intel-compatible. But appearances can 
be deceiving. 

"There are a lot of Yugos out there," complains 
Rich Morgan, technology coordinator of the Lee 
County Schools in Leesburg, Ga. As the PC buyer 
for the public school system, Morgan tries to buy 
quality PCs at low prices, but he finds that like the 
infamous, low-priced Yugoslavian auto import, the 
Yugo, a lot of cheap PCs aren*t worth what little 
they cost. 

On the other hand, as a buyer for a public school 
system, Morgan doesn't have the luxury of buying 
top-of-the-line PCs — the ones that come from IBM 
or HP or even Compaq. "Those are the Cadillacs of 
the PC industry," he notes.These are the highly 
regarded systems that come with service and sup- 
port from industry-recognized leaders, but the cost 
is too great for his organization, even when he is 
ordering 500 to 600 PCs at a pop. 

Caught between the Yugos and the Cadillacs of the 
PC world, Morgan discovered Premio Computer Inc., 
City of Industry, Calif. "The Premio is a Buick" — a 
good solid box that matches the Cadillac in every- 
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BroadVision 
CEOPehong 
Chen sees 
an end to 
custom-built 
1-commerce 
systems 




IN every nascent product cat- 
egory, there is a debate about the 
merits of building applications 
in-house vs. customizing a set of 
packaged applications licensed 
from a vendor. That debate is now 
starting to be taken up in the Inter- 
net-commerce arena as IT organi- 
zations scramble to gain control of 
this rapidly growing area. Broad- 
Vision CEO Pehong Chen expects 
the debate to be settled firmly in fa- 
vor of packaged applications dur- 
ing the next phase of the emerging 
digital economy. In a recent con- 
versation with Info World Executive 
News Editor Michael Vizard, Chen 
explained why. 

The vast majority of Web sites today have 
opted to build their own applications for 
l-commerce. Why do you think this will 
change? 



There are three stages in building 
an enterprise application: You can 
start with a tool like Java. You can 
start with point solutions. And you 
can start with a more complete, 
end-to-end package solution. 

There are tools that probably 
would give you some 15 to 20 per- 
cent of the capability you need out 
of the box, and you write all the 
other stuff. BroadVision basically 
takes a more complete end-to-end 
approach in that the customization 
work is just about 1 0 percent or 20 
percent. Typically, a very complex 
and comprehensive site can be 
launched, including managing and 
repurposing all the content, within 
three months (using BroadVision], 

If you want to start with a tool, 
you're welcome to do that, but the 
industry has been following a 
trend which tends to favor the ben- 



efits of cost of ownership and time 
to market. 

What impact are companies like Ama- 
zon.com having on you and your cus- 
tomers? 

I think one of the things that's real- 
ly good is that although Amazon 
.com is not our customer, they did 
build everything fr<Sm scratch. The 
best thing (hat ever happened to us 
is how successful "Uiey have been. It 
is getting everybody to take notice 
and everybody is saying, T need 
something like that, but I don't have 
the time to build that kind of thing." 

There's been a fair amount of controver- 
sy about the merits of one-to-one mar- 
keting on the Web using products such as 
yours. What's the value proposition for 
this approach? 

The right way to address it is to put 
it in the context of a business 
framework. Let's face it, the Web is 
a channel for doing business. The 
nature of this 
channel is some- 
thing that you ob- 
viously need to un- 
derstand before 
you can really do 
anything with it. 
This channel is 
unique and valu- 
able compared to 
any other prior 
channels in that it's 
interactive, it is 
multidimensional. 

If that is the environment, you're 
heavily relying on the user to do the 
task rather than somebody on your 
staff. Then it becomes a challenge in 
that it's got to be easy, compelling, 
and palatable for these people to be 
able to do it. Most people can't deal 
with stuff that requires too much 
time to learn. It's not a question of 
intelligence, it's a question of time. 

What we say is that if I know who 
you are, I'll give you what you need 
and you can get something done 



"Most people equate 
the Internet- 
commerce trend 
with the invention of 
the light bulb or the 
discovery of fire" 



with me in two or three clicks. It 
shouldn't take 20 or 30 clicks and 20 
or 30 pages of browsing. It is very 
important for me to help you by un - 
derstanding your interests. So it's 
absolutely essential that you do 
one-to-one [marketing] and that 
you do personalization of content. 

Why is this important? 

The Web is the biggest price-level- - 
er. Unless you do really successful 
one-to-one marketing, it's very 
hard to compete unless you can 
drive the price to the lowest possi- 
ble point. 

How many of the Web sites out there to- 
day would you say are passive vs. active 
Web sites — and when will this state of 
affairs change? 

I would say almost 99.9 percent are 
very passive, first-generation sites. 
There are probably a couple of pos- 
sibilities for the change. One is, of 
course, cost of ownership. The oth- 
er is that the tradi- 
tional way of lay- 
ing out Web sites is 
as a string of pages. 
If your site is suc- 
cessful, you're go- 
ing to find yourself 
having way too 
many pages to 
manage. 



How does BroadVi- 
sion differ from what 
Netscape and Microsoft provide in the 
personalization area? 

Microsoft and platform vendors 
like Microsoft and Netscape offer 
generic Web servers. These are 
more or less application servers that 
keep track of state and provide in- 
tegration into databases. They real- 
ly don't incorporate specific appli- 
cation logic for e-commerce, 
financial services, or knowledge 
management. 

Certainly they don't do any per- 
sonalization or all the content man- 



agement capabilities we do. 

Given the number of application servers 
on the market, does it make sense for 
you to have your own application server? 
Or will BroadVision ultimately just layer 
its software on top of application servers 
from other vendors? 
That's a very likely scenario. How- 
ever, in an enterprise environment, 
the application server is very criti- 
cal in terms of its scalability and 
caching. A generic application serv- 
er doesn't really have the context 
about what the application is [that 
is running on that server]. So it's 
very difficult for it to do effective 
caching. We're talking about serv- 
ing millions and millions of pages a 
day, so [the BroadVision server is] 
highly specialized. 

Why is it so difficult today to integrate 
l-commerce applications with the over- 
all enterprise? 

Because the enterprise environ- 
ment is a mess — it's very complex. 
Even BroadVision, a brand-new 
company, has six or seven different 
back-end systems already. You can 
imagine if a company has been 
there a hundred years how compli- 
cated it would be. 

Most people equate the Internet- 
commerce trend with the invention 
of the light bulb or the discovery of 
fire. This is a very, very big thing. 
The complexity is humongous. 
You're talking about trying to get 
customers to do self-service, and 
there are just lots of issues there, es- 
pecially in terms of supply chains. 

So at the end of the day, how much effort 
should it take for someone to find some- 
thing on a Web site? 

Three clicks or 30 seconds. Search- 
es should always be in the back- 
ground, so it's always there. But 
that's the problem today. There's no 
contextual information there, and 
it's just making searches very, very 
hard and very unfriendly. 
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And the future is now. Red Hat Software offers you 24 x 7 
phone support from a qualified team of support agents. 
Now, there is nothing blocking your path to success. 

Phone support for Red Hat Linux*. 
Another Mission Accomplished. 
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Contact Red Hat Software. 

For all inquiries please call 1-800-454-5502. 



Check out our exciting new products. 

www.redhat.com 
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Display technologies 
will change the way 
we look at the Web 



|H in is in — and I'm not talking about 
servers, clients, or body types. I'm talking 
about monitors. Flat-panel LCDs are get- 
ting more popular and more affordable 
everyday — and the technology may 
have an unexpected effect on the Web. 

It used to be cool to have gigantic 26-inch 
cathode ray tube displays bathing you with 



electromagnetic radiation. Of 
course, you also needed to have a 
massive desk to support this kind 
of display, so that may be why such 
monitors have mostly been limit- 
ed to design professionals who really 
need them and executives with cash to spend 
on impressing their peers. 




What they won't tell you 
about Web publishing. 



Humor to the contrary, the best language for publishing your legacy 
COBOL applications on the Web isn't Java, C/C++ or VB- it's COBOL. 
But not just any COBOL— you need ACUCOBOL™-GT. 
Because with ACUCOBOL-GT, your applications are Internet-ready 
t oday. Add our Web plug-in to client Windows browsers and an HTML link 
on your Web page and you're done. 

Besides Web publishing, ACUCOBOL-GT makes it 
possible to take advantage of the newer technologies 
while retaining the proven reliability of your 
applications and the skills of your current staff. 

Great GUIs: Add an intuitive, 
native COBOL Windows look 
and feel using our 
WYSIWYG 
screen 




RE -ENGINEER 



REPLACE 




RE-HOST WITH 

ACUCOBOL-GT 



TIME 



painter, and 
the same "widgetf 
you find in VB, 

PowerBuilder and other "^B 
front-ends. 
Seamless relational 

DBMS access: Interface your 
applications to relational DBMSs like 
Oracle, Informix, Sybase and SQL Server 
without rewriting. 

Cross-platform portabif! 
Write your applications once, then run tl 
unchanged on over 600 UNIX and Windows 
platforms — great for client/server systems. The bottom 
line is that moving to ACUCOBOL-GT changes your 
"legacy applications" into leading-edge corporate 
resources. And switching your existing COBOL 
applications to ACUCOBOL-GT is faster, less expensive and 
more likely to succeed than any other approach. 

There's more, so check out the details on our Web site or call today. 
We'll tell all. 

It's the new COBOL ACUCOBOL-GT. 

ACUCORP 

(800) 262-6585x4450 / (619) 689-4450 
http://www.acucorp.com 
theNewCobol@acucorp.com 
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I These days, executives prefer to 
f show their alpha status through 
pricey flat-panel monitors. The at- 
traction may partly be that these 
monitors are still several times 
more expensive than CRTs with 
comparable display areas. But the fact is, flat- 
panel displays of all kinds are easier to look 
at for long periods than CRTs. 

Laptop users know this. I prefer to surf the 
Web on a laptop, provided it has a large 
enough screen and a high-speed Internet 
connection. That's because a good active-ma- 
trix LCD screen is easier on the eyes than a 
flickering monitor. 

Flat-panel monitors bring the same advan- 
tages to desktop PCs. And as prices for these 
LCDs fall, such monitors become more read- 
ily available to ordinary folks as well as exec- 
utives. Currently, 15-inch LCD monitors are 
going for $700 to $800 from online retailer 
Buy.com. 

At the same time, LCDs used in handheld 
computers, such as 3Com's PalmPilot VII and 
Windows CE computers, will improve, ac- 
quiring color and greater resolution. 

So what does this have to do with the Web? 
Everything. 

When LCD technology becomes more 
widespread, people will increasingly be surf- 
ing the Web via displays they feel comfortable 
looking at for long periods. Instead of scan- 
ning Web pages quickly, people using LCD 
monitors will be more inclined to spend time 
looking at those pages the way they do a 
book, a magazine, or a television. 

Not only that, but LCD technology is the 
common denominator that will facilitate oth- 
er kinds of compact Web-browsing devices. 
When these appear, many more people will 
be "surfing" the Web from Internet appliances 
on their kitchen counters, from cell phones, 
and from handheld wireless devices. 

Don't look to the PalmPilot VII for a 
glimpse of how this will work. This wireless 
personal digital assistant has some clever in- 
novations, but is hampered by its reliance on 
a proprietary network and its lack of a stan- 
dard Web browser. Instead, imagine a device 
the size and shape of a legal pad, with Web 
pages displayed (in color) on its touch-sensi- 
tive screen — and a wireless connection to 
your office or home network and the Internet. 

Such devices will cause dramatic changes 
in Web design and Web application con- 
struction. Microsoft implicitly recognized 
this when it announced late last year a new 
display technology aimed at improving the 
appearance of text on LCD screens. 

With the new displays, Web application de- 
signers will be freer to provide long stretches 
of text or high-definition video and multi- 
media content. 

And, more profoundly, they will be com- 
peting for users' attention not just on a desk 
at the office, but in those users' kitchens, liv- 
ing rooms, cars, and backyards. 

How will LCD technology change the way 
we live, work, and surf the Web? Write to me 
at dylan@infoworld.com. 
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■ Consumer spending surpasses expectations 

According to a report released last week by the Marketing Corpora- 
tion of America (MCA), U.S. consumers spent more than $8.2 billion on 
online retail purchases during the 1 998 holiday season — almost 
three times as much as the organization's pre-holiday estimates of 
$2.3 billion. MCA estimated that the average online consumer spent 
$365 on Internet retail purchases. As anticipated, books were the sin- 
gle most popular item, followed by computer goods, and music and 
video products. MCA also reported that online sales of computer 
hardware generated the highest revenue. The report was based on a 
survey of 2,012 U.S. adults, with an error margin of 3 percent. 

■ Giga predicts low online profits in short term 

According to Erica Rugullies, a senior electronic commerce analyst at 
Giga Information Group, less than 5 percent of e-commerce enterpris- 
es will generate profits in the next 1 2 to 1 8 months. A report issued 
earlier this month by Giga points to cost-savings and improved cus- 
tomer relationships as the key short-term benefits for companies con- 
ducting e-commerce. Giga expects that many companies will break 
even as a direct result of revenue generated during the 1 998 holiday 
shopping season. Rugullies pointed out that despite the lack of direct 
profits, e-commerce will produce major returns in the area of 
improved consumer and business relations, and reduced overhead 
costs in the near term. Also, current profit returns do not appear to be 
hindering shareholder investment in this new marketplace, according 
to Rugullies. For the next 1 8 months, Rugullies said, companies with e- 
commerce businesses should focus on developing a solid infrastruc- 
ture and building online relationships and brands rather than 
generating short-term profits. 
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Ameritrade 

THE WAY TO TRADE PERIOD 



COM PA N Y Ameritrade Holding Corp., Omaha, Neb. 
BUSINESS Online stock trades and financial services 

WEB SITES Ameritrade, Accutrade, AmeriVest. and 
Advanced Clearing 

revenues $134.9 million net revenues for fiscal 1998 (ended 
September 1 998); about $50 million for first fiscal quarter of 1999 

TRAFFIC Average of more than 32.000 trades per day 
EMPLOYEES Approximately 1,000 

TOOLS USED C2Net Software's Stonghold Web Server software based 
on Apache; Solaris Web server hardware; proprietary Ameritrade Operating System 
online trading system, running over a distributed network with multiple backups; 
proprietary system includes customer-trading applications interface, standardized 
messaging, quote delivery, account management, and record keeping. 
QUOTE Kris lutz, director of investor relations 
"Ameritrade's Web site is an innovative center of customer-focused capabilities, 
allowing fast, accurate trade executions in a safe and secure environment. Its focus 
is to leverage leading technologies with 24 years of industry experience to continu- 
ously improve a trading site that offers customers power, control, ease, and conve- 
nience when they trade." 

— Jim Surrey 



► Web-to-host solution 



e-Vantage clears hurdles 

■ Host-access suite addresses security, management woes 



By Jeff Senna 

Breaking down the barriers 
for users to access host-based 
data and applications is a chal- 
lenge — particularly when you 
consider the security risks and 
manageability problems. Attach- 
mate's recently released e-Vantage 
solution, a newly- packaged up- 
grade to its HostView Server 2.0, 
however, is an appealing Web-to- 
host suite of applications that ad- 
dresses many of these concerns. 

The core component, Host Ac- 
cess Server 2.1, offers features sim- 
ilar to many of its competitors. Its 
closest competitor, IBM, also pro- 
vides an integrated solution — 
e-Network Host Integration Solu- 
tion (See our review of e-Network, 
www.infoworld.com/printlinks). 

Both solutions have much in 
common, however — where one 
falls short, the other picks up — 
putting them in a close race with 
one another. For example, e-Net- 
work Host On- Demand 3.0 sup- 
ports a variety of server platforms 
and is extremely appealing in terms 
of its overall cost. Host Access Serv- 
er is limited to Windows NT Serv- 
er (and Microsoft's Internet Infor- 
mation Server) and it can be 
expensive, depending on which 
type of clients are purchased. 

But as with HostView Server, 
Host Access Server includes a Win- 
dows NT-based Systems Network 
Architecture gateway and Aventail 
VPN Server 2.6 with AutoSOCKS 
client. The IBM solution doesn't of- 
fer a VPN component. 

Customizing applications 

Particularly notable in this release 
is the added Host Session Services. 
This feature lets your end-users 
work with GUI-based custom ap- 
plications directly from the server. 
These custom applications are writ- 
ten in popular rapid application de- 
velopment tools such as Visual 
Basic. Visual C+ + , Delphi, Power- 
Builder, and others. 

Using the provided Enterprise 
Access Class Library (which con- 
sists of ActiveX COM objects and 
lava components), developers can 
create rejuvenated front-ends for 
the host data and applications. (See 
screenshot, above.) 

However, to create custom appli- 
cations, you'll need to purchase the 
e-Vantage Software Development 
Kit (SDK) 2.0 for $495: Those who 
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NOT LIMITED TO A "GREEN SCREEN" VIEW, developers can rejuvenate host- 
access interfaces using the e-Vantage Software Development Kit. 



own the previous Extra! Objects 
SDK can upgrade for $148. 

Compared to IBM's solution, the 
e-Vantage SDK is well worth the 
money. It goes well beyond IBM's 
equivalent component by offering 
extensive online and print-based 
help (in PDF format), including 
abundant sample code and a com- 
plete reference on how to use the 
Enterprise Access Class Library. 



THE BOTTOM LINE 



e-Vantage Host Access 
Server 2.1 

This Web-to-host solution is a compre- 
hensive package that makes host data 
easily and securely accessible for a wide 
range of users. 

• Pros: Easy deployment and adminis- 
tration; well-integrated companion 
products; offers standard and custom 
application interfaces to host data; 
comprehensive SDK available. 

■ Cons: Pricey; can't run all services on 
the same system; lacks Java develop- 
ment support and activity logging; 
limited metering c.ipabititip< and trou- 
bleshooting tools. 

•Attathmate Corp., Bellevue, Wash.; 
1800! 426-628; www.attachmale.am. 

■ Price: Server: 54, 995; clients: $65 to 
5425 (depending on type); concurrent 
licensing options available. 

■ Platforms: Server: Windows NI Server 
4.0 with Internet Information Server 3.0 
or later; Client: Internet Explorer. 
Netscape Communicator. 



Unlike IBM's SDK for Host On-De- 
mand, however, it doesn't yet ad- 
dress developing custom applica- 
tions using Java — although this 
support should be available shortly. 

Married to Windows 

Like its predecessor, Host Access 
Server runs on Windows NT Serv- 
er 4.0 and requires Internet Infor- 
mation Server 3.0 (or later). Instal- 
lation was very simple. I was up and 
running in no time. Although cur- 
rently limited to Windows NT 
Server, I lost Access Server will sup- 
port Unix and other Web servers 
later this year. 

The most notable problem I ex- 
perienced was the incapability to 
run both Host Viewer Services and 
Host Session Services on the same 
server: They must run separately 
due to the design of the server. For- 
tunately, you don't need to purchase 
an additional server license. Hope- 
fully, Attachmate will change this in 
upcoming releases. 

Flexible Weh Views 

To provide host-access sessions to 
end-users, you'll use the Manage- 
ment Console — a Web page on the 
server — to create host-session 
configurations or custom applica- 
tion configurations if the server 
is configured to run Host Session 
Services. Then you'll create Web- 
Views: These appear as links on the 
Client Access page that is displayed 
when users log on to a Host Access 
Server with a Windows NT user 
account. 

In the event a user account 
doesn't exist, selecting the recipi- 
C-E-VANTA6E page 63 
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Deploying OLAP 

for Web, Windows, Excel 
or mobile users is one t 



There are many ways to deploy OLAP across the enterprise. But until now, 
you needed separate servers to support each type of OLAP user. Not any 
more. The new PowerPlay Enterprise Server from Cognos delivers powerful 
OLAP for Web, Windows, Excel, and mobile users-all from a single, 
centrally-managed enterprise server that runs on UNIX and NT. 



Doing it all from a 

single 
server 

is our thing. 

One-step, cost-efficient enterprise OLAP deployment and administration from 
a single server is at last a reality — regardless of how your users are 
connected — Web, WAN, LAN, or mobile. The data itself can be produced by 
PowerPlay or a wide range of 3rd party OLAP services. All of which adds up to 
the fastest time to results and lowest cost of ownership of any Enterprise 
Business Intelligence solution on the market today. Contact us today to 
register for a no obligation Cyber Seminar and find out why PowerPlay 
Enterprise Server is an OLAP advancement of singular importance. 



PowerPlay Enterprise Server 

Enterprise OLAP from a Single Server 

Register for a Cyber Seminar at 
www. cognos. com/enterprise 




www.cognos.com/enterprise 

Cognos, ine Cognos logo. Better Deo&cns Eve*y Day and PowerPlay are trademarks ol Cognot 
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► Remote-access software 



Banyan provides non-VPN Web access 

■ Simple solution allows secure access to network resources 



By Patrick Marshall 

Even if you are not using 
Banyan Vines, you should take 
a look at Banyan Intranet Con- 
nect (BIC) 1.6. This robust 
product fulfills a very simple 
and — for many — critical chore: 
It lets you deliver directory, print- 
ing, and e-mail services to remote 
users via a Web browser. 

Of course, you can accomplish 
the same goals by setting up a vir- 
tual private network (VPN),but In- 
tranet Connect is much easier to set 
up and configure than a full-blown 
VPN. Plus you can use any Web 
browser that supports Windows Se- 
cure Sockets Layer to access BIC, 
including thin-client network ter- 
minals and airport kiosk browsers: 
That's a trick you can not pull off 
with Windows NT's built-in VPN 
capabilities. 

Banyan's approach is similar to 
that of Novell's NetWare Connect, 
which provides similar capabilities 
for NetWare networks. Banyan's In- 
tranet Connect, however, provides 
access to Windows NT networks as 
well as Banyan Vines and StreetTalk 
environments. 



No security expertise 
required 

The BIC application is 
easy to install. Because it is 
designed to work with 
Banyan Vines' StreetTalk, 
BIC expects to find the 
Banyan Enterprise Client 
for Windows NT already 
installed. But if you are 
going to run the program 
only with NT, you can 

forego this step. Just follow 

the installation directions, specify 
what networks users will be logging 
in to — NT, Vines, or both — and 
you're ready to go. 

When I connected to the BIC log- 
in page using Internet Explorer 4.0, 
I was asked to log in to the network. 
Once I did so, BIC brought up its 
redesigned Web interface. The 
simple BIC interface features a slim 
toolbar that offers one-click access 
to network file directories, printers, 
e-mail, and search utilities. 

Feature face-lifts 

BIC's e-mail interface — which 
provides access to StreetTalk's In- 
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INTRANET CONNECT offers Web access to 
network directories, printers, and e-mail. 



telligent Messaging mailbox and 
links to the major e-mail systems 
— received most of the enhance- 
ments in this new release. Version 
1 .6 builds on the program's solid set 
of basic e-mail tools by adding 
shared mailboxes, the capability to 
search based on message contents, 
and the capability to attach net- 
work files to messages. 

Also, the mail message toolbar is 
now in a separate frame so it 
does not scroll out of view when 
you read a long message, as was the 
case with the previous version. 

BIC's file and directory manage- 
ment utilities have also been im- 



proved. The stripped down Web in- 
terface doesn't offer the concise dis- 
play or all the functionality of a 
Windows Explorer view, but it does 
offer basic and effective file access. 
Plus the utility now allows users to 
delete, rename, and copy files, as 
well as control file attributes. 

BIC has also strengthened a sol- 
id set of administrative tools that 
you can run via the Web. The ad- 
ministration module lets you check 
specific log-in options, such as 
number of failures allowed, idle 
time-outs, and polling intervals. 

You can also view activity logs 
and specify Lightweight Directory 
Access Protocol servers to tap into. 
One addition to Version 1.6 is the 
capability to send pop-up adminis- 
trator messages to users. 

StreetTalk makes a difference 

The network printing capability 
can come in handy for remote 
workers — but only if you're run- 
ning StreetTalk, and even then, only 
with printer-ready files. Also, the 
printer utility can't handle word 
processor files, so if you want to 
print a file, it must first be saved us- 
ing the "print to file" option. 

Obviously, BIC will be of greatest 
interest to those shops that are us- 
ing Vines and StreetTalk. But the 
fact that BIC doesn't require any 
software to be installed on users' 
workstations and its capability to 
provide access from thin clients and 
kiosks are key advantages for NT 



Banyan Intranet Connect 1.6 

This release offers the functionality of a 
VPN for remote access to Windows NT 
and Vines networks without the hassle 

of setting up and configuring one. Users 
can even access the server via thin 
clients and kiosks. 

• Pros: Easy to install and maintain: 
doesn't require client software: works 
with thin clients. 

■ Cons: Limited printer utility: bare- 
bones file and directory management 
tools. 

■ Banyan Systems Inc., Westboro, 
Mass.;(S08)898-1000;www 
.banyan.com. 

■ Prut: Server: S99S; 2S-client license: 
SSOO.IOO-client: $2,000. 

■ Platforms: Windows NT 4.0 Server, 
Microsoft Internet Information Server 
3.0 or later. 



shops that don't yet need a full- 
blown VPN solution for remote ac- 



Patrick Marshall (pgmarshall® 
uswest.net) is an Info World 
contributing editor. He is also a 
senior technology analyst at 
Federal Computer Week's test 
center. 



e-Vantage 
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ents link lets you create one in the 
Window's NT Directory — a par- 
ticularly helpful capability for re- 
mote administration. 

The type of Web Views a user can 
access is dependent on which client 
access license is purchased. You can 
purchase both Standard and Enter- 
prise Client Access Licenses (CALs) 
that provide varying levels of access 
(see chart, right). For example, the 
Enterprise licenses let users access 
both Host Viewer Services and 
Host Session Services, but those us- 
ing Standard licenses are limited to 
Host Viewer Services. 

Differences between browsers 

Like many Web-to-host products, 
Host Access Server offers thin- 
client access to host systems by de- 
livering ActiveX or Java-based em- 
ulator viewers through the browser. 
These viewers support TN3270E, 
TN5250, and VT420 emulation dis- 
play sessions — including main- 
frame print sessions. 

Compared to IBM's Java-based 
emulator viewer — which provides 



a bevy of features such as macros, 
copy/paste text, hot spots (to name 
a few) — e- Vantage's viewer is very 
basic, doesn't let you select text, and 
doesn't provide macro capabilities. 

When launching ActiveX-based 
Web Views (which appear as links 
on the Client Access page) from 
within Internet Explorer4.01,more 
features are available, however. For 
example, I could select and copy 
text to the clipboard, integrate 
functions from the menu bar, and 
create a desktop shortcut that auto- 
matically launches an emulation 
session. Of course, your users will 
want to use this feature with cau- 
tion, because anyone could walk up 
to the computer, bypass security, 
and launch the shortcut. 

When administrators create a 
session configuration (which may 
use ActiveX or Java), they must cre- 
ate Web Views based on the session 
configuration. Afterward, Web- 
Views are assigned to users or user 
groups (within the Windows NT 
Di rectory). When the user logs in to 
the Client Access page, a list of as- 
signed Web Views appears. 

When using Netscape Commu- 
nicator, it's best to select Web Views 
that use a Java session configura- 
tion because Communicator can- 



not natively use ActiveX 
controls without a plug- 
in. In all, using Internet 
Explorer 4.01 with Ser- 
vice Pack 1 to view the 
Web sessions was better 
than using Netscape 
Communicator. 

I was also unable to au- 
thenticate to Windows 
NT Domain security 
(when enabling NT's 
Challenge/Response au- 
thentication) when view- 
ing sessions with Com- 
municator. According to 
the documentation, I 
needed to download and install 
Microsoft's Netscape Authentication 
Proxy. This fix didn't work, however, 
with Communicator 4.5 — I had 

to disable this method of authen- 
tication in order to test with 
Communicator. 

Finally, like many Web-to-host 
products, neither the ActiveX nor 
the Java-based emulator viewers 
worked on Mac OS versions of In- 
ternet Explorer and Netscape 
Communicator. 

A good start 

In all, Attachmate'se- Vantage solu- 
tion offers plenty of features and 



Attachmate's e- Vantage breaks down host-access barriers 


The e-Vantage solution is a comprehensive set of tools, but several components, including the 
e-Vantage Software Development Kit 2.0, must be purchased separately. 


1 Servers (Windows NT Server 4.0) 


Clients 


Host Access Server 2.1 ($4,995): includes 

Host Viewer Services 
Host Session Services 


Per seat Client Access Licenses (CALs) 

Enterprise CAL 

(supports all services, includes Extra 1 client) 
$495 per seat 
Standard CAL 

(supports Host Viewer Services. SNA Gateway and 
AutoSocks client) start at $65 per seat 


ActiveX emulator viewer 


Java emulator viewer 


Enterprise Access Class Library 


Attachmate SNA Gateway 


Concurrent licenses 

Host Session Services start at $10,500 for 100 
licenses 

I.The Host Attftt Serw It free with the purdww of 100 
Enterprise CALs. 


Aventail VPN Server 2.6 





flexibility for making host data 
available to a variety of users. Un- 
fortunately, it's still rough around 
the edges. Although 1 liked the new 
I lost Sessions Serviees, it's current- 
ly limited to Microsoft's Compo- 
nent Object Model and ActiveX 
technology. 

I also would have liked the capa- 
bility to track all users currently 
running both custom application 
sessions and standard emulator 
viewer sessions: Host Session Ser- 
vices is the only part of the package 
that tracks concurrent usage. 

According to the International 
Data Group, Web-to-host installa- 



tions will grow significantly during 
the next few years. There are many 
excellent choices available, but if 
your shop is primarily Windows- 
based, c- Vantage is definitely worth 
considering. If, however, you're run- 
ning Netscape Enterprise Server or 
other Web servers on Unix, for ex- 
ample, you may want to consider 
IBM's solution. 



Jeff Senna (jeff_senna& 
infoworld.com) is a senior analyst 
at the Info World Test Center who 
specializes in Internet/intranet 
applications and host-access 
solutions. 
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PEER TO PEER • CHRISTOPHER IW. CICLIO 

Looking for a better way to 
develop software? Follow 
these Ten Commandments 



T 



he key to successful software development is remembering 
that it is a vocation. Good developers are often assigned 
tides of "guru" or "wizard," implying that they bring a certain 
amount of mysticism to the project. Nothing is further from 
the truth: To develop software successfully, all you need is com- 




mon sense and a little experience. Below, 1 
submit 10 tried-and true tricks of the 
trade that will help to establish a firm 
foundation for successful software 
development. 

1 . Perform a cost justifica 
tion. A solid cost just ill 
cation will not only 
strengthen your 
conviction about the 
task, but it will build 
confidence with man 
agement. 

2. Make a schedule. A schedule helps organize 
your tasks in a logical sequence. Include 
milestones that will give people targets to 
shoot for and that will act as early-warning 
devices for detecting problems. Make sure 
everybody gets a copy of the schedule and 
post the latest version in a conspicuous place. 

3. Give your staff ownership. If everyone has a 
stake in the project, you will increase your 
chances of success. Let full-time employees 
know that a successful project will factor fa- 
vorably into their performance appraisals. 
Provide an incentive for contract employees 
to stay until the project is completed. 

4. Create a specification. This is your prima- 
ry tool for communicating requirements to 
developers. A solid specification should in- 
clude the following: the objective; job scope; 
application requirements; hardware and soft- 
ware requirements; validation and verifica- 
tion requirements; and administration and 
support requirements. 

5. Get end-users involved in the project early. 
When end-users are involved throughout the 
entire life cycle of the project, you greatly in- 
crease your chances of building something 
they will use and appreciate. 

6. Don't put all your eggs into one program- 
mer's basket. A common mistake that project 
managers make is to have one programmer 
as the primary developer. However, this 
means that development cannot take place 
without this individual. The resulting bottle- 
neck slows down development, overly stress- 
es your programmer, and results in code that 
only one person understands. Break the sys- 
tem into its basic components so more than 



Calling all peers 



Peer to Peer is written by and for InfoWorld readers. 
Send your submissions to Opinions Editor Kristin 
Kueter at kristin kuetera'infoworld.com. 



one programmer can 
work on the project 
simultaneously. A lead 
programmer should co- 
rdinate these efforts to 
make sure all the pieces 
fit together. 
7. Avoid the prototype 
trap. Resist the temp- 
tation to show the ap- 
plication too soon. If 
the curtain goes up 
and the application 
doesn't perform as expected, support for your 
work will erode. However, by putting off the 
demo until the application is nearly complet- 
ed, you run the risk of having to rework the 
project, which can be costly. Avoid this trap 
by developing the software's critical features 
early in the life of the project and demon- 
strating them with the understanding that 
they are parts of a greater work in progress. 

8. Test the application on the end-user envi- 
ronment. The system may work fine for de- 
velopers on their Pentium II PCs with 128MB 
of RAM, but if the average end-user has to 
run the application on a 133 MHz machine 
with 16MB of RAM, there maybe problems. 

9. Plan for long-term maintenance. Spending 
money on bug fixes, enhancements, and new 
releases can save a bundle when compared to 
the cost of abandoning a neglected applica- 
tion and developing a new one. 

1 0. Develop a turnover package. Provide the 
end-user with formal training on how to use 
the application. Supply a user's guide detail- 
ing the system. Publish a list of application 
support contacts that can give general assis- 
tance, make program enhancements, and fix 
bugs. And finally, explain any outstanding 
programming issues at the time of turnover. 
This will prevent users from stumbling into a 
module that isn't fully developed. 

By utilizing these tricks of the trade, you 
will be well equipped to meet the current 
challenges associated with software develop- 
ment. Of course, the industry is changing 
rapidly and software development strategies 
need to be flexible enough to change with it. 
In other words, these Ten Commandments 
aren't written in stone. 



Christopher M. Giglio is a free-lance writer 
and an information services specialist at 
Parker Hannifin, in Irvine, Calif. Send e-mail 
to cgiglio@parker.com. 



TO THE EDITOR 

IT sees need for training — in HR 

after reading Info World's article about 
human resources and IT, I recalled my expe- 
riences. [ See "Across the great divide," Jan. 1 1 , 
page 89. ] I have run into roadblocks many 
times, such as time delays HR causes in 
(holding) interviews because it does not un- 
derstand requirements. Dealing with HR was 
such a joke in my area that our biggest hint to 
people was to bypass HR and send resumes 
to the director of IT to speed the process. 
Both professional positions I have held came 
[by my going] through this process. 

Retention is the biggest problem. If you 
cannot keep an employee challenged, well re- 
warded, and give a clear promotion path, you 
will end up with either empty chairs or a lot 
of IT wannabes who require extensive train- 
ing just to be effective at a basic level. 

Steve Strasser 
Wichita, Ks. 

don't stop now, this is only the tip of the 
iceberg! I've never worked in HR, but I'm 
sure it has some valid beefs. IT certainly does. 

What about security? How often does HR 
inform IT that they've just canned someone, 
and ask that IT disable that account? User 
training? Oh, goody, let's fight over whose 
budget that gets dropped from. 

David L. Horn 
davidlhorn@rocketmail.com 

Warp Server lacks support 

in response to the article "Reborn OS/2 
Warp Server takes a stand against NTT I agree 
with everything said technically. [See Prod- 
uct Reviews, Dec. 2 1 , page 81.] 

Unfortunately, there is more to committing 
to Warp Server than technical issues. IBM has 
a relatively small cadre of people committed 
to OS/2 (and Warp Server). Depending on 
whom you talk to at IBM, they will either en- 
courage you to go ahead with OS/2, or tell 
you that it's dead or should be dead, and that 
IBM is devoting its resources to NT. Clearly, 



IBM does not speak with one voice. 

Now let's discuss training. IBM has closed 
most of its regional training centers. IBM is 
also known to cancel classes if there are not 
enough people registered. If it's out-of-town 
training and you have discount non-refund- 
able airfare, you have thrown away your 
money and your people still are not trained. 

The above assumes that people want to 
work on and support OS/2 Warp Server. 
Most people are career-oriented and not 
company-oriented. If you were in the mar- 
ket for a job, which would you rather have on 
your list of competencies — NT or OS/2? 

Harvey Schoenman 
hschoenman@adelphia. net 

Online MBAs buck tradition 

after getting an MBA at an AACSB 
(International Association for Management 
Education )-accredited institution and later 
teaching at a likewise accredited school, I am 
skeptical of the educational experience ob- 
tained via an "online MBA." [See "MBA pro- 
grams go online," Dec. 21, page 71.] A stu- 
dent can benefit from exposure to new ideas 
in such a course, but the major benefits of an 
advanced business degree come from daily, 
extensive interaction with other students. In 
traditional MBA courses, almost 90 percent 
of the work consists of group activities. This 
hothouse environment of cooperative effort 
is probably of more long-term benefit than 
any management technique or theory intro- 
duced in class or from texts. 

I do not believe that video conferencing, 
Lotus Notes Domino, e-mail, or conference 
calling (all of which I use on a nearly daily 
basis) is in any way a substitute for intense 
group interactions experienced in standard 
graduate business programs. In my view, an 
online MBA would serve as an indicator of 
someone's motivational level and aspirations 
rather than an equivalency to a "real" MBA. 

David L. Atchison 
60144. 1237@compuserve.com 

I iust completed my MBA online 



IHFOCRYPTIOM 

This week, we've taken a quote 
from a noted American behavioral 
scientist and "encrypted" it using 
a simple substitution cipher, where 
each letter of the alphabet has 
been replaced by another. 



Short words, punc- 
tuation marks, character 
f roquency.and plain-old 
luck should help you 
unlock the meaning 
in the message. 



IO/T YTDO SYWZOTP HN CWI 
JQTIQTY PDRQHCTN IOHCE ZGI 
JOTIQTY PTC VW. 



— Z.M. NEHCCTY 



In addition, here's a hint: 
In this week's InfoCryption, 



w=o 



Answer can be found on 
InfoWorld Electric at www. 
infowotld.com/printlinks. 



B 
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FROM THE EDITOR IN CHIEF • SANDY REED 

Cutting through the hype: 
Finding the real value of 
IT compensation surveys 

Salary information will always be the most sacred of all busi- 
ness secrets. At some companies, simply sharing the secret 
of your own compensation with a co-worker is a firing offense. 
Even companies that reveal full financial data to employees 
stop short of disclosing the specifics of the salary line. Partly 
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through the University of Phoenix. I started 
in 1992 and took large chunks of time off be- 
cause of work and relocating. All I know is 
that if I had gone the traditional classroom 
route, I would never have finished — reloca- 
tion would have made it impossible. The 
beauty of this program is that when you 
move, it can all move with you ... all you need 
is a phone line! No bureaucratic nonsense of 
trying to transfer credits (just another pound 
of flesh for the new school's coffers). 

I never minded not seeing any of the stu- 
dents or faculty. Functioning in a totally on- 
line environment gives insight into the virtu- 
al workplace and how e-commerce will 
function. That is,a team with a common goal 
gets together, sets ground rules, does the job, 
and then moves on ... 1 like it. 

Doreen Swadley 
SwadleyD@MlHS.ORG 

Just another Unix? 

bob lewis predicted thatTinux will be- 
come just another Unix." [See IS Survival 
Guide, Dec. 28/Ian.4, page 75.) Only if other 
Unix platforms adopt the same licensing, in 
which case it's "Other Unixes will become just 
another Linux." 

He goes on to say,"... but will lose its soul in 
the process." Maybe, but the open-source li- 
censing will ensure that people will continue 
to hack on it. Maybe the mass-market Linux- 
es will lose their soul, but not all of them will. 

Russell Nelson 
rn-iwlte@crynwr. com 

I think Bob Lewis is wrong about Linux be- 
coming just another Unix. Since the source is 
free, it can never be owned and thus can nev- 
er be co-opted. The leader must stay close to 
the parade, because it goes where it wants to. 

I think Linux has a future that 1 haven't seen 
anyone describe: It will become the [only] 
Unix. Sun, HP, IBM, and Digital/Compaq 
make money from their Unix hardware sales, 
not the OS. I expect the weaker companies 
will start distributing Linux on their low-end 
stuff, gradually adding to Linux as it moves 
up their product line. Eventually, they will 
have all their specialist hardware ported to 
Linux and drop their custom Unix. 

Felix Finch 
Dutch Flat, Calif. 

Banging code responsibly 

I strongly agree with Don Glenn's 
comments. [See To The Editor, Jan. 1 1, page 
68. 1 1 have been in IS/IT since the early 1 970s 
and find most people inadequately trained in 
Boolean logic and the fundamentals, not to 
mention their refusal to abide by standards 
or to document their work. Any idiot can 
learn to bang code — and many do. 

We need to stop glorifying the barbarian 
image and start demanding responsibility. 
Corporations are not going to keep paying 
millions of dollars every year for inadequate 
systems. Sooner or later, top management 
will see past the smoke and mirrors. 

Daniel A. Morgan 
DanM@aeimusic.com 



Write to us 



► E-mail your letters to letters'^ infoworld.com. 

► Send your letters to Letters to the Editor, InfoWorld, 
1 55 Bovet Road, Suite 800, San Mateo, CA 94402. 

► Fax your letters to InfoWorld at (650) 285-2745. 



because of all the secrecy, there's nothing as 
interesting as finding out how much money 
other people are paid and how it compares 
with how much you take home. Since most 
companies won't tell you that information, it 
falls to outside organizations and publica- 
tions, InfoWorld included, to do so. Given 
how hot the IT industry is, it's no wonder that 
there are more and more compensation sur- 
veys geared toward IT professionals. 

Despite the increasing number, no two 
compensation surveys are alike. Each em- 
ploys its own methodologies, job titles, and 
salary definitions. That 
makes it difficult to 
compare the results of 
any two polls. I asked 
two staff experts — Se- 
nior Associate Editor 
Jim Battey and Senior 
Editor Margaret Steen 
— for tips on getting the most from salary 
surveys. Battey is the brains behind many of 
InfoWorld's regular research-based features, 
including Street Prices. Steen, who edits the 
Enterprise Careers section, is the chief archi- 
tect behind our annual compensation survey, 
which was published for the first time last 
summer. (See "Are you getting a fair shake?," 
www.infoworld.com/printlinks.) We recent- 
ly mailed out questionnaires for this year's 
survey, so if you've received one and haven't 
returned it, stop reading and go finish it. 

Among Battey's and Steen's advice is the 
following. 

■ Make sure you know exactly what's being 
measured. Is it base salary only or is it total 
compensation, including bonuses and tuition 
reimbursement? The best way to determine 
this is to read the methodology and footnotes 
of any survey. Some surveys are based on sci- 
entific random samples, while others are of 
self-selecting respondents. 

■ Ignore the hype of the headlines. What the 
authors of a survey may find interesting to 
emphasize may be irrelevant to you. 

■ Look for trends across multiple surveys. 
Treat any single survey as a factor, but not the 



► Please indude your name, address, and daytime 
telephone number. Letters selected for publica- 
tion will be edited for length and clarity. 



Sizing up salary surveys 

How to get the most out of compensation 
surveys 

Know what's behind the numbers — study the 
methodology and footnotes. 
Look beyond the drama and sensational headlines. 
Consider the big picture and identify trends across 
multiple surveys. 

Always remember, averages are just lhat. 

sole factor, in reaching conclusions. 
■ Gauge the results by your relativity to re- 
spondents. This week's issue includes an arti- 
cle about salaries in the system administra- 
tion, network administration, and network 
security fields. The survey, by the SANS In- 
stitute, reports an average salary of nearly 
S6I.000. But security experts in northern 
New Jersey and San Francisco averaged close 
to $80,000. (See Spotlight on skills, page 97.) 

Though they're not perfect, I firmly believe 
that salary surveys are useful. I find it inter- 
esting that the Gartner Group disagrees. In 
October 1 998, the research company issued a 
report entitled,"So Many Compensation Sur- 
veys, So Little Meaning," that trashes IT com- 
pensation surveys because "they fail to rec- 
ognize that compensation is only one entry 
in a vast metaphorical spreadsheet of the to- 
tal time, money, and management commit- 
ment invested in IT human resources." Why 
should they? They're compensation surveys, 
not vast metaphorical spreadsheets. 

If full compensation information were 
readily available to everyone, salary surveys 
wouldn't be of much interest to anyone. Un- 
til that happens, company insiders will look 
to outside sources to uncover salary secrets. 

How useful (or irrelevant) do you find 
compensation surveys? How do you use the 
data? Send comments to sandy_reed@info 
world.com. 



Editor in Chief Sandy Reed has been 
following the high-tech industry as a 
journalist for 15 years. 
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Attend the next 

Microsoft TechNet Briefing— 

where know-how meets how-to. 



Come to the next Microsoft TechNet briefing for corporate IT professionals, and get 
the latest information on Microsoft technologies. 

Bring your know-how to the next Microsoft TechNet briefing, and 
we'll provide you with the how-to you've been looking for. All brief- 
ings are presented by hands-on technical people who discuss 
Microsoft products and technologies in detail. You'll find out what's 
new, what's coming, and what to do to best utilize your current 
investment in Microsoft technology. You'll also get a chance to net- 
work with other leading corporate IT professionals and interact with 
Microsoft technical staff. 

All this comes to you as part of the Microsoft TechNet program: 
briefings, a Web site, a CD subscription, an e-newsletter, and a collec- 
tion of special offers designed for the corporate IT community. 



To register online or to get 
more information about the 
TechNet briefing nearest you, 
go to www.microsoft.com 
/technet/events/. 

Attendees will get a free copy 
of Microsoft Windows NT 4.0 
Service Pack 4 and Microsoft 
Windows NT 4.0 Option Pack/ 



Mic i#^et 



Briefing 



* One copy of each item per briefing attendee. Attendees may receive actual 
product or a fulfillment voucher. Offer good for bnefings held through 
March 31. 1999. Fulfillment vouchers must be received by April 30. 1999. 

if you have any needs that require special attention, auxiliary aids, or any 
reasonable accommodations, please let us know at least two weeks prior 
to the event. 

6 1999 Microsoft Corporation. All rights reserved. 

Microsoft, BackOffice. MSON. Visual Studio. Windows, and Windows NT are either registered trademarks 
or trademarks of Microsoft Corporation rn the Unrted States and/or other countries. 



Here's an example of what you might find at this quarter's 
Microsoft TechNet briefing. For details on the TechNet briefing 
nearest you— and its agenda— please visit 

wwrw.microsoft.com /technet/events/. 



General Session: 

Microsoft Strategy Update, Including Business Commerce 

Get the latest information on Microsoft's technical strategy, including excit- 
ing new developments in the field of business commerce. You'll also get 
a look at a beta version of the Microsoft Windows. 2000 operating system 
and an overview of the latest enhancements to the TechNet program. 

Infrastructure 

• How to use the fixes and enhancements in Service Pack 4 for 
the Microsoft Windows NT- Server 4.0 network operating system 

• Addressing year 2000 compliance issues and Euro future updates 

• Windows 2000 architectural overview and update 

Business Application 

• How to design and deploy business systems for corporate purchasing 

• Deploying business systems for branch offices using Microsoft 
BackOffice. Server 4.5 

• How to provide publishing, collaboration, and data access using 
Office 2000 in your enterprise 

Development (MSDN,») 

• Building applications based on Windows Distributed interNet 
Applications (Windows DNA), using the Microsoft Visual Studio. 6.0 

development system BROUGHT TO YOU BY 

• Distributed programming with DCOM and 
Windows NT Server 4.0 

• Microsoft SQL Server ... 7.0 and Microsoft's strategy for data warehousing 
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ENTERPRISE COMPUTING 



ERP & SERVICES BRIEFS 



■ Big Blue makes ERP services move 

IBM made another move in the enterprise 
resource planning (ERP) market when it 
announced earlier this month that it is buying 
companies in the Management and Application 
Support (MAS) Group, of which it already owned 
minority shares. The deal — the price of which the 
companies would not release — will give IBM 1 00 
percent ownership of MAS Norway, MAS UK, MAS 
UK's U.S. subsidiary, and MAS Direct, plus majority 
ownership of MAS Denmark, where the group has 
its headquarters. 

The roughly 800 MAS employees will be inte- 
grated within IBM Global Services, which handles 
ERP integration, outsourcing, and electronic com- 
merce, company officials said. 

"I think their ultimate goal is to build the [ERP] 
services business. Maybe this would increase their 
European presence," said Judy Hodges, an analyst 
at International Data Corp., in Framingham, Mass. 

■ SSA, Cognos ally to swap data 

To add more analytic and decision-making capabili- 
ties to its ERP suite, System Software Associates (SSA) 
is forging an alliance with business intelligence ven- 
dor Cognos, in Ottawa.SSA has integrated and is 
reselling two Cognos data access and reporting tools 
— PowerPlay and Impromptu — SSA officials 
announced.The new features let businesses extract 
and analyze data in SSA's Business Planning and 
Control Systems applications for better trend analysis 
and forecasts. 

■ EDS focuses on business intelligence 

Electronic Data Systems (EDS) has agreed to form 
a partnership with A.T. Kearney and NCR to offer 
business intelligence services to corporations. EDS 
Business Intelligence Services involve a variety of 
service options that include NCR software and 
consulting from A.T. Kearney, a wholly owned sub- 
sidiary of EDS. The EDS plan includes providing 
clients with industry insight and contacts to form 
partnerships, as well as improving how informa- 
tion systems are utilized across the enterprise. 

During the past several years, companies have 
implemented large enterprise software systems 
such as ERP, while also working to sidestep the 
year-2000 software problem.This has created a 
"hangover effect," with executives waking up in 
the morning to discover that "the business is run- 
ning no better than it was before," said Doug 
Aldrich.vice president for strategic information 
technology practice at A.T. Kearney. 

■ JDA, Baan call it quits in retail 

Two troubled software providers, JDA Software 
Group and The Baan Company, are dissolving a 
joint venture announced in August 1 998 to create 
and market software for the retail industry. In its 
fourth quarter earnings projections announce- 
ment in early January, JDA officials said the com- 
panies have agreed not to form a joint venture, 
though they will continue to develop the 
Baan/JDA Retail product. They will pursue an 
"alternative marketing arrangement," said officials, 
who did not elaborate. 

Meanwhile, JDA announced that its fourth-quar- 
ter revenue is up only 1 0 percent from one year 
earlier, to $33 million. In response, CEO Brent Lipp- 
man stepped down after only five quarters.The 
companies' cofounders will act as co-CEOs. 



Help desks must help themselves 

■ With no relief in sight, help desks need to be given the right resources 



desktop 
productivity 
applications 



internal support 
applications (human 
resources, payroll, etc.) 



By Stannie Holt 

THE INTERNAL help 
desk has a precarious 
position in today's en- 
terprise. Like Rodney 
Dangerfield, the help 
desk staff often gels no 
respect from its internal 
customers nor from exec- 
utives who see them only 
as a cost center. But other 
times, like Obi- Wan Keno- 
bi in Star Wars, they're 
your only hope. 

Insiders say that even 
though information tech- 
nology is essential to 
productivity these days, 
minding the help desk is a 
thankless job whose burden will only in- 
crease over the next few years as IT's size 
and complexity multiplies. But there is a 
light at the end of the tunnel: Better-de- 
signed applications, more effective inte- 
gration, and more Web interfaces could 
cut down on the IT clutter and therefore 
the help desk workload — but not for 
years to come. 

"The trend for service centers [or help 
desks 1 today is we get more and more stuff 
to support and more and more [IT) com- 
plexity," said Renee Seay, senior manager 
for IT Customer Service at semiconductor 
maker AMD, in Sunnyvale, Calif. 

Analysts say most large organizations 
use 30 to 50 different applications and 
types of hardware. Some companies have 
separate help desks for different products, 
but most prefer the convenience of a cen- 
tralized service desk. 

According to Kurt Johnson, vice presi- 
dent of service management at the Meta 
Group, in Stamford, Conn., in the past 
decade the number of calls to internal help 
desks has risen from one or one-and-a- 
hall per employee per month to two calls, 
and is likely to hit three or more within a 
few years. 

There are several reasons for this growth, 
and they are not all bad, according to John- 
son. First, there is"lhe continued prolifera- 
tion of technology on the desktop,"he said. 

For example, enterprise resource plan- 
ning (ERP) vendors such as SAP are try- 
ing to expand the scope of their manufac- 
turing and financial-oriented applications 
so a broader range of people can use them. 

Moreover, many ERP vendors are offer- 
ing self-service features, such as letting all 
employees directly look up their available 
vacation days, which means everyone 
must have access to these applications, not 
just the human resources department, 
Johnson said. 

On the other hand, such self-service ap- 
plications can also be a good way to cut 
down on calls by letting employees look 



Help desk overload 



The proliferation of technology is frazzling help desk staff, who have more and 
more requests coming in from all parts of the company. 




up their own answers on a FAQ list or 
database, according to Cecil Lawson, di- 
rector of executive services at Remedy, in 
Mountain View, Calif., which makes help 
desk software. 

The Web is adding its own layer of com- 
plexity because it lets nonemployees ac- 
cess internal programs, such as package 
tracking, via extranets. And now help 
desks have to cope with all the programs 
employees might spot on the Web and 
download onto their own desktops, 



Lawson said. 

Besides the challenges 
of supporting users, one of 
the biggest headaches for 
help desk managers is 
competing with other de- 
partments for resources. 
Johnson said corporate 
leaders may not give help 
desks a high priority be- 
cause they do not pull in 
revenue. 

"If you talk to anyone in 
the industry, it's a struggle. 
You're driving down costs, 
not adding to [revenues], 
and that's hard to quanti- 
fy," Seay said. 

A good help desk man- 
ager needs to be armed with facts showing 
how that department contributes to pro- 
ductivity. Experts suggest that help desk 
managers need to point out multiple mea- 
sures of success, including the number of 
calls coming in, of impatient callers who 
hung up before they were helped, of suc- 
cessful resolutions, of how quickly the calls 
were picked up, and whether they had to 
be passed on to a higher level. Surveying 
the help desk users' level of satisfaction is 
> HELP DESK page 68 



applications 
that end-users 

download 
from the Web 



hotseat J.D. Edwards' new CEO Doug 
Massingill charts his company's ups and downs 




ong a sleeper in the market for 
enterprise resource planning (ERP) 
applications, J.D. Edwards is looking 
for more of the limelight. The Denver- 
Ibased company boasts a rapid growth 
rate, even as some of its competitors have 
struggled financially over the past year, 
and a successful transition from its AS/400 
roots to other platforms and technologies. 
J.D. Edwards also has a new CEO, Doug 
Massingill, who took the reins from com- 
pany founder Ed McVaney late last year. 
InfoWorld ERP Reporter Stannie Holt re- 
cently spoke to Massingill about the com- 
pany and its ActivEra architecture, which 
will allow companies to react to business 
changes more quickly. 

What's the biggest challenge fadng J.D. Edwards 
right now? 

I'd probably really focus on two issues. 
One, an internal issue and one, an exter- 
nal issue. Let's talk about the internal one 




first. All companies in this particular in- 
dustry for application software must de- 
velop some level of personality, and that 
personality is really what keeps your peo- 
MASSINGILL age <■■■■■ 
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Massingill 

Continued from page 67 



pie focused on attaining the mis- 
sion. We're not companies — and 
J.D. Edwards is certainly not [just ] 
a company that's built on millions 
of dollars of capital assets. 

We're built upon the strength of 
the personnel that we have working 
in this company. We're really noth- 
ing more than a very labor-inten- 
sive manufacturing company, and 
what we focus on at J.D. Edwards, 
from an internal point, is establish- 
ing and maintaining a very strong 
and very productive corporate cul- 
ture. And from an internal chal- 
lenge standpoint, that's a huge chal- 
lenge that we have. 

When we were a very small soft- 
ware company — say 100 employ- 
ees — developing and maintaining 
a culture was not that difficult be- 
cause you saw everybody every day. 
But once you're running a $950 mil- 
lion company, with offices all 
around the world, with 5,000 peo- 
ple, the maintenance of this partic- 
ular culture is a huge effort that is 
required by all of the management 
team and all of the employees at J.D. 
Edwards. 



What's your external challenge? 

The challenge that we have right 
now is addressing the industry as it 
exists today. J.D. Edwards has been 
one of the few software companies 
that's ever been able to transform 
itself. We moved from being an 
AS/400-only vendor that addressed 
a specific set of customers in a spe- 
cific market space. And what we've 



product architecture. What is your sell- 
ing point against, let's say SAP or Oracle 
or PeopleSoft? 

I think that the focal point today in 
the marketplace is an issue of flexi- 
bility. What sets J.D. Edwards apart 
from this very strong competition 
is the fact that our product is going 
to remain a solution after it's been 
implemented. And the only way 



"The real focus of the industry and the software 
must be your ability to react to the marketplace and 
your ability to change. " 

— Doug Massingill 
J.D. Edwards 



been able to do is transform our 
technology and transform our 
product line, and really transform 
our entire focus so that now we're 
addressing a much larger audience 
and marketplace with a very robust 
product. 

Now, the challenge that we have 
right now is really meeting the 
needs of this new marketplace. And 
we think that the needs of this mar- 
ketplace are changing very, very 
rapidly. 

You recently launched your ActivEra 



that that can happen is to make sure 
that you can react to these changing 
business environments and be as 
flexible as you possibly can. We see 
that what's happened, especially in 
the larger competitors, is that we 
put some very capable and very fea- 
ture-rich systems in place, but 
they're not adapting themselves to 
the changing business climate. 

Now we think that we can com- 
pete very effectively with a concept 
that we call "Idea to Action." And 
this is a focal point of our software 
that says that we ought to be able to 



enable action, like on new business 
ideas, and allow a customer to put 
that into an actionable state into the 
software. 

We just went through a period of 
time in the 1990s that are really 
characterized as the decade of re- 
engineering. And re-engineering is 
a very good thing, but what it real- 
ly focuses on is establishing a set of 
business practices that are static. 

And we've seen this emergence of 
what has been called 'best business 
practices.' And those are very good, 
and for companies that have not 
been operating on a process-based 
model and really focused on these 
best business practices, that's a very 
good evolution. 

But once you're there and once 
you have these business processes 
in place, the real, real focus of the 
industry and the software must be 
your ability to react to the market- 
place and your ability to change af- 
ter that point in time. 

And it's really a focus in the fu- 
ture on what the next-best business 
practice is. It's been a quote that we 
recently got from Jack Welch at 
General Electric that says that if the 
rate of change inside your business 
is slower than the rate of change 
outside your business, then the end 



Help desk 

Continued from page 67 



also a useful tool, experts say. These 
results need to be shared with both 
the help staff and their clientele, to 
make sure their perceptions of the 
service level match, Seay said. 

Contrary to how it may appear, a 
busy help desk is not necessarily a 
bad thing, Johnson said. 

"It's a sign of success — you 
know, 'If you build it they will 
come.' Word of good support trav- 
els fast," Johnson said. 

Yet companies must be realistic. 
Even a skillful help technician can- 
not be expected to be an expert on 
all those products. 

"So you have to have them 
equipped with virtual knowledge," 
Seay said. That means having some 
kind of knowledge management 
system, whether it is a homegrown 
FAQ of tricks and tips or a state-of- 
the-art, interactive database of so- 
lutions. 

The top priority should be to give 
the users one-stop shopping. 

"The last thing you want is for 
them to [wonder which department 
to call]," Seay said. "You're there to 
contribute to their productivity." 



SciQuest sees change with Open Buying on the Internet 



By Jessica Davis 

Designed to simplify the process of 
business-to-business electronic com- 
merce, Open Buying on the Internet, or 
OBI, could revolutionize the way com- 
panies perform purchasing of low-cost, 
high-volume items. 

That is why Scott 
Andrews, CEO of Sci- 
Quest, in Research Tri- 
angle Park, N.C., has 
jumped on the band- 
wagon early. 
SciQuest functions 
as an electronic marketplace for scientific 
products used by laboratories in biotech- 
nology and pharmaceuticals, industrial 
companies, and universities. 

"The majority of suppliers in our market- 
place sell direct," Andrews says."If you are a 
scientist and you want to buy a specialty 
item, you may have to buy from a supplier 
that you've never dealt with before. We are 
consolidating all the suppliers under one 
umbrella. Some people call us a virtual dis- 
tributor." 

Although SciQuest has not yet gone live 
with its customers using OBI, it did partici- 
pate with IBM in a demonstration of the 
technology at last September's Internet 
Commerce Expo in Los Angeles. 

"It's tough not to get excited when you 
hear IBM is participating and saying there's 
got to be a better way to purchase these sup- 



plies," Andrews says. 

Here's how it works today: 
SciQuest receives an order from 
a buyer at the company's Web 
site. The buyer uses a credit 
card, procurement account, or 
requests credit to place an order. 
When SciQuest receives the or- 
der from an end-user customer, 
that order is parsed into multi- 
ple orders that are sent to the 
suppliers from SciQuest using 
the OBI protocol. 

SciQuest charges the buyer 
for the order when the item is 
shipped direcdy from the man- 
ufacturer to the buyer. SciQuest 
revenues come from the suppli- 
er, which pays the company a 
commission for sending busi- 
ness its way. 

That system works fine when 

the buyers are small to midsize 

businesses who are happy to access Sci- 
Quest's Web site. But to sell to larger busi- 
nesses, Andrews needed to look at imple- 
menting OBI more widely — this time on 
the customer side. 

SciQuest is currently negotiating with a 
select group of customers to establish OBI 
links and expects systems to be in place with 
that focus group by spring of this year. 

"The large buying organizations, they de- 
mand more customization," Andrews says. 




SCIENTIFIC PRODUCT VENDOR SCIQUEST is betting on OBI 
to serve both large and small customers, says CEO 
Scott Andrews. 



"They want their own account-specific pric- 
ing or account-specific approval routing." 

And that's just the beginning. Larger ac- 
counts want SciQuest's systems to interop- 
erate with their own systems for purchasing. 
Going after that market would either mean 
reprogramming everything for each new 
customer, or implementing some kind of 
standard that offered hooks to enable 
the buying organization to easily write an 
interface. 



"OBI lets the buying organization main- 
tain all of the requisition profiles," Andrews 
says."We can sell to any of those buying or- 
ganizations with minimal reprogramming. 
All the hooks would be in place for us to do 
it without dependence on a solution from a 
particular vendor." 

Andrews first heard of OBI in 1996 and 
signed up to participate in the nonprofit or- 
ganization that was designing the OBI stan- 
dard in 1997. 

"When we first heard about this, we got 
really excited," Andrews says." We could gain 
more market share and offer big companies 
the custom, value-added functionality that 
they required without additional program- 
ming." 

These large companies are the companies 
that SciQuest is negotiating with right now 
to participate in the spring focus group. 

"Right now the only things holding us 
back are the long-term agreements with the 
buying organizations," Andrews says. "It's 
more of an administrative issue as we go 
through the legal documents." 

However, once in place, one of the buyers 
will be using a certificate for security, an- 
other will be going over the Internet to a cus- 
tomized Web site, and a third will be getting 
in via password protection. 

"OBI doesn't require the buying or selling 
organization to use any particular security, 
just that they agree on the one they want to 
use," Andrews says. 
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Insight into cutting-edge technologies 



OBI connects buyers and sellers 



Definition 

Open Buying on the 
Internet (OBI): 
OBI is an Internet- 
commerce specifics 
tion based on open 
technologies. It is 
aimed at enabling 
companies of all sizes 
to conduct high-volume, 
low-cost transactions on 
the Web. 
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OBI seamlessly bridges the various individual com- 
merce systems used by different companies. The 
specification creates a common model for companies 
to buy and sell goods to each other, letting technolo- 
gy vendors create off-the-rack solutions instead of 
heavily customized development projects. 

■ Pros: Allows companies to leverage their com- 
merce infrastructures; is based on open technolo- 
gies, leaves room for technology changes down the 
road; is backed by key commerce system vendors. 

■ Cons: Not designed for global commerce; lacks 
protocol for pre-purchase and post-purchase busi- 
ness processes. 



By Sean Dugan 

ow will the internet affect your 
business? Like many IT managers, you 
may be lying awake each night, ponder- 
ing this question, wondering what In- 
ternet commerce holds in store for your 
company. I-commerce has great promise for 
almost every business, but that potential will 
not be fully realized until some serious 
technical hurdles are vaulted, espe- 
:ially incompatibilities between dif- 
ferent I-commerce systems. 

The Open Buying on the Internet 
(OBI) protocol, developed in 1997, 
^ v - ; va lets the many varied components 
• necessary for multibillion-dollar 

I-commerce systems communicate. With 
OBI, companies gain a framework through 
which they can buy and sell goods with each 
other, using a set of inexpensive, common 
technologies. I-commerce has traditionally 
been the province of the business elite, but 
OBI can make I-commerce affordable even 
for small companies with limited computing 
resources. 

A business-to-business boom 

Everyone has been bombarded with head- 
lines screaming about the I-commerce revo- 
lution. It has become gospel among analysts 
that business transactions conducted over 
the Internet will reshape almost every indus- 
try. In a July 1998 report, International Data 
Corp. predicted Web-based commerce will 
be worth $425 billion by 2002, representing 
about 100 percent growth peryear until then. 
And business-to-business transactions will 
make up the lion's share of this market. 

Unfortunately, issues of scalability and in- 
teroperability are holding up widespread, in- 
expensive business-to-business I -commerce. 
All electronic commerce is measured by elec- 
tronic data interchange (EDI), a pre-Internet 
specification aimed at the procurement needs 
of Fortune 500 companies. 

EDI is implemented via proprietary leased 
lines, using expensive software and hardware, 
and its implementation is notoriously finicky. 
One of EDI's biggest problems is incompati- 
bilities among costly EDI-compliant systems. 

And although EDI is good for purchasing 
important manufacturing goods, it does not 
scale well on high-volume, low-cost trans- 
actions, such as the countless nuts and bolts 
a manufacturing plant orders every year; EDI 
creates too much overhead on the bread-and- 
butter dealings at the heart of most business- 
to-business commerce. 
The OBI Consortium hopes to facilitate 



How a transaction becomes a bill 



Open Buying on the Internet (OBI) sets up a purchase process rather than introducing a new technology protocol. 
This process describes how a buy/sell interaction occurs between two companies that have an established business 
relationship and OBI-compliant Internet -commerce systems. 



Buying Selling 
organization organization 




— Payment 
authority 



$ 



I-commerce among companies by remedy- 
ing EDI's problems with its new specification. 
OBI is based on common Internet technolo- 
gies, including digital certificates and stan- 
dard HTML, and it is designed to handle the 
transactions that cripple EDI, such as pur- 
chasing large quantities of office supplies. 
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1 At the buying company, a 
requisitioning user begins the 
purchase process. The user sits 
down at a Web browser and 
securely logs on to the Web server 
of the selling company, the buying 
company's preferred supplier. 

2 The selling company's server 
verifies that the request came from 
the buying company, then sends 
an electronic catalog of its 
products, including prices 
customized according to the 
relationship, between the buying 
and selling companies. The selling 
company can choose to maintain 
the catalog on its servers. 

3 When the requisitioner finds 
the needed items, the requisitioner 
fills out the forms in the Web 
browser and submits the order to 
the selling company's server. This 
transaction's integrity is 
maintained with encryption and 
digital certificates. 

4 The selling company's server 
forwards the purchase request to 
the buying company's internal OBI 
server to approve the order. 

5 The buying company's OBI 
server uses a workflow approval 
process set up by the company. The 
request is either sent to the 
requisitioner s manager or is 
automatically approved by the 
buying company's accounting 
systems. 

6 Once the purchase request has 
been approved, it is returned by 
the buying company's OBI server to 
the selling company's server for 
order fulfillment. 

7 The selling and buying 
companies establish how to receive 
payment for the purchase. An OBI 
payment authority might instantly 
transfer some form of electronic 
money or the buying company will 
simply receive a bill. 



The Consortium has drawn up a specifica- 
tion flexible enough to give OBI system ven- 
dors room to differentiate their applications , 
in the market and strict enough to allow | 
seamless interoperability among diverse ? 
OBI-compliant systems. Because of its inter- 1 
operability and flexibility, the specification Z 
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TECH SPOTLIGHT 



should meet the varied needs of buyers and 
suppliers. The published standard is available 
on the Consortium's Web site at www.open 
buy.org. 



HOW IT WORKS 



OBI establishes a common set of business 
practices for I-commerce between compa- 
nies. Unlike other I -commerce specifications 
that secure transactions or facilitate pay- 
ments over the Internet, it has no impact on 
consumer purchasing on the Web. Rather, it 
lets different companies conduct business 
transactions in a compatible way. 

Although the standard makes use of sever- 
al technical specifications, the OBI Consor- 
tium had no intention of breaking new tech- 
nical ground with OBI 1.1. In fact, a goal of 
the Consortium was to avoid proprietary 
technologies and use open, well-established 
standards to link businesses. 

For instance, the interface a customer uses 
for purchasing goods is presented in plain 
HTML, and the electronic orders are trans- 
mitted via HTTP. The way underlying data is 
stored is based on the EDI standard. Also, 
Secure Sockets Layer, or SSL, transmissions 
and X.509 certificates provide security. 

Because OBI is comprised of such com- 
mon technologies, a variety of vendors can 
offer competitive products, but no one ven- 
dor can control a key piece of the OBI infra- 
structure. Focusing on the business process, 
rather than the technology, keeps OBI flexi- 
ble, allowing the standard to absorb new 
technologies and make them available to 
users. As new technologies, such as Extensi- 
ble Markup Language (XML) or Information 
and Content Exchange (ICE), appear on the 
scene, the OBI Consortium will evaluate 
whether they fit into OBI and incorporate 
them as appropriate. 

Four parts to the process 

The OBI transaction model is composed of 
four key parts: a requisitioner, a buying orga- 
nization's server, a selling organization's serv- 
er, and a payment authority. 

The requisitioner is the person or software 
that initiates a transaction to purchase some 
supplies. The requisitioner's company main- 
tains an OBI-compliant server — dubbed the 
buying server — and the selling company 
that provides goods and services maintains 
the selling organization's server. A payment 
authority, such as a bank or lender, oversees 
how money changes hands. 

Through a Web browser, a requisitioner ac- 
cesses the online store of a selling organiza- 
tion, which is essentially an electronic cata- 
log of goods; this catalog can be maintained 
on either the buyer's or seller's OBI server. Af- 
ter a requisitioner has placed an order with 
the selling organization, the request is auto- 
matically returned to the buying organiza- 
tion's server, which maintains procedures for 
approving purchases. (Approval might be 
automatic or require the intervention of a de- 
partment manager.) Pricing is based on in- 
formation from the supplier's back-end in- 
ventory systems and any contracts negotiated 

► SciQuest is using 061 to consolidate scientific 
products suppliers and become a marketplace 
for laboratories. See Mentor's Comer, page 68. 



between the buyer and seller. 

After the purchase is approved, 
the transaction is forwarded to 
the selling organization's server 
for fulfillment. Finally, a payment 
authority server handles billing 
and transferring money; an or- 
ganization outside of the buyer/ 
seller relationship generally han- 
dles the payment authority serv- 
er on its own system. 

The OBI standard includes 
payment procedures, but each 
company can determine which 
method, such as credit cards or 
electronic money, to use to col- 
lect payments. 

The beauty of OBI is that these 
varied processes can interoperate 
without heavy customization. In 
the past, a buyer and seller had to 
develop a solution together, us- 
ing "one shot" technologies that might not be 
useful in other commerce transactions with 
different business partners. 

This resulted in isolated pockets of elec- 
tronic commerce spread throughout the 
business world. But with OBI, the investment 
in an I-commerce system can be leveraged to 
build relationships with many partners, no 
matter what products they're selling. 



THE ENTERPRISE ROLE 



OBI's greatest impact will be on the midrange 
enterprise and will most likely be deployed 
by companies that would find an EDI imple- 
mentation too expensive or difficult. 

An EDI solution, which works over a leased 
line on a valued added network, is extremely 
costly and feasible only for companies with 
extensive computing resources. OBI promis- 
es to reduce such costs considerably; it lever- 
ages the Internet and is constructed from 
widely understood technologies. 

Also, the anticipated low costs of OBI cre- 
ate an opportunity for smaller companies to 
build tight relationships with new vendors. 

With OBI, a company can set up an OBI 
server and connect it to its financial systems, 
configure the server once for user preferences 
and approval processes, and be ready to buy 
products over the Internet. The low overhead 
on transactions makes OBI ideal for the mun- 
dane but necessary transactions that are 
every company's lifeblood, such as buying 
reams of paper for printers, cases of staples, 
and boxes of pens and pencils. 

Customizable for customers 

A specification such as OBI makes sense for 
companies that negotiate special business 
deals with their suppliers. Most companies 
have arrangements with preferred suppliers 
and gel discounted rates on products, which 
do not necessarily apply to the suppliers' oth- 
er customers. This kind of customization is 
made economically feasible in an electronic 
environment. 

OBI lets suppliers maintain a single, large 
back-end database that, when it receives a re- 
quest from a customer for a catalog of goods, 
serves up a customized electronic catalog 
based on the database and the customer's in- 
dividual preferences. Just as producing spe- 
cialized print catalogs is financially prohibi- 
tive, maintaining separate data systems for 



OBI consorts lend muscle to specification 

The wide variety of high-profile companies that have joined the OBI 
Consortium reflect the three primary ways they are likely to participate in an 
OBI-based business process. Some would principally be buyers, such as auto 
manufacturers; some would be sellers, such as office supply stores; and oth- 
ers would provide the necessary technology infrastructure, payment systems, 
or consulting services. Of course, the flexible nature of OBI means that today's 
seller could be tomorrow's buyer. After all, who doesn't need office supplies? 



Buyers 


Sellers 


Infrastructure suppliers 


Commonwealth of Massachusetts 


Dell Computer 


American Express 


Ford Motor 


Hoffmann-La Roche 


Epic Systems 


Lexmark International 


Johnson & Johnson 


IBM 


Lockheed Martin 


NEC 


Masie^Card International 


United Technologies Pratt & Whitney 


Office Depot 


Microsoft 




S. i H.'fU 


Netscape Communications 




Staples 


Oracle 




Xerox 


SAP 


Visa 



Note: this list is representative, rather then comprehensive, ot tlx members of the OBt C Jnvwtnim. 



individual companies is cumbersome for 
suppliers. But by spreading the work around, 
the OBI protocol makes keeping all of this 
data manageable. 

And there is good news also for the com- 
panies using EDI: Their investments in the 
older I-commerce system will not go to 
waste. Because the OBI specification is based 
on the EDI standard, companies should be 
able to integrate OBI-compliant equipment 
into their EDI systems. It's likely that Fortune 
500 companies currently using EDI will 
continue using it, and small and first-time 
adopters will be attracted to OBI. 



TECHNOLOGY TIME LINE 



OBI is already generating some steam. The 
original protocol, laid out in March 1997, was 
revised in June 1998, and some OBI software 
packages are available now. 

The companies behind the OBI specifica- 
tion bring a lot of muscle toward its wide- 
spread adoption. American Express has 
spearheaded the venture, and companies such 
as Netscape Communications and Commerce 
One are already hitting the market with a line 
of OBI-compliant commerce packages. 

For instance, Netscape's Xpert series is cur- 
rently OBI-compliant, and Commerce One 
has an OBI-compliant solution that embeds 
Microsoft's Site Server. In September 1998, 
IBM announced that it will beef up support 
for OBI in its Net.Commerce systems. 

Big-name companies are beginning to 
adopt OBI technology as well as add it their 
products. This month, Lexmark finished 
rolling out an OBI-compliant purchasing 
system from SupplyWorks. 

Lesser-known vendors are also getting in 
on the action. In December 1998, Epic Sys- 
tems, another member of the OBI Consor- 
tium, released InstantOBI.a buyer-side pro- 
curement package. 

But big names in the industry alone will 
not ensure a specification's success if con- 
sumer demand does not exist for it. Witness 
the slow adoption of the Secure Electronic 
Transaction (SET) standard, despite backing 
from American Express and Visa. 

The crucial difference between the two 
standards is that although consumers have 
little incentive to adopt SET, they can see the 
value of OBI to their bottom lines — OBI can 
reduce the cost of completing everyday busi- 



ness transactions. 

Looking ahead, the members 
of the Consortium are already 
working on problems that the 
next version, due this year, will 
solve. They are addressing the 
limitations of OBI for a global 
market, by adding support for 
different currencies, and its defi- 
ciencies in pre- and post-pur- 
chase processes, such as notify- 
ing customers of an order's 
status. 



Tackling the competition 

The single biggest question in 
OBI's future is how new tech- 
nologies will compete. OBI obvi- 
ates this problem by allowing the 
incorporation of new standards, 
such as XML. Because OBI's 
strength lies in formalizing a 
business process, XM L will likely be added to 
the standard. Already, a company called Veo 
Systems has developed a technical bridge be- 
tween XML and OBI, and CommerceNet is 
developing another solution. 

Perhaps OBI's only significant competitor 
will be a revamped EDI system that also uses 
the Internet, thereby reducing the cost of EDI 
systems. (For more on Internet-based EDI 
solutions, see our Test Center Comparison, 
www.infoworld.com/printlinks.) Although 
OBI and EDI compete, companies that are 
heavily invested in EDI will probably upgrade 
to an Internet-based EDI system, small and 
midsize first-time adopters will likely opt for 
an OBI solution. 

With companies such as IBM, Microsoft, 
Netscape, and Oracle backing the OBI spec- 
ification, it will probably achieve general ac- 
ceptance. Setting up an OBI-compliant com- 
merce system is not a snap, but it is easier to 
implement than other commerce offerings 
have been in the past. 

By embracing open technologies and fo- 
cusing on business processes, OBI walks the 
tightrope between being closely tied to a par- 
Taking the road well traveled 



OBI puts to work the proven workhorses of the 


Internet instead of radical new technologies. 


Purpose 


Technology 


Content display 


HTTP and W3C HTML 


Order request 


X12 850 EDI standard 


Order transmission 


HTTP 1.0 


Transmission security 


SSL'.Version 3 


Cryptography 


SSL.Version3API andPKCS 


Public key certificates 


X.509, Version 3 



1. Secure Sockets Layer 

1- Public Key Ceinfic ale Standard 



ticular technology and providing a common 
framework for companies to do business. If 
you are looking for a business-to-business 
commerce solution that will scale across your 
enterprise without locking you into a propri- 
etary technology, you would be well advised 
to keep an eye on OBI. 



Senior Research Editor Sean Dugan manages 
the Info World Test Center's primary research 
and writes reviews and other articles. He can 
he reached at sean_dugan@infoworld.com. 
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"Since installing Windows NT on HP NetServers 
determines downtime: me." 
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"It was like a startup opportunity: two of our subsidiaries 
merged Into one new location. Bottom line? On day one, 
500 employees came In, logged on, and worked as usual. 
And in the year since installing Microsoft* Windows NT* 
Server 4.0 on HP NetServers we haven't had any unplanned 
downtime. This is great news for the entire IT staff— all 
five of us." 



Ray Kump, Director of IT 
Mitsubishi Electric Automation 
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Take a stab at solving 
WINS-related problems 
and you could become 
Firefighter of the Year 



in our dec. 28, 1998/jAN. 4, 1999 issue.I 
asked for help with a Windows Internet Nam- 
ing Service (WlNS)-related problem. I men- 
tioned that the correct answer could earn a 
Firefighter of the Year award. The award will 
go to an individual who has solved a difficult 
IT- related problem, and to date I have received 
many nominees, including those taking a stab 
at solving the WINS Intel/ Alpha problem. You 
will have to wait until our Feb. 1 5 Product of 
the Year issue to find out the results. 

I'll share with you some of the best respons- 
es to the WINS problem. John Pfiefer recom- 
mends running the compaction utility on the 
database because he experiences many prob- 
lems when the database grows larger than 
30MB. Chris Burton suggests the WINSCHK 
management utility, which is available in the 
Windows NT Server Resource Kit. 

This week we received what may be the 
winning answers. Alan Lam encountered the 
same WINS error. He recommends several 



steps for solving this problem. First, make 
sure that the WINS database's consistency 
check is working properly. If it's not, you 
will discover a buildup of J'.log files in the 
%SYSTEMROOT% directory. Each log file is 
IMB.and they can fill up the system partition. 
To kill the log files, restart WINS or manually 
back up the database with the WINS Manag- 
er. Lam simply adjusted the default configu- 
ration for the pull and push partner, 
which is configured under Options, 
Preferences in WINS Manager. In 
addition, remember to periodically 
maintain the WINS database by 
running the Jetpack utility. 

Finally, Stan Prothero encoun- 
tered a corrupt WINS database on his 
Alpha server because of the push/pull rela- 
tionship between a WINS database on an 
Alpha server and a WINS database on an 
Intel server. He tracked down the problem 
with InTrak's TrendTrak, which monitors 
WINS functionality and performance. When 
Prothero ran TrendTrak without WINS coun- 
ters enabled, the errors stopped. So watch out 
for third-party products designed to monitor 
or increase the functionality of your WINS 
environment. 

I recently installed a small Windows 95 network 
with Internet access. One of the clients contains a 
shared directory so other machines on the network 
can access the data. I back up this data every night. 
The network is a 100Mbps network with 3Com Eth- 




ernet cards. All of the nodes are connected to a 
Kingston 100Mbps hub. 

Here's my problem. The server is losing time at 
night. We have replaced the batteries and the server 
motherboard, but we still lose time. We recently dis- 
connected the server from the network, and it did 
not lose time. We have also turned off all other ma- 
chines at night, but the server continues to lose 
time. I think it is a network problem, but all of the 
machines and cards seem to be functional. So 
where should I start? Should I change 
the cards or the hub? Pull new wire? 
Change memory? Is there a solution 
that won't cost more than the network? 

Bob Lamb 

I can't imagine that your network is 
responsible for your server losing time. Your 
network infrastructure consists of unintelli- 
gent devices — including the hub itself — 
incapable of affecting the time on your sys- 
tem. Of course, I have been known to eat 
crow.but I don't think so this time. If you had 
some sort of intelligent network management 
service running across your network, then I 
would be more inquisitive about your net- 
work. Most likely, you have a hardware- relat- 
ed problem with your server or possibly a 
driver-related problem. Another likely culprit 
is your backup program. If you skip the back- 
up for an evening, does the server lose time? 
If not, give your backup vendor a call and re- 
port the problem. 
It's common to see systems lose seconds 



per day. The best solution to this problem is 
to use the Network Time Protocol (NTP). 
NTP is used throughout the Internet to syn- 
chronize computer clocks to national stan- 
dard time. Everything from PCs to large- 
scale super servers can benefit from NTP, 
which provides accurate time, generally with- 
in milliseconds. Basically, there are two types 
of public time servers on the Internet — pri- 
mary (stratum 1 ) servers and secondary 
(stratum 2) servers. Avoid attaching to the 
primary servers because they experience 
heavy and increasing loads. The secondary 
servers are just as reliable. 

As of 1 998 there were more than 230 pri- 
mary time servers and more than 100,000 
secondary servers. A time server is a solution 
that will not cost more than your network. 
Check out the time Web server at www 
.eecis.udel.edu/~ntp. This site provides 
information about NTP and related clock 
synchronization products. There are time 
synchronization clients for Windows 95, in- 
cluding WinSNTP, Socket Watch, NetTime, 
Groovy Time, and more. Simply download a 
time client and configure it to use a specific- 
time server. Finally, if you just can't get 
enough of this time- related subject, check out 
the newsgroup comp.protocols.time.ntp. 



Test Center Technical Director Laura 
Wonnacott has been working with computers 
for 15 years. Send her your questions at 
testcenter_rx@infoworld.com. 



SECURITY WATCH • STUART McCLURE & JOEL SCAMBRAY 



New high-speed Net 
access services give 
unwanted snoopers 
a real opportunity 

■ n the old days when low-cost Internet 

■ access meant dial-up connections with 

■ unpredictable IP address assignments, se- 
I curity wasn't high on most Web surfers' list 
I of priorities. The gradual rollout of inex- 
pensive, high-speed access services, such as 
Digital Subscriber Line (DSL) and cable, is 
changing the playing field significantly, how- 
ever. These constantly open pipes assign per- 
manent addresses to customers who connect, 
giving network miscreants a generous help- 
ing of one of the most dangerous resources 
they crave: time. 

The potential for abuse has existed for 
some time and is growing. Initial reports had 
users browsing the contents of neighbors' 
machines as easily as opening the Windows 
Network Neighborhood. (See www.pcworld 
.com/news/daily/data/1 097/97 103016.) A 
recent InfoWorld forum drew a great deal of 
interest and some provocative commentary 
(see our forum on cable modems at www 
.infoworld.com), and the usual slings and 
arrows can be found on Usenet groups such 



as alt.cable-ip, comp.dcom.modems.cable, 
and sdnet.cablemodems. 

For those of you corporate IT folk who think 
this is solely a consumer-access issue, think 
again: The low cost of bandwidth offered by 
companies such as ©"'Home is an extremely at- 
tractive telecommuting option for a growing 
number of individuals. According to research 
posted on Cable Modem University's site 
(www.catv.org/modem), the ca 
ble modem installed base in the 
United States is expected to grow 
from about 400,000 to almost 2 
million by 2000. In addition, 
nearly 50 million homes will be 
passed by cable data services 
by the millennium. Attention 
must be paid to careless remote 
users who could easily provide backdoors to 
remote LANs or leak valuable corporate data 
over such connections. 

We recently tested security on one of the 
more popular cable-based Internet services 
on the West Coast. Our findings suggest a 
more serious consideration of security issues 
is necessary to derail a future calamity. 

First, some myth debunking is in order. We 
were unable to view remote network re- 
sources in the Windows network browser over 
our provider's connection or capture any- 
thing other than broadcast protocol traffic on 
our local subnet. These results suggested two 
things. One is that security is tighter than 
most would assume, even for supposedly 
novice home users with directly connected 
Windows PCs. The other is that our provider 




evidently uses switched, rather than shared, 
media to connect end-users, greatly reducing 
the risk posed by passive data-gathering 
attacks such as packet sniffing. 

We then uncorked some more serious 
tools on our local segment, including Legion 
2. 1 NetBIOS share mapper and Network As- 
sociates' CyberCop Scanner. Confirming our 
network browser results, Legion found no 
Windows shares available on ours or many 
adjacent networks. CyberCop 
turned up many hidden admin- 
istrative NetBIOS/Server Mes- 
sage Block shares; a few un- 
patched Wingate proxies; and a 
sprinkling of Telnet, FTP, HTTP, 
and simple TCP services available. 

Most of the Internet servers 
appeared to be Windows-based. 
These results are encouraging in that there 
weren't any major, easily exploitable holes, 
but discouraging from the standpoint that 
many people don't realize Uie vulnerability of 
naked Windows boxes connected directly to 
the Internet. For example, of the 40 or so 
Windows NT hosts on our local wire, nearly 
30 accepted anonymous connections, a pre- 
cursor to eventual break-in. 

We think it's only a matter of time before 
consumers suffer security breaches and be- 
gin looking for better solutions. 

Our favorite solution is the SonicWall fire- 
wall appliance from Sonic Systems (www 
.sonicsys.com). The base model costs about 
$400, and its latest firmware revision makes it 
compatible with our provider's hostname- 



based IP address-assignment mechanism. 
Its performance ceiling of about 5Mbps the- 
oretically crimps the top cable data rate of 
10Mbps, but we have seen nowhere near 
5Mbps in our tests. We think consumers will 
gradually accept this price once the threat is 
put into perspective. However, although the 
device is easy to install and manage, most will 
resist the idea of complex firewall technology 
standing between them and the Internet. In 
fact, we were frustrated that our corporate 
e-mail client couldn't pass an encrypted ses- 
sion through the SonicWall because of address 
translation. Can anyone see a new market for 
consumer-oriented security services here? 

Of course, other solutions exist, including 
Windows- and Unix-based tools for proxy- 
ing or masquerading connections. (See www 
.cablemodeminfo.com/cablesoftware.html 
for some directions.) 

One final note for those who aren't con- 
vinced yet of the need for greater security: 
During our test of a SonicWall on our cable 
Internet pipe, we noted in our logs a regular 
probing for Netbus and BackOrifice, as well 
as various other potentially dangerous ser- 
vices such as Telnet. Send your cable and DSL 
Internet security experiences to security 
_watch@infoworld.com. 



Stuart McClure, a senior manager at Ernst 
& Young's Information Security Services, and 
InfoWorld Technology Analyst joel Scambray 
have managed information security in 
academic, corporate, and government 
environments for the past nine years. 
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Norton Antivirus 
for Internet Email 
Gateways 1.0 

Symantec Corp. 



RELATED ARTICLES 



www.infoworld.com 
/printlinks 
Dec. 21, 1998 
VirusNet packs key 
scanning tools 
Stuart McClure reviews 
the latest VirusNet PC 
and VirusNet LAN 3.0 
releases.This duo's com- 
prehensive store of virus 
signatures and their 
small footprint make 
them worth considering 
as an anti-virus solution 
for small to midsize 
LANs. 

www.infoworld.com 
/printlinks 
Oct. 12,1998 
Squash pesky viruses 
flat 

The second part of a 
two-part Test Center 
Comparison of network 
anti-virus software 
reveals the overall win- 
ner of the six solutions 
tested. 

www.infoworld.com 
/printlinks 
Aug. 10, 1998 
Eradicate deadly 
viruses 

Part one of a two-part 
Comparison of network 
anti-virus solutions puts 
three vendors to the 
test. 



E-mail anti-virus software 

Anti-virus gatekeepers 

The Internet explosion has exposed computer networks to the 
threat of viruses contained in e-mail messages, but anti-virus 
vendors have responded with antidotes to this marauding code. 



\ 




Contrary to contemporary media hype, 
the Internet is not entirely populated 
by disenfranchised, tattooed teen-age 
hackers just dying to arbitrarily inflict 
chaos and destruction on any company con- 
nected to it. Still, it's not exactly the Garden 
of Eden, either. There are hackers and viruses 
out there, and it pays to take precautions to 
limit your company's exposure to the various 
threats, particularly from viruses embedded 
in e-mail messages. 

Viruses have been around since long before 
the rise of the Internet, but the global network 
has proven to be an excellent medium through 

which they can travel. Between all those dancing Santa e-mail at- 
tachments and the fact that the number of e-mail users worldwide is 
growing rapidly, the threat of a virus entering a network has greatly 
increased in recent years. And as the Internet becomes a more and 
more integral part of business, the threat posed by malicious code (in 
addition to viruses, there are lots of Trojan horses out there) will con- 
tinue to rise. 

The 1997 Virus Prevalence Survey from the International Computer 
Security Association (ICSA) underlines the need for greater vigilance 
against viruses contained in e-mail messages. According to the ICSA 
report, the likelihood of an organization encountering a computer 
virus in 1997 — 35 viruses per 1,000 PCs per month — was more than 
double the 1996 rate. Not surprisingly, e-mail was cited as the leading 
method of virus transmission. 

BLUE IN THE FACE. As members of the IT field, we know that end- 
users should not be running strange attachments that arrive in their 
inboxes, but we also know that we can warn them until we are blue in 
the face and they are going to do it anyway. All of this charges IT with 
the role of either cleaning up afterwards or doing what it can to make 
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Testing Strategy 



tlie inevitable safer. 
For this Test Center Com- 

r parison, we set out to compare 

The question various solutions that would 

• Increased reliance on the Internet as a serve as reliable anti-virus sen- 
: conduit for data entering and leaving j tinels at the Internet e-mail 
: your network has opened your business \ gateway. When wehegan plan- 
I to the potentially devastating threat ning this Comparison a num- 

• posed by fast-spreading viruses carried ber of months ago, there were 

• via e-mail. Which anti-virus product a limited number of vendors 

• should you use to detect viruses passing | with Internet e-mail anti-virus 

• through your Internet e-mail gateway? products that met our testing 

criteria. Because we had just 

r _Y. , finished testing six of the top 

: The issues network anti-virus products 

; "Reliability of virus detection (see Test Center Comparisons, 

: "Ease of implementation www.infoworld.com/print 
; "Ease of administration links), we wanted to look at 

j "Cost of ownership dedicated e-mail anti-virus 

I "Quality of documentation products to avoid covering the 

i "Quality of support same ground as we had in our 

~! previous two-part Compari- 

, Y son. We also wanted to focus 

; The options on helping businesses that 

; "Trend Micro's InterScan VirusWall 3.0 already have an anti-virus in- 
; "Symantec's Norton Antivirus for Inter- j frastructure to find the most 
net Email Gateways 1.0 suitable add-on e-mail anti- 

' virus solution. It turns out that 

r _T_ , most of the anti-virus software 

: The answer vendors that were developing 

; InterScan VirusWall and Norton Antivirus ; new e-mail anti-virus prod- 
i provide comprehensive, stand-alone ucts were not yet finished with 

• e-mail anti-virus protection for comput- their work at the time, and 

• er networks. Both products are easy to many of the products already 
implement and administer, and each has on the market had been inte- 

i strong virus-detection capabilities. grated into complete desktop- 

" " and server-protection suites. 

The products that met our test criteria included Data Fellows' F-Se- 
cureAnti- Virus Agent & Server 1 .0, Trend Micro's InterScan VirusWall 
3.0, and Symantec's Norton Antivirus for Internet Email Gateways 
1.0. F-Secure was ruled out because it was still in beta testing by the 
time we commenced our own tests. Vendors such as Computer Asso- 
ciates and Network Associates also had Internet e- mail solutions, but 
their products came bundled in anti-virus suites. 

Our test scenario was based on a 400-user company with each user 
having access to e-mail. We tested each product in seven specific ar- 
eas, including implementation.administration, virus detection, doc- 
umentation, technical support, technical support policies, and Pro- 
jected Basic Ownership Cost. 

k WILD LIST. We used InfoWorlcTs real-world virus-testing suite in 
order to put the virus-detection capabilities of each product to the 
test. The suite was primarily made up of the viruses that we gathered 
for our Comparison of network anti-virus solutions, with some ad- 
ditions. This suite relies heavily on Joe Wells' online WildUst (www 
.virusbtn.com/Wildlists), a well-maintained list of the most popular 
viruses in existence, as well as other viruses we gathered from differ- 
ent sources to round it off. The 44 viruses in the suite consist of 
WildList boot viruses, WildList file viruses, macro viruses, random 
file viruses, and some new viruses that we added for good measure. 

We sent these viruses through our test network as attachments in 
e-mail messages, and we eagerly observed the anti-virus products 
getting down to work. The most heartening part of our tests was the 
fact that both products performed their detection tasks so well. In- 
terScan VirusWall and Norton Antivirus detected all of the viruses 
we attempted to surreptitiously slip past them. In fact, both products 

performed so well in each of our testing categories that this Com- 
parison resulted in a tie. 

Unfortunately, virus detection often gets short shrift, especially in 
smaller companies, until something bad — often something very bad 
— happens. In a harried IT environment, it is easy to let preventative 
measures slip while dealing with the numerous fires that surround 
us every day. But given the overall growth of e-mail usage today and 
the high instance of viruses being spread through this medium, 
e-mail virus detection is becoming just as essential as a firewall. 
Although you can never completely eliminate the threat of viruses, 
both of the products we tested provide excellent detection of known 
strains — and unless you are going to cut the wire, that's as good as 
it's going to get. 



Results at a Clarice 



Network administrators 
charged with keeping net- 
works free of virus intrusion 
can tum to e-mail anti-virus soft- 
ware for help 

Most e-mail anti-virus software 
vendors are in the process of inte- 
grating e-mail anti- virus 
components into their 
product suites, but when 
we began this Test Center 
Comparison only two had 
stand-alone shipping prod- 
ucts that could be added to an exist- 
ing anti-virus infrastructure. 

Both Trend Micro's InterScan 
VirusWall 3.0 and Symantec's Norton 

InterScan VirusWall 3.0 




8.0 



If you are looking 
for an e-mail anti- 
virus solution to 
handle the threat 
to your network of viruses borne by 
e-mail messages, this product could 
be for you. Among Trend Micro's 
InterScan VirusWall 3.0's most 
impressive offerings are its virus- 
detection tools and its solid admin- 
istration utilities. InterScan 
VirusWall performed admirably 
when it came to detecting viruses 
and. like Norton Antivirus, it detect- 
ed every one of the viruses we 
threw at it. InterScan VirusWall s 
configuration console provides a 
plentiful selection of administrative 



Antivirus for Internet Email Gate- 
ways 1 .0 proved to be highly capa- 
ble of protecting networks from the 
threat of viruses contained in e-mail 
messages, and in the end it is only 

fitting that they tied for the top 
spot. 

Both products are easy to 
implement, provide abun- 
dant administrative utili- 
ties, and have strong 
detection tools, making it 
easy for administrators to prevent 
viruses from wreaking havoc. 

InterScan VirusWall proved to be 
superior in the Administration cate- 
gory, mainly because of its impor- 



utilities. and the E-Mail configura- 
tion page gives administrators the 
freedom to customize scan, notifica- 
tion, and virus-action settings to 
meet their own needs. InterScan 
VirusWall scored higher than Nor- 
ton Antivirus in the Administration 
category due to the ease with 
which we could configure the prod- 
uct and the fact that virus file sig- 
nature updates can be performed 
automatically. Although it came 
with a higher price tag than Norton 
Antivirus in the Projected Basic 
Ownership Cost category, InterScan 
VirusWall does include two addi- 
tional components for FTP and Web 
virus detection. 



tant capability to perform automatic 
virus file signature updates. Because 
Norton Antivirus is a lot less expen- 
sive than InterScan VirusWall, it was 
a cleat winner in the Projected Basic 
Ownership Cost category. However, it 
must be added that with InterScan 
VirusWall you do get more for your 
money: This is a full-featured prod- 
uct with very useful additional FTP 
and Web virus-detection compo- 
nents that increase its overall price. 

Other than these obvious differ- 
ences, both products were neck - 
and-neck in the scoring of every 
testing category, and both come 
with a strong recommendation. 



©Strong detection features 
©Automatic virus file signature 

updates 
OFIexible Web-based manage- 
ment 

©Real-time monitoring 
©Additional FTP and Web compo- 
nents 



Norton Antivirus For Internet Email Gateways 1 .0 



8.0 



Symantec's Nor- 
ton Antivirus for 
Internet Email 
Gateways 1.0 was 
a strong competitor in this Compar- 
ison, and we found it highly suit- 
able for enterprises that are looking 
for reliable Internet e-mail virus 
detection. Norton Antivirus did a 
perfect job detecting all of the 
viruses in our e-mail test. It is also 
the least expensive of the two prod- 
ucts we tested, coming in at less 
than half the price of InterScan 



VirusWall. Norton Antivirus is easy 
to implement, and it has intuitive 
administrative utilities. Using its 
HTML interface, we were able to 
manage and configure the server 
from any network workstation. 
When we needed some technical 
help, we found Symantec's technical 
support staff to be both efficient 
and friendly. The main disadvantage 
of this product is its lack of an auto- 
matic update option for adding new 
virus file signatures to the virus 
database. 



©Strong e-mail virus detection 
©Simple implementation process 
©Easy-to-use administrative 
utilities 

©Statistic utility to report e-mail 

activity 
©Inexpensive 



©No automatic virus file signature 
update option 



Time for a network checkup? 



For every InfoWorld Test Center Comparison, 
we simulate a real business problem, assem- 
ble available technology solutions for that 
problem, conduct a survey of our readers to 
find out specific needs, and then devise a 
test plan and scoring criteria for evaluating each 
solution's capability to solve the business prob- 
lem. InthisComparisonof email rjTTTfl 
anti virus software we set out to 
find the most reliable and versa- \mM 
tile anti-virus product for protecting networks 
from the threat of viruses transmitted via 
Internet e-mail. 

If you need help finding the most suitable e 
mail antivirus solution for your company, or if you 
need advice putting an overall security strategy in 



place for your organization, you can now draw on 
the InfoWorld Test Center's considerable real-world 
testing experience to make the right choices. Our 
new division, InfoWorld Consulting Services, offers 
the same vendor-independent evaluation of prod- 
ucts that InfoWorld has offered for 20 years with 
one significant difference: From our real-world 



Consulting Services 

Test Center, InfoWorld Consulting Services tests, 
evaluates, and recommends custom solutions 
for your specific environment. For more informa- 
tion about InfoWorld Consulting Services, contact 
us at (6S0) 286-2700 or consulting services ■> 
infoworld.com. 
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TEST CENTER COMPARISON 



InfoWorhi reviews only fin- 
ished, production versions o( 
products, never beta-test ver- 
sions. Products or solutions 
receive ratings ranging from 
unacceptable to excellent in 
various categories. 

Scores are derived by multi- 
plying the weighting of each 
criterion by its rating, where. 

Excellent = 1.0 Outstanding 
in all areas. 

Very Good = 8- Meets all 
essential criteria and offers sig- 
nificant advantages. 
Good = .6 - Meets essential 
criteria and includes some 
additional capabilities. 
Satisfactory = .4 - Meets 
essential criteria. 
Poor = .2 - Falls short in 
essential areas. 
Unacceptable or N.'A 0 
Fails to meet minimum criteria 
or tacks this capability. 

Scores are summed to yield 
the final score out of a maxi- 
mum possible score of 10. 
Products tated within 0.2 
points of one another differ lit- 
tle. Weightings represent aver- 
age relative importance to 
InfoWorld readers involved in 
purchasing and using this 
product or solution category. 
You can customer* the Report 
Card to your company's needs 
by using your own weightings 
to calculate the final score. 

The Test Center Hot Pick is 
IntoWorkfi award for out- 
standing products or solutions. 
To rerewf the Test Cmtn Hot 

Pick seal, a product or solution 
has to offer what InfoWorfd 
deems to be a stand out tech 
nology or set of capabilities 
that are unusually valuable or 
revolutionary compared to 
competitors. The product must 
also score at least satisfactory 
in all Report Card categories 
and receive a final score of 7.0 
or more. 



Report Card 



E-mail anti-virus software 



weightings 
Implementation 



J5% 



InterScan Virus Wall 3.0 

page 79 


Norton Antivirus for Internet 
Email Gateways 1.0 page to 


Trend Micro Inc. 
Cupertino, Calif. 
(800) 228-5651 
www.antivirus.com 


BOTTOM LINE 

8.0 


Symantec Corp. 
Cupertino, Calif. 
(800) 441-7234 
www.symantec.com 


BOTTOM UNC 

8.0 






Very good 1.2 


Very good 1.2 


As with Norton Antivirus, InterScan VirusWall's imple- 
mentation and installation process presented no 
problems. We simply installed it on a dedicated server 
and configured the email component, We entered 
the IP address of our SMTP server and edited the MX 
record in DNS to redirect e-mail to the InterScan 
VirusWall server. Once we completed these steps, the 
product was ready to take on its virus-detection 
duties. 


Getting Norton Antivirus up and running was a 
straightforward task. A wizard guided us through the 
process of specifying IP addresses and ports for our 
Scan, SMTR and User Interface servers. We then 
entered the IP addresses of all users at our location, 
and we were in business. One nice touch: At the end 
of the installation process, a support dialog box 
appeared with Symantec's virus hotline number 
along with the days and times of operation. 



Administration Very good 

25% 



2.0 Good 



1.5 



InterScan VirusWall provides numerous easy-to-use 
administration tools, including reliable scanning and 
notification tools. We set up scanning and notification 
options for the e-mail virus-detection component 
using the product's separate configuration pages. 
Unlike Norton Antivirus, InterScan VirusWall allows 
virus file signatures to be updated either automatical- 
ly or manually. 



Norton Antivirus' browser-based administrative tool 
allowed us to view mail activity on the Scan server 
and log files, as well as to configure settings Using the 
option tabs in the configuration utility, it was easy to 
set up e-mail scan preferences, action policies, and 
notification settings, and to assign a directory path for 
quarantine files. The one limitation of the file signa- 
ture update utility is its lack of an automatic file signa- 
ture update option. 



Virus detection Excellent 

30% 



3.0 Excellent 



3.0 



InterScan VirusWall passed our e-mail virus -detection 
test with flying colors by detecting and cleaning all of 
our e-mail viruses. The administrator, sender, and 
recipient received e-mail notifications upon detection 
of the e-mail virus along with a detailed description 
of the action taken. Also worth noting is the fact that 
InterScan VirusWall provides additional FTP file and 
Web download virus detect ion components that 
were beyond the scope of this Test Center 
Comparison. 



Norton Antivirus proved to be a solid e-mail virus- 
detection solution. It detected and cleaned our entire 
e mail virus suite with no problems. When Norton 
Antivirus detects a virus, notification messages can be 
sent to the administrator, sender, recipient, and any 
other specified individual via e-mail. In our tests, Nor- 
ton Antivirus sent notifications without fail to all of 
the parties we specified during setup. 



Documentation 

5% 


Very good 0.4 


Good 0.3 


The InterScan VirusWall Administrator's Guide is very 
well-rounded: It is technically detailed, graphical, and 
easy to follow. We especially liked the technology 
overview and the detail in which the e-mail detection 
component is described 


The User Guide to Norton Antivirus is a well-written, 
slim manual that provides enough information to get 
you up and running.The online help was more tech- 
nically detailed and thorough. 


Technical 

support 

policies 

5% 


Very good 0.4 


Very good 0.4 


Free telephone support on a toll-free line lasts for one 
year (6 a.m. to 5 p.m. Pacific Standard Time). 
Additional support is available via e-mail, fax-back, 
and the Web. InterScan VirusWall also has a money- 
back guarantee and a one-year warranty period. 


Symantec offers 90 days of free telephone support 
starting with the first call and a money-back guaran- 
tee. For round-the-clock support, you can purchase 
the PlatinumCare support package: you can also pur- 
chase pnority support on a per-incident basis. 


Technical 
support 

5% 


Very good 0.4 


Vary good 0.4 


Both of our anonymous support calls were answered 
immediately, and within a few minutes the appropri- 
ate technical support technician assisted us. We found 
the technicians to be knowledgeable and friendly, 
and they resolved our problems with ease. 


Both of our anonymous phone calls to Symantec's 
technical support center were answered promptly by 
knowledgeable and courteous staffers. Following a 
series of guided steps, our problems were resolved in 
no time. 


Projected Basic 
Ownership Cost 

75% 


Satisfactory 0.6 


Very good 1.2 


We based our scenario on 400 users over a three-year 
period, with virus signature updates. With InterScan 
VtrusWall priced at $21 per seat and update pricing 
based on 20 percent of the list price per year, our total 
Projected Basic Ownership Cost was SI 1,760. 


At $4,530, the Projected Basic Ownership Cost for 
Norton Antivirus is less than one-half that of Inter- 
Scan VirusWall. The cost is made up of $2,850 for the 
product itself and S 1 ,680 for three years of software 
updates. 



HOW WE TESTED 



The main goal of this Test Center Com- 
parison was to find an easy-to- manage, 
accurate e-mail virus-detection solu- 
tion to protect networks from the threat 
of viruses spread via e-mail. Although our 
primary focus centered on e-mail virus 
detection, we tested each anti-virus product 
in seven specific areas, including imple- 
mentation, administration, virus detection, 
documentation, technical support, techni- 
cal support policies, and Projected Basic 
Ownership Cost. 

IMPLEMENTATION. Our primary objective 
in this category was to capture the admin- 
istrator's overall experience implementing 
each anti-virus product. We evaluated how 
easy it was to get the products installed on 
our servers, paying careful attention to the 
level of expertise required and any remote 
installation options. To test this category, we 
followed the vendor's recommended instal- 
lation procedure while taking thorough notes 
of any problems we encountered and noting 
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how easy it was to integrate the product into 
our network. A score of satisfactory indicates 
that a product required a reasonable amount 
of time and effort in order to to get it up and 
running. 

ADMINISTRATION . Administration is a cru- 
cial category when it comes to anti-virus 
products. We set out to test how time-con- 
suming it is to administer each product and 
what level of technical expertise is required 
to do so. We asked several questions: How in- 
tuitive is the management interface? Does the 
product offer centralized management capa- 
bilities? What sort of actions are available to 
deal with a detected virus? Can you perform 
automatic online updates of virus file signa- 
tures? What kind of notification features are 
available? A score of satisfactory indicates 
that a product has basic but usable manage- 
ment tools. Points were added for additional 
administration utilities, and virus-detection, 
management, and notification options. 

DETECTION. The most important goal of 
this Comparison was to find products that 
would detect and protect our network from 
incoming and outgoing SMTP traffic carry- 
ing viruses. We assembled a suite of e-mail 
files with virus attachments, and we ran these 
against both of the products in our Compar- 
ison. The viruses we used in our test suite are 
a reasonable representation of the types of 
viruses to which corporations are susceptible 
these days. Our entire suite consisted of com- 
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pressed and compressed nested files; 
macro and file viruses; and Pkzip and 
other Zip formats. These gave us a good 
idea of the real-world capabilities of the 

Our test bed 



products to handle the most threaten- 
ing and the most likely virus formats 
to pass through the Internet e-mail 
gateway. 



DOCUMENTATION. We looked at the 
overall presentation, technical detail, 
and clarity of the information that was 
provided by each company. We scored 



In order to put the products in this lest Center Comparison to the test, we set up a networked environment with shared 107100-Base T Ethernet connections in 
addition to remote clients.Ihen we sent viruses attached to e-mail messages through our network to test the detection capabilites of each anti-virus software 
product.We also used our test bed to test other crucial technical areas, including implementation and administration. 



Remote 

client 



\ Internet < 



Firewall 



Anti-virus 
detection 
software 



1 



Clients 



1 
4 



Test bed components 

Firewall server 

Compaq Deskpro 4000 with 128MB of RAM 



Firewall software 

Microsoft Windows NT Server with Service Pad 3 
Check Point FireWalM 3 5 

Mail server hardware 

Hewlett-Packard NetServer LX Pro with 1 28MB of RAM 
Mail server software 

Microsoft Windows NT 4.0 Server with Service Pack 3 
Netscape Communicator Professional Edition 4.04 
Netscape Messaging Server 3.5 
Microsoft Internet Explorer 3.02 

E-mail anti-virus server hardware 

Compaq Proliant 800 with 1 28MB of RAM 
Dell PowerEdge 2200 with 128MB of RAM 

E-mail anti-virus server software 

Microsoft Windows NT 4.0 Server with Service Pack 3 
Microsoft Internet Information Server 4.0 
Microsoft Internet Explorer 3.02 and 4.0 

Client PC hardware 

Dell Dimension XP5 P166 

Client PC software 

Microsoft Windows 95 0SR2 
Microsoft Windows NT Workstation 
Netscape Communicator Professional Edition 4.04 
Microsoft Internet Explorer 3.02 



products based on the completeness 
and accuracy of the included docu- 
mentation. Products with additional 
information, such as tips and quick- 
reference materials, were awarded ex- 
tra points. Those lacking basic features, 
such as a table of contents, or that were 
unclear and incomplete were docked 
points. 

TECHNICAL SUPPORT POLICIES. This 

category evaluates a vendor's approach 
to important support 
issues. We looked at ► A survey of 
the length of time 100 InfoWorid 
that free support is readers 
offered, whether sup- revealed that 
port calls were toll- in their compa 
free, and other av- nies an average 
enues of support of 64percentof 
such as Web, fax- PC users have 
back, or e-mail. We access to the 
also looked at hours Internet, 
of availability for 
telephone support and whether or not 
free product upgrades were offered. 

TECHNICAL SUPPORT. We placed 

two anonymous phone calls to each 
vendor's technical support line and 
requested assistance with various tech- 
nical difficulties. Wait times, profes- 
sionalism, and completeness of an- 
swers were taken into consideration. 

PROJECTED BASIC OWNERSHIP COST. 

The Projected Basic Ownership Cost of 
a product combines the initial cost of 
the product, the cost of virus signature 
updates over a three-year period, and 
any additional cost for adequate tech- 
nical support backup, if necessary. 



InterScan VirusWall 3.0 



Trend Micro is a leading innovator 
in the anti-virus market, and this 
shows in this company's powerful 
InterScan VirusWall 3.0. InterScan 
VirusWall's strong administrative 
utilities and reliable e-mail virus- 
detection capabilities serve to strong- 
ly recommend it. (It also has 
dditional FTP and Web 
detection tools that we did not 
test for this Test Center Com- 
parison.) 

As with Symantec's Norton 
\ntiVirus for Internet Email 
Gateways 1.0, implementing 
InterScan VirusWall was a rea- 
sonably straightforward task. 
With a wizard guiding us 
through the implementation 
process, we selected InterScan Virus- 
Wall's e-mail component and in- 
stalled it. 

Next we chose DNS for e-mail deliv 
ery and entered the IP address for our 
SMTP-compliant server. Then we start- 
ed the InterScan VirusWall Configura- 
tion utility, registered, and updated the 
virtu signature files. 



Powerful administration 

InterScan VirusWall provides a solid 
set of administrative utilities to manage 
traffic between the LAN and the Inter- 
net. The tab-style configuration page 
made it easy to navigate through the 
e-mail component of the 
► Of 100/nfo- product, and the InterScan 
World readers VirusWall configuration con- 
surveyed, 52 sole allowed us to configure 
percent said many settings, such as log files 
that their and file signature updates. Our 
company first administrative task was to 
currently has set up our incoming and out 
anti virus going e-mail options. We en- 
capabilities at abled virus scanning for our 
the firewall. incoming and outgoing mail; 

additionally, we chose to have 
all attached files scanned and the deliv- 
ery of infected outbound mail stopped, 
and to notify both the mail sender and 
the administrator when a virus was de- 
tected. Our last SMTP configuration 
task was to designate the action to be 
taken on infected files. We chose to 
have all files auto-cleaned. 

InterScan VirusWall's e-mail detec- 



InterScan VirusWall Configuration 



Option Help 



Advanced Options | Log Fie j Pattern Update | Virus Encyclopedia 
SMTP Configuration FTP Configuration HTTP Conhguation 



Inbound Mail 

FEmr - r Forward marl to SMTP setvei at 


Outbound Mail 


Port: |25 


Op£ora 


P UseDNStodervermail 





Scan 

r? ii mad -in..-: 



r Fite SM thth e follo«ing e >d e n t ion. |? E COM HOC. SYS DRV.CMD.C 



W Warning to user's) I admmistralot@virus.com 



[Administrator. InterScan has detected wusf.es) n users* e-mail attachment 
W Warning to sender |Sendet InterScan has detected vvuslesl n your e-mail attach 

W Warning to recipient ]'^-civct IntciSc an ha. dr'cclpd viiuslei) in Ihe o-maJ attach 

P Safe stamp 
W Virus message 



llnteiScan tound this message to be virus tree 



Infected attachment is cleaned 



Action on viruses 

("Pass r Move <~ Delete 



Save 



<• Auto Clean 



OcJ on 



He* 



InterScan VirusWall's configuration utility allows scanning, notification, and 
action options to be individually set for each component. 




THE RISE OF E-MAIL 



The International 
Computer Security 
Association estimates 
that there are more 
than 50 million e-mail 
users worldwide today. 
The number of new e- 
mail users coming 
online has been 
increasing by more 
than 35 percent per 
year since 1992. 
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INFOWORLO ONLINE 



To read this Comparison 
online, go to 
www.infoworld.com 
and click on the Test 
Center button. 
Here you 
can also 
access the 
InfoWortd Test 
Center's archive of 
Comparisons, Analyses, 
Tech Spotlights, and 
Reviews. 



tion component did a great job com- 
batting the viruses in our test suite. 
Both e-mail virus detection and clean- 
ing went smoothly, and all viruses in 
our test suite were detected. Without 
fail, administrators, senders, and re- 
cipients received e-mail notifications 
when a virus was detected, along with 
a description of the virus and action 
taken. 

As with Norton Antivirus, we re- 
ceived top-notch technical support 
when we made two anonymous calls to 
Trend Micros support center. This type 
of support is crucial when it comes re- 
solving technical problems relating to 
such a serious security issue as the 
threat of network invasion by poten- 
tially harmful viruses. 

InterScan VirusWall lost to Norton 
Antivirus in just one of the seven cate- 
gories we tested — Projected Basic 
Ownership Cost. The three-year project 
cost of ownership is a hefty $1 1,760. 
This sum is made up of $21 per seat per 
year (our scenario was based on 400 
users, giving us a total of $8,400), and 20 
percent of the list price per year for 
upgrade insurance, which is free in the 
first year. Although this amount is more 
than twice the cost of Norton Antivirus, 
InterScan VirusWall comes with two 
additional compo- 
► Of 100 nents — FTP file and 
InfoWorU HTML virus detec- 
readers tion. (We did not test 
surveyed, 83.5 these for the purpos- 
percentsaid es of this Compari- 
their company son.) The FTP utility 
has taken mea- is used to scan F TP 
sures to protect file transfers that are 
desktop PCs being downloaded to 
from viruses. the local LAN, and 
the Web component 
scans both HTTP and browser-based 
FTP file transfers for viruses. 

InterScan VirusWall can be further 
strengthened by purchasing it as part 
of the InterScan Content Management 
Suite. In addition to InterScan 
VirusWall, this suite includes a policy- 
based content-filtering product called 
InterScan eManager. InterScan eMan- 
ager provides a number of utilities, in- 
cluding spam filtering to stop junk e- 
mail; an e-mail content filter to stop the 
distribution of sensitive or inappropri- 
ate information; and a component to 
reschedule the delivery of e-mail with 
large attachments. 

InterScan VirusWall proved itself to 
be a solid e-mail anti-virus solution 
that will stand up to the growing bom- 
bardment of potentially harmful traffic 
on any network. 
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How virus detection works 



E-mail message 

An infected file attached to an e-mail 
message is the most common virus 
carrier on the Internet today.File and 
macro viruses are the most common 
file formats, in addition to viruses 
residing in compressed files, Binhex, 
Uuencode,and MIME formats. 



FTP file 

FTP downloads are another point of 
entry into a network for damaging 
viruses. Although we did not test it 
for this Comparison, we show an 
example here of how an FTP 
detection component works. 



Web file 

Web page transfers with attached 
viruses or hidden malicious Java or 
ActiveX code are an increasing threat 
in the spread of viruses. Although we 
did not test it for this Comparison, we 
show an example here of how a Web 
detection component works. 




Each component of 
anti-virus software 
scans each file and 
compares its file 
signature to the file 
signatures of viruses 
contained in its 
internal database. 



If the file is not 
infecTed, it is delivered 
to the client, 



3 If a virus is 
detected the a nit- virus 
program can perform a 
number of actions and 
alerts as specified by 
the administrator. 



E-mail anti-virus 
detection software' 



Virus database 

I 

Virus detected 

I 

Options 

Actions 

•Refuse e-mail 

•Strip attachment 

•Send to a specified directory 

•Forward to mail server 

Alert 

•Sender 

•Recipient 

■Administrator 

•Specified individuals 



Management 
console 



FTP anti-virus 
detection software' 

O 

Virus database 



Virus detected 



"1 



Options 



o 



Action) 

•Delete 
•Clean 

•Continue delivery 

•Send to a specified directory 

Alert 

•Sender 

•Recipient 

■Administrator 

•Specified individuals 



r 



Web anti-virus 
detection software' 



Virus database 

I 

Virus detected 

I 

Options 

Actions 

•Halt tile transfer 

■Delete 

•Clean 

•Continue dHivery 

•Send to a specified directory 

Alert 

•Sender 

•Recipient 

•Administrator 

•Specified individuals 



Mail 



m4 ftp H 4| 



Web 

client 



Clients 



^ 1^ 4^ 



1 



1 Ann virus software can also reside on the mail server itself, but this will probably haw a negative effect on the mail server's performance 

2. FTP anti-virus software can reside on a dedicated server along with other antvvirus components or on the FTP server itself. In this case we show the FTP software on a dedicated server. 

3. Web antivirus software can reside on a dedicated server along with other anti- virus software or on the Web server itself. Performance rs probably enhanced if the antivirus software is installed 
on the Web server In this case we show the Web detection component on adedkaled server. 



Norton Antivirus for Internet Email Gateways 1.0 



Symantec's Norton Antivirus for 
Internet Email Gateways 1.0 is 
the perfect product for network 
administrators in search of a reliable, 
relatively inexpensive e-mail anti-virus 



solution. With Norton Antivirus, Sym- 
antec provides robust e-mail detection, 
useful administrative tools, and com- 
prehensive technical support — all at a 
price that won't break the bank. 



We encountered no problems imple- 
menting Norton Antivirus. A wizard 
guided us through the process and be- 
gan by automatically detecting the 
Norton scan server IP address and port 



number. After entering the IP address 
of our SMTP server, Norton Antivirus 
detected the appropriate port number. 
We then entered the IP address and 
port number for our User Interface 
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Server, which also resides on the scan 
server. The User Interface Server has an 
HTML interface, and from here we 
were able to change our settings from 



required to enter the I P addresses for all 
users within our site. 

To configure the Norton Antivirus 
notifications feature, we entered the 



any network workstation. We were then SMTP server's IP address and port 



Central | mtomlng | Outgoing [quarantine | Alerts [Activity Log 

P Process P^S levels deep in email 



R Withhold entire email on infected or refused attachment 
D Inform sender of infected or refused attachment 



C Refuse all attachments 
<~ Donl refuse any attachments 
f* Refuse some attachments 

I - Refuse Java attachment 

I" Refuse attachments with these extensions [~ 



Scan all attachments 
t" Donl scan any attachments 

*~ Scan attachments with the following extensions only | 
<~ Scan all attachments except the following [~ 

iRepoir *r] infected attachments 



Sove | Reload [ Help | 



Norton Antivirus for Internet Email Gateways' configuration utility allows 
administrators the flexibility of establishing different policies for incoming 
and outgoing mail. 



number. When a virus is detected, Nor- 
ton Antivirus sends an alert to the ad- 
ministrator via the SMTP server. In ad- 
dition, Norton Antivirus can send 
e-mail virus alerts via the SMTP serv- 
er to the sender, recipient, or any other 
specified individual. 

Update drawback 

We found Norton Antivirus' adminis- 
tration utilities easy to use and config- 
ure. We swiftly navigated through the 
operation settings using the product's 
Web interface. Norton Antivirus has 
five main administration components: 
Statistics, Quarantine, Activity Log, 
Configuration, and Live Update. The 
two-panel design of Statistics allowed 
us to view server and virus database de- 
finitions, and enabled real-time moni- 
toring of incoming and outgoing traf- 
fic. Quarantine is a directory in which 
administrators can safely store suspect 
e-mails that have been withheld from 
delivery, and we could view server 
events on the Activity Log page. From 
the Configuration page, we defined our 
incoming and outgoing e-mail pro- 
cessing policies and notification alert 
messages. One item that we found to be 
an administrative drawback was the 
manual file signature updating process. 



This added responsibility is probably 
something network administrators 
could do without. In contrast, Trend 
Micro's InterScan VirusWall 3.0 pro- 
vides an automatic update option that 
allowed us to preset our file signature 
settings. 

In the all-important detection cate- 
gory of our tests, Norton Antivirus 
performed admirably. It proved to be 
a solid e-mail detection solution, and 
it success! ully detected and cleaned 
all of the e-mail viruses in our test 
suite. When viruses were detected, the 
senders, recipients, and administrators 
were all notified, without exception, via 
e-mail. Notifications included a de- 
scription of the virus and the action 
taken to combat it. 

The three-year Projected Basic Own- 
ership Cost of Norton Antivirus is 
a relatively low $4,530. This amount 
is made up of a perpetual license of 
$2,850 and a three-year software up- 
grade insurance total of $ 1 ,680. 

Overall, Norton Antivirus provides 
reliable e-mail detection utilities, in 
addition to effective administrative 
tools that are easy to use and configure. 
We would also like to see automatic file 
signature updates to help lighten the 
workload oi administrators. 




Do you have questions 
or comments about this 
Test Center 
Comparison? If so. 
please contact John 
Brodetick at 
john_ broderickrS'info 
world.com. Letters may 
be considered for publi- 
cation. 



Renew Your Spirit. 
Or Your InfoWorld Subscription 



[www.i wsu bscri be.com] 




Make sure you get exactly what you 
want out of life. Like your InfoWorld 
subscription. The one with your 
name on it Renew with a quick visit 
to our Web site. Or receive an 
application via fax by dialing (402) 977- 
5064 from your fax machine. 
(You're probably starting to feel better 
about it already.) 
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800-250-9122 



M-F 8am-8pm EST.or online at 



www.avmarketplace.com/infocus 



BRIGHT, PORTABLE, 

AFFORDABLE 




INFOCUS LP425 

At just 6.8 lbs., it's easy to take anywhere with its own ultra-compact carry case! 700 lumens 
of brightness mean you don't have to dim the lights. True SVGA (800 x 600) resolution to 




(1024 x 768) to match your laptop. Includes FREE carry case, 
DLP 



UL 

■ in* *;«««■. i r: 



INFOCUS LP725 

Super light to transport at just 12 lbs. 750 lumens means you can present with the 
lights on! True SVGA (800 x 600) resolution. Includes an intuitive remote control for effortless presentations. 



$5999 msrp Price 



$4199 



Featuring 



$8499 msrp Price 



$4799 



ffiFocus 




MORE NAME BRAND PROJECTORS AT INCREDIBLY LOW PRICES! 




SONY 

SONY S600U 

Bright and Powerful Performer. 

Carry persuasive power in this rugged SVGA 
(800 x 600) portable. 650 brilliant lumens. 
Built tough for the road at 12 lbs. yet styled for 
the boardroom. g^. CQCnfl 

$5990 msrp Price 0U93 



WE WILL NOT BE 
UNDERSOLD! 

30 DAY MONEY 
BACK GUARANTEE 



PROXIMA* 

PROXIMA LSI 

Powered To Go With 
Frequent Flyer Portability! 

High resolution SVGA (800 X 600). Bright, 
bold 600 lumens. Super light at only 8.4 lbs. 

our $^299 



EPSON 



$5999 Price 



rmww \ 

EDITORS' 

P0WERLITE 5500C choice 

True SVGA (800 x 600) projector that's fully 
compatible with XGA, SVGA and VGA. 
Only 9.4 lbs. Hi-bright 650 lumens. 
Built-in 3D sound adds sit-up-and-take- 

iur $4799 



$7499msrp Price 



FREE 



All projectors include 
FREE 2 Year Warranty and 
FREE Road Warrior Survival Kit! 



Marketplace 

"Limitations may apply. Offers subject to change without notice 



NEC 

MULTISYNC LT80 

The Premier Solution For On The Road 

True SVGA (800 X 600) resolution compatible 
with all laptops. Take it anywhere with ease at 
only 9lbs. Powerful 600 lumens. Includes 
FREE carry case. C/il^Q 

$5995 Price 41 f O 



Call today for projectors 

AS LOW AS 

$1995 



LEASE 

a multimedia projector today 
FOR AS LOW AS 



$129 



per 
month 



Sales ■ Rentals • Leasing Repair Loaner Units All Major Brands ■ Educational and Quantity Discounts • 1-800 Tech Support l&J Hi "sSSl E3 ups 

Toll FREE 800-250-9122 M-F 8am-8pm EST.or online at www.avmarketplace.com/infocus 



Save with these value-priced CD-ROM file servers! 

EXCELERATOR 

CD-ROM SERVER 




frnJ 



Network Ready Plug and Play 
Windows NT 
Unix (NFS) 
Netware 
Intranet RnHnrt 

• Plug and Play for Ethernet and Token Ring LANs. 

> Exceierator appears as native NetWare, Windows NT, and NFS Web Server 

• File Server independent, requires no software or server resources. 

• Simultaneously supports NetWare, NT. NFS and HTML. 
' Up to 14 CD 'DVD discs appear as a single drive letter 



Rack Moun 

CD-ROM SERVE 

Enterprise CD-ROM Server 
ProLiant Rack Mount 



COMPAQ. ProLiant Rack Mount Server. 

56 online CD-ROM Discs expandable to 2S0 Discs 
Supports CD and DVD Discs 
Windows NT or Netware included 
Compaq 19" Rack Mount Cabinet with slide rails. 
Plexiglass door 

Disc Cache for Fastest 66X Speed Performance 
Complete 56 Disc CD-ROM Server starting at . . 



visit our updated web site for 
pricing and other CO-ROM products 

www.excelcdrom.com 




COMPUTER 



888-286-6092 



Year 2000 
BIOS Enabler. 



>olve Tomorrow 
Problem Today. 



From The Makers of 
AMIBIOS 

1 Complete Year 2000 
BIOS Solution for 
PC Compatibles 

• Works with any BIOS 

• Monitors Date and 

Time with 
No Interruptions to 
Other Functions 

To Order Online 
Contact: 
www.ami.com/y2k 

or Call: 
1-800-82H-9264 



^AMI2000 




SB* 



Everyone hosts 
@ Hiway. 



$15.95 for 
ExpresStart" 



Full features 
from $24.95 



E-Commerce 
from $34.95 





There are as many reasons to have a Web site as there are 
Web sites. But there are some things everyone wants. 

"/ want it to be easy." With Hiway™ you can order online now. and be up 
and running right away. 

"/ want it to be fast." Hiway uses the fastest equipment available. 

"/ wont ft to be reliable." Hiway guarantees 99.9% reliability. We employ 
redundant servers, uninterruptible power, and 24x7 technical support. 

"/ want it to be affordable." At just $15.95 per month, Hiway's new 
ExpresStart service puts a Web site within reach of everyone. 

With a full range of hosting plans, and the most extensive feature set in the 
industry, there's a reason for everyone to host at Hiway. Order online at 
www.hiway.com 



Features 



/ 30 day money-back guarantee 
/ Six T3 lines to diverse backbones 
J 99.9% uptime — guaranteed! 
/ Windows' NT hosting available 
/ 24x7 multilingual support 


/ Email included at no extra cost 
/ Accounts set up in a few hours 
/ Domains registered within hours 
/ One month free with 6-month 
contract for Plan 1 and above 


Hiway hosts over 1 00,000 customers 


just $|5.95 amonth 

(6-month contract plus one-time setup fee ) 


Reseller Opportunities Available 



Hiway 

Technologies 

THE WORLDWIDE LEADER IN WEB HOSTING 




v" 



The worid 
leader in 
FrontPage* 
hosting 



(800) 339-HWAY WWW.hiway.com (561) 989-8574 

S 1 998 Hrway Technologies, Inc Htway Technologies and the H*w*y Technologies logo are registered trademarks and Hiway 
and ExpresStart are trademarks of Hiway Technologies, Inc. All other trademarks arc of their respective holders 



NFOMARKET • HARDWARE/INTERNET RESOURCES 



www.infoworld.com JANUARY 25, 1999 INFOWORLD 83 




One Sweet Looking Deal! 



Three Sweet Looking Products 



Exceptional Pentium Performance 
Platform & operating system independent. 
Network plug-anc^play servers. 

Plan Ahead! Fully expandable systems to meet your storage needs now and in 
the future. 

Provides access to hard drive storage at a significantly lower cost and greater 
ease-of use than PC based file servers. 

Connects directly to the network with plug and play thin-server technology for 



access via Unix or Windows clients. 

With Boffin s Kwlk products, adding storage to your network has become as 
simple as plugging in a light and turning it on. 
These products attach to a 10/100 BT Ethernet LAN. 

Device management and configuration are accessabte by using Internet Explorer 
or Netscape, running from either Unix or Windows clients. 
User name and password protection ensures proper access. 
' Also available in Rackmount, 4, 7, 14. 14 tall and 28 Bay cases. 



Now Offering a New Leasing Solution to fit your needs! 




KwikSTOR allows you to add extra storage space 
without the problems of installing, operating, and 
troubleshooting a PC based file server. 

KwikSTOR offers greater storage expandability without 
continually needing more operating system licenses, 
monitors, etc. 

By using KwikSTOR for your storage needs, your 
existing file servers will have more capacity to run the 
applications you have dedicated to them. 

Supports Mirroring (RAID 1). 



KwikRAID solves the traditional problems 
associated with connecting RAID storage to 
existing PC bases file servers. 

KwikRAID attaches directly to any 10/100 BT 
network with a simple RJ45 connector. 

KwikRAID supports a high number of concurrent 
users while ensureing the highest level of security 
and reliability. 

RAID Levels 0. 1. and 5. 

Hot Swapable drives, fans, and power supplies. 



- A complete CD-ROM sharing solution, KwikDISC 
allows multiple users concurrent access to over 170 
CDs worth of information. 

KwikDISC Is superior at finding information with 
average seek times of less than 10 milliseconds - 
10 times faster than average CD-ROM dnves. 

Caches CDs to Hard disc at about 1 Megabyte per 
second while remaining comptetty transparent to 
the end users. 

15 to 1714 discs in a 7 Bay tower. 



Call US for other configurations and prices on our wide selection of Storage Products! 



www.boffin.com 

The Corporate Source for Thin Servers 



Call Boffin for all your Storage Solutions 

1-800-248-5328 





LCD Projector Brands: Epson, InFocus, Lightware, Mitsubishi, Panasonic, Proxima, Sanyo, Sharp, Sony, Toshiba 



M 



Bright Projectors? 



te-of-the Art Technology? 



Unbeatable Prices? 



24-Hour Technical Support? 

Absolutely. 



Factory Trained Technicians? 
the best in the industry. 



So Why Call ADTECH? 



See our full line of LCD projectors and our wide 
selection of used, closeout, demo and B stock 
projectors on our web. 

www.adtech-sys.com 




use is the perfect 
to Epson's long line 
nding projectors, 
ethe price. 






ADTECH 

Tpower you f presentations 
ALES • RENTALS • LEASING 

00-419-00Z3 

Tel: 508-358-0077 - Fax: 508-358-0066 



84 INFOWORLD JANUARY 25, 1999 www.mfoworld.com 



INFOMARKET • HARDWAR 

Copyrighted material 



Name Brand Projectors at Discount Prices! 



TOSHIBA 



$4622 

A complete, go anywhere 
presentation system 
600 ANSI lumens 
XGA 1024x768 
resolution 
Video, PC 
and Mac 
capable 




TOSHIBA 



G3 



$6622 

• Integrated Document 
Camera projects printed 
materials and 3-D images 

• 1024x768 XGA 

• 2 to 25-foot 




image size 
600 ANSI 



HITACHI 



CP-S830 

$3222 

Full featured mobile projector 
weighs only 1 1 lbs 
500 ANSI lumens 



SVGA 800 x 600 
resolution 
1 50W Ufa 
High Bright 
ness lamp 



SIP 



• We'll match any price* 

• Money-back guarantee 

• Huge inventory of top brands 

• Overnight shipping available 
on all projectors 

• Volume discounts 



Fed m v '" 

H^niuri r-*7r fr** **»» tt I ,*»!>■> tin 




CALL TODAY! 1 • 800 • 843 • 6497 

Visit our website at www.projectiendirect.com 



AMC CUSTOM CD-ROM TOWERS - YOU CALL, WE BUILD! 



CD-ROM 
SERVICES 

AMCllS 

AMC's Imaging 
and Information 
Services division 
can provide: 

• Mastering 

• Copying 

• Duplication 

• Printing 

• Packaging 

• Silk-screening 



888.454.0100 




AMC's custom-built CD-ROM 
and DVD towers are always a 
great value, but now you can 
save hundreds of dollars while 
adding virtually unlimited 
storage capacity to your 
workstation or network! 
Call AMC today for your own 
custom storage solution! 



Our Axis StorPoint equipped towers allow instant 
network connectivity to most networks. Server 
administration is accomplished via simple interactive 
HTML pages imbedded inside the CD tower, 
eliminating the need for additional drivers or 
software. Add virtually unlimited storage 
capacity without shutting down your server! 

AMC offers complete "Soup to Nuts" 
CD-ROM and DVD storage solutions, 
including recorders, duplicators, towers, 
jukeboxes, software, services and much, much 
more. 

Call AMC today to see how you can add instant 
storage, software distribution, database archival 
and much more for literally nickels and dimes per startl "f. 
megabyte. 



&Nakamichi 




m 



SCSI CD-ROM drives are available from 
several quality manufacturer*, unit as 
Plextor. Toshiba and Nakamicbi 



AMC carries product* from thes 
and other fine manufacturers; 



7-CD Toshiba 32x SCSI 

7-CD Plextor 32x SCSI 

35-CD Nakamichi 16x SCSI . 



■Mrtttl-4 .i 
tfJMrfW (I 

Rrstllcr/VAR intfuirm nvltame' 



*1,199 
M.799 
*1,999 



MCM 
PRIMERA 



YAMAHA' 



HtdiaFOflM 



TOSHIBA 




www.iwm.amc-direct.com 



and most Reliable Repair Service. 



24/7 Lifetime Support 

Factory-certified technicians available 
online or by phone every day of the year. 



Best Trained Staff 



Every BOXLIGHT team member 
\ 1 has hands-on experience with 
* every product we sell. 



Priority Repair Service 

Turnaround time that's less than half of the 
industry norm with a full 1-year guarantee. 

call 1 .800.21 6.3396 

www.boxlight.com/infoworld/ 



All major credit cards accepted. 

Monday- Friday 6am-5pm PST Purchase order accepted with O.A.C. 
Prices euDfecl lo change. Quantities may be limited to stock on 
hand. Money-back guarantee does not apply to resellers and special 
orders Price does not include sales tax. Call lor complete details I 

J"" "*.! C "'^ MT k ' os ° "7 ,c8l *,f M ""Tr"* H The.Presentation Company" 

BOXLIGHT Corporation All other marks are the properly of the« p r- i 



BOXLIGHT 

!■ tnhu 



Government: 800.497.4009 • Education: 800.689.6676 • International: 360.779.7901 
Resellers: 800.736.6956 • Rental: 800.736.6954 • Fax: 888.353.4242 



NFOMARKET • HARDWARE 



www.infoworld.com JANUARY 25, 1999 INFOWORLD 85 

Copyrighted mater 




Microsoft Certification? 



NEW 

TEST ENGINE 
on CD ROM! 
Order and 
download product) 
TODAY? 



Meet Your Guide. 




The path to Microsoft Certification is a tricky one. 
What you need is direction. Jack and the 
Transcender team of exam simulation experts can 
lead you through the short cuts, switchbacks and 
treacherous pitfalls of the Microsoft exams. Pass 
our exam and fail to pass Microsoft's and we'll give 
you your money back. Guaranteed.* 

Transcender. America's #1 Exam Preparation Software. 

° Realistic MCSE & MCSD Questions *> Detailed Answers & Explanations 

° From $ I 29 - $ I 79 ° Citations to Microsoft* References 

° Money Back If You Don't Pass Guarantee 1 • Predictive Score Reports 
www.transcender.com 
To order call Jack @ (615) 726-8779 or fax (6 1 5) 726-8884 
242 Louise Ave.; Nashville.TN 37203 



■ Coi> Aa p ■ ^ 



i q i si M nrW 



Don't Forget the Basics of 
Systems Administration. 

Use telnet server technology to manage your machines over 
LAN/WAN and the internet. 



Proven, 



Reliable. 



Telnet. 



InterAccess TelnetD Server allows multiple users from any telnet 
client to access NT and remotely run console/character mode 
programs simultaneously. Turns NT into a multi-user system. 
1 -800-224-1 675 pragma@pragmasys.com 



ULYST'S 

Choice 



FREE Download! 
www.pragmasys.com 



rasma 



System* Inc. 



FINALLY, 

hard drive 

& DIAGNOSTICS 



CLONING 



in 



your 



HAND 




Image MASSter 

Oooo Solo 



Load Windows 95/98, 
NT or any software 
in seconds! 

Connect directly to HDD or 
through computer parallel port! 

Test, diagnose, and repair hard 
drives with ease! 

Larger 2-16 drive systems and 
network cloning software also available 





Intelligent 
Computer 
Solutions 



818.885.7500 
www.ics-iq.com 



LIMITED TIME 

SPECIAL 
ONLY $795! 



Try Our Proven 
Training... 

ForeFront Direct offers you the 
fastest and easiest way to pre- 
pare lor I f certification Our Self- 
Study computer-based training 
courses provide a learning envi- 
ronment that's unmatched by 
traditional classroom and video 
courses. To prove it, we're offering a Wee demo disk 
of our CBT courses to LI professionals who call today 

Open the Door to New Job Opportunities 
Raise Your income 

Gain Valuable New Skills. Knowledge and 
Recognition 

Study at Your Own Pace 
Interactive Hands-on Exercises 
Receive One-on-One Training Consulting 





Gel .CSE + Internet Certified. ..FAST! 
Provides everything you need to pass Microsoft's new 
MCSE+lnternet exams. Gives you the skills lo enhance, 
deploy and manage sophisticated intranet and Internet 
solutions that include a browser, proxy server, host 
servers, database and messaging/commerce compo- 
nents. Microsoft codeveloped. 
Also Available: MCSE Self-Study Course 

<3SS> 

Get Cisco Certified... FAST! 

The Cisco Self-Study Course gives you training based 
on Cisco's ov/n classroom courses. Learn to Install and 
maintain Cisco routers, as well as understand their role 
m intranet and Internet technologies This course fulfills 
the ICRC, ITM and ACRC requirements for the Cisco 
Career Certifications program Cisco codeveloped. 



Get A- Certified...FAST! 

Getting A* Certified will help open the way to further 
advancement in the high-tech industry. The A» Certifi- 
cation Self-Study Course" gives you ail the technical 
material, knowledge and interactive exercises you need 
to pass the exams and excel in today's competitive PC 
repair marketplace. 
Also Available 

• MCP • CNE • MCSD • Java 

• CNA • UNIX • Visual Basic 

• Novell CIP • Visual C*t 

■ Intro to Networking • C+» • COBOL 

• Web Master • Office 97 

• Intro to PC Repair • And More! 



IT. Professionals Call Now to 
Get Your FREE Demo Disk! 



ForlTront 



ecr 

A CBT Group Company 

25400 US Hwy. 19 N , »285 • Clearwater. FL 33763 
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Hot new books on the 
upgraded suite of 
Visual Studio tools. 

Whether you're a new user 
of the Visual Studio tools 
or you need a guide to 
the upgrades, IDG Books 
Worldwide has a book for 
every level to help you heat 
up your Web and Windows 
applications. 



secrets 



Titles Available: 

Tt«h Yourtrir Vhual Bawi" 6 — $29.99 
Visual Basic' 6 Database Programming — S49.99 
Visual Basic' 6 For Dummies' Quick Reference — $14.99 
Visual Basic' 6 For Windows For Dummies' — $29.99 
Visual Basic' 6 In Plain English — $24.99 
Visual B«sic' 6 Secrets' — $59.99 
Visual Basic' 6 Master Reference — $69.99 
Visual C*V 6 Bible - $49.99 
Visual C**' 6 For Dummies' — $29.99 
Visual C**' « For Dummies' Quick Reference — $14.99 
Visual InterDev' 6 Bible — $49.99 
Visual InterDev" 6 For Dummies" — $29.99 
Visual J*-*' 6 Secrets' — $49.99 
Visual Studio' 6 For Dummies' — $29.99 
Visual Test' 6 Bible — $49.99 




Available at your favorite 
bookseller or directly at 
800-762-2974 or visit 
www.idgbooks.com 



For information on corporate 
volume discounts call 800-434-3422. 




Ihf IDC Booki Wtvldwdc loqo n a t>*dnwt und« ocliow Intro* to 100 Book WortoirloV. Uk Iim iMarnaoonal Ma Croup, In. 
The ...fet Ownintet logo -i a tiadrwwk and . For Dummn and Wcirti ait rtfiiimd li . • . . uf IK Boot) *!...!. Ire Mi olS*» 
t'adrmiht ait tfw property c* U*i' mfcclnv owntn 



IDG 



■ 
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PROJEC 

Name Brand Projectors at Discount Prices! 



■ ■ ■ 



PowerLite 5500C 

Call Today for 
Current Low Price. 

• Portable projection thai packs 

a powerful 650 ANSI lumens 
» 3-LCD design and tru e SVG A- 

800 x 600 pixels 
» Featherweight 

9.4 lbs with on 

ulfracompact 

body 




EPSON 



PowerLite 7300 

Prices Dropping 
Call Us Today. 

1 200 ANSI lumens powerhouse 
Superbly portable at 1 3.8 lbs 
Striking XGA 1024 x 768 image 
resolution 
Connects 
easily with 
your integra- 
ted systems 



1 024 x 768 image 

4sf 



EPSON 



PowerLite 5300 

Call for Today's 
Lowest Pricing. 

Boasts 1 200 ANSI lumens 
Superbly portable at 1 3.7 lbs 
True 800 x 600 
SVGA resolution , 
and 350:1 
contrast ratio | 
for crisp, 
clear images 



1 f ' ■'/ i i ( f r 1 r 1 



00 M 



• We'll match any price' 

• Money-back guarantee 

• Huge Inventory of top brands 

• Overnight shipping available 
on all projectors 

• Volume discounts 



MIMIC*: 



<d MmAmI *••* AM apply M***** 

■■««••:-. », IVUMpu Mb 



.Presentation Services 



1 million presentations, .^r^ 
1 thousand products. IK***/' 
1 direct source. m\0$*l 




1 BClDXLIGHT. 



Turn-Key Presentations 



and the BOXLIGHT Meeting Center. 





Your company's 
presentations are 
important, and 
you can hone 
your skills. 

Boxlight Academy 
offers 

presentation 
training from the 
presentation 
experts. 

From hands-on 
lab classes in 
advanced 
PowerPoint® skills 
to presentation 
delivery and 
speaking training, 
we can help. 



Look for Genigraphic's imaging 
services inside Microsoft® 
PowerPoint® and order your 
presentation visuals right from your 
desktop for overnight delivery. 

Microsoft PowerPoint 




AS K US ABOUT 
NA TI0NWIDE 
RENTALS'. 



j State-of-the-Art Projectors 1 


at a Great Price. 









One-on-One Support 




CALL TODAY! 1 • 800 • 843 • 6497 

Viiit our website at www.projectiendirect.com 



j and most Reliable Repair Service. 

call 1.800.216.3396 

www.boxlight.com/infoworld/ 

All major credit cards accepted. 

Monday-Friday 6*nvSpm PST Purchase order accepted with O.A.C, 
Prices subject to change Quantities may be limited to stock on 
hand Money-back guar ante* does not apply to resellers and special 
orders. Price does not Include sales tai Call for compksie details. 
BOXLIGHT and I he BOXLIGHT logo are registered trademarks ot 
BOXLIGHT Corporation. All other marks we the property of their 
respective owners. 

Government: 800.497.4009 * Education: 800.689.6676 * International: 360.779.7901 
Resellers: 800.736.6956 • Rental: 800.736.6954 • Fax: 888.353.4242 
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Increase The Efficiency 
of Your HelpJDesk! 



Track-It!: Your 
all-in-one help desk 
software tool! " 



* Free 
pemo! 



Help Desk 




Track-It! software 
for Windows 
NT/98/95 includes 
tightly integrated 
modules for: 

• Help Desk 
• PC Inventory 
LAN/Y2K Audit 
Web Support 
Reporting & 3D Graphing 
Purchasing, Knowledgebase 
and more 

Download a fully-functional demo at ww wiblueocean.com/IWDElVIO.htni 
Request a CD by calling 813-977-4553, faxing to 813-979-4447 or writing: 
Blue Ocean Software, 15310 Amberly Drive, Suite 370. Tampa, FL33647 
When calling or faxing, ask for the "IWDEMO" 



Client/Server & Web Development 



Pacific Data Management creates custom workgroup 
and enterprise-wide client/server solutions. We 
employ today's most powerful databases and a full 
range of front-end tools to provide traditional and 
web based solutions. Let PDM help you manage your 
complete intranet and extranet RDBMS needs. 



• PowerBuilder* 

• Visual Basic® 

• 4th Dimension® 

• Java's/ActiveX"* 



• Oracle® 

• MS SQL Server® 

• Sybase® 

• Web Clients 



Some of our custom systems include: 

■ Sales Automation 

- Contact Management 

■ Real Estate 

■ Customer Service & Tech Support 

- Manufacturing (MRP BOM. P0| 
• Protect Tracking 



Invoicing & Accounting 
Hi.r : i H,-,,iun ,■. 

Time Billing 
Training & Scheduling 

r.'-. --,-„-.-.— 
Document Managemeni 



Contact us tor a tree consultation. , 
Pacific Data Management, Inc 

(800) 220-6430 www.pdm-inc.com T 



PDM 



* level of expos 



. "■■nrM 

fctw. h,gh HiycldMtiiJ 



It your company offer, 

,; o Tr ,c "»~ r*tS 

~ mm ' P»<«rfuJ buyer* fa lht 
corpor.ro market 

Call your ,„fo M , rkt , A 
Manager today. 

1 -800-227-8365, ext. 5294 

Jllnfo Market 



P*c InfoWortdL , 




J LIJ ' J L ':aWv' X —1 m L rk. 



with a single Keyboard/ Monitor, Mouse 
Keyport 2000 with LCD or... On-Screen 



1. 



KtVPORT ZOOO 



Itt'liiibilit* at the right prirt\ 




Si X> MM £iJZ-J^X±}. 



Iches, racks, LAM furniture 




Phone 
(516) 981-3311 



•I 



www.connect-tek.com • 153 TRADE ZONE DRIVE • RONKONKOMA, NY 1 1 779 • FAX (516) 981-3828 



Matrix KVM Switching. 
Simplified. 



Demand Raritan. 



Raritan 



Call toll free 

1 -800-724-8090, X92, 

or visit us online at 
www.raritan.com 

Phone: 732-764-8886 Fax: 732-764-8887 
E-mail: sales@raritan.coni 




£ti I 1 \\\\ 



-H 





Get a hands-on demo at: ComNet, Washington, DC, January 26-28, Booth #3331 
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MANAGE 1,000 SERVERS 

from 4 or more KVM stations 




■ ■■■■■■■■■■■■■! 




■■■■lain* 1 - 

■■■■■■■■■■■■nriHf i 
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ON-SCREEN 
DISPLAY 
TECHNOLOGY 



•ri»iiu>:aiii 



■■■■■■■■■■■■■■■■■■■■■i 



EXPANSION CABLES CONNECT ULTRA MATRIX 
FROM I TO l.OOO COMPUTERS! 



Rose has done it again! The uitraMatnx 

is a keyboard-video-mouse (KVM) switch that has 
all the features, is the simplest to use, and costs 
the least. 

caii 800-333-9343 for your catalog 




Simultaneous access from 4 or more KVM stations 
Supports multiple platforms: PC, Sun, Unix, others 
Full keyboard and mouse emulation for automatic 
booting 

Expands easily with plug-in cards 
Sleek on-screen display simplifies user interface 
Innovative cabling system makes installation 
clean and easy 

Uses less rack space than other switches 
Security, access groups, user profiles, status 
screen, flash memory, and more 




Rose has been providing innovative solutions since 
1984. We have a complete line of KVM switches for 
. server rooms, classrooms, desktops, and other 
uses. Ask us about our KVM extenders using 
coax or twisted pair. We also have an extensive 
line of serial and parallel data switches. Call us 
today to discuss your application. 



GROW WITH 
ROSE PRODUCTS 




WWW.ROSEL.COM 









Aerospace/Military 



USA Office: 



Computer Room 



Plant Control 



Trading Room 



Control Consoles 



Class Room/Corporate 



10707 Stancliff Road Houston, Texas 77099 Phone 281-933-7673 Fax 281-933-0044 
UK Office: Phone +44 (0) 1264 850574 Fax +44 (0) 1264 850529 

1999 ComNet New Product Achievement Award Nominee 



Cop; 



Take back the lost Space 
in your Server Room! 



Your server configuration is expanding at an incredible rate. However, your server room is not. 
Cybex KVM switches let you pack more of your vital network equipment into less space. 

The AutoView Commander KVM switch allows you to control up to 64 computers with just 
one keyboard, monitor and mouse. By eliminating unneeded peripherals, you reduce your floor 
space requirements by 50% or more, freeing up valuable real estate for other uses. And while 
you breathe easier in the new-found space, the AutoView takes the squeeze off your budget by 
reducing your power and cooling costs. 

For larger installations, the AutoBoot Commander 4xP delivers true matrix switching. Any 
number of users can control hundreds of servers directly from their own consoles. 



If the pressure is building in your building, give us a call today. 




Novell designed for 



WindowsNT* 



www.cybex.com 

Cybex Computer Products Corporation | 1-800-932-9239 f*** 

Cybex. the Cybex logo. AutoView. Commander. AutoBoot and 4xP are trademarks or registered trademarks 
of Cybex Computer Products Corporation. The CRN Test Center Recommended logo is a copynght of CMP Media 
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100 CDS, WITH COLOR 
INSERTS, IN 24 HOURS? 

Yes we can! 

CD & DVD Manufacturing 
and Packaging 

■ CD-R Duplication 
1 CD-R Silkscreening 

CD-R Gold™ Media and 

Labeling Kits 

CD-R Duplicator Sales 




Why should you use Catalogic? 
Listen to a satisfied customer 

Thanks for the quick turn around 
time on our recent CD order. We 
are very pleased with the service 
we have received! 

Tami Gibbons, Office Mgr. 

Fitnesoft, Inc. 

October 14. 1998 



S775 Complete 

Dupe up to 200Mb with 
four color label, single- 
tided four color insert 
and tray card, jewel box. 



S1699 Complete 

Two color silkscreened 
discs, four color glossy 
insert & tray cards, jewel 
box, and poly wrap. 



S3200 Complete 

Two color silkscreened 
discs in shrink wrapped 
four color cardboard 
sleeves. 



COMPLETE TURNKEY - JUST SENO US YOUR MASTER CD-R AND GRAPHICS FILES! 



Visit our web site: 




www.catalogic.com 
or call: 
(800) 255-4020 



Your CD-ROM Production Source" 

935 S*rro Vulo Ave • Mountain Vtew. CA 94043 
W. 650.96 U649 Fox: 650-9625333 
Email salesScotologic com 



o 



Quality 

Cowmiom 



Get it right on the 1st Run! 

Optical Filing Systems 
Cartridges • Scanning 
Tape • Disk 'Fiche 
Film • CD-Rom 

TAR QIC VMB 
TK-50/70/85 
UNIX 8MM4MM 
3480/90 DATABASES,, 
9-TRACK XENIX 
+2000 OTHERS 

spreedsheetJ 

www.1strun.com 



1 3590/3480/3490E • 8/4MM^DLT^QIC •TK50/70/80' CD-ROM 






7 good reasons to choose 
DriveSavers: 

1. We're rihisi tr^sU\l jml rcspcttcd dau 
H0OW]! *peciah*lv 

2. 24-hour. onsite. and »«iend xt\kc avaiUMe. 

3. Pixiprictan icvhttkjue'. mi aiharKvd »c retrieve 
diUi inher> might umply jtxinilon. 

4. Ovrr 1 2 years ol dita rcvtivm cupcrx-ivc 

5. Certified u> nuintain all 
dnvc uarranlicv 

4. hrjturcd by CNN. C-Net 

NcxtSlep. Forhcs 
7. All Morale devices; [)OS. 

WirtW. WinNT.OS/Z. Mat. 

UNIX. Sun. SGI. Novell 



www.dnvesavers.com 





DATA 



CONVERSION 



TAPES-9 TRACK • 3480/90/90E 

DEC TK • 4/8MM QIC • DLT 
DISKS-3 • 5 - 8 • Jaz Zip CDR 

Word Processors S/34-36-38 
DUPLICATE-CD s • Disks - Tapes 

Mainframes to PC Data Experts 



Need It Fast? We meet Deadlines! 



Mailing Services • Data Entry 
1099/W2 Printing & Mag Filing 
Customized Processing Services 

Superior SERVICE since 1 970 



800*533*4443 

CHAIKEN SYSTEMS 

370 7TH. Ave. New York. NY 10001 



1. Blank CD-R Medio 



Qly. 100- S1.65 
IK. TDK orVerbolim 



2. Custom Screen Printing 



Qty. 100 -$3.40 
One Color / Includes Setup 
2 & 3 Color olso available 



3. Duplicated CD-R 



Qty. 100 -S6.90 
Copied & Verified / 1 Color Printing 

"You'll tilt! Our Prim- 
Vou'll Come Back for Our Service!" 



W> DIVERSIFIED SYSTEMS GROUP, INC. 
800-255-3142 

Visit our Web Site: http:lldsgi.com ■ e mail: info9dsgi.com 



Info World's Mailing 
List Policy 

Inf oWorirJ allows advertisers and other companies to use its mailing list for 

selected product promotions and other offers that we feel would be of interest 

to you. We screen these offers very carefully. If you do not want to receive these 
offers we will be happy to remove your name from the promotion list. 

TO REMOVE YOUR NAME FROM THE PROMOTION LIST. OR TO READ INFOWORLO'S PRIVACY 
POLICY. PLEASE VISIT OUR SUBSCRIBER SERVICES WEB SITE AT: 

hnp://www.iwsubscribe.com/privacychange.htm 

OR WRITE TO THE FOLLOWING ADDRESS: 

InfoWorld List Rentals 
Department GOO 
155 Bovet Road. Suite 800 
San Mateo. CA 94402-3115 



INFO 



■ 




i Over 10 years of experience with clients 
| worldwide including HP. NASA. & FedEx. 

I 



I 



We've recovered more than half-a- 
million megabytes of lost data. 
No minimum charge or diagnostic 
fee* 

(Call 24 hours a day. 



LAZARUS 



I 800-341-3282 




TAPES 'DISKS 'CARTRIDGES 
DISKETTE/TAPE DUPLICATION 

NDC CONVERTS DATA AND DOCUMENTS BETWEEN 

MORE COMPUTERS THAN ANYONE ELSE!!! 



5E. 1 6th St., NY, NY 1 0003 
www.ndci.co 




(877) 777-NDCI 

(2 1 2) 463-75 1 1 



I IBM • DEOVAX'APPLE -WANG 'AS/400* Lotus 'Access • SQL- SAS "SPSS I 



CD DUPLICATOR 
SYSTEMS 



^ $1,495 CD to CD 

i < N° PC required 1 

DEALERS 
WELCOME 

$7,995 4-Drive 
100 CD AutoLoad 



$6,995 CD with 
: 100 CD AutoLoad 
and In-Llne Printer 



800-248-3475 



phone: 317-842-2077 EXT: 202 
e mail sales@shaffstall.com 




CONVERSIONS 
DUPLICATIONS 



Tape 9-Track • 3480/90/90E • 
DLT • CompacTape • QIC ■ 
Travan • 8mm • 4mm DAT 
Disc CD-ROM • CD-R 
Disk SyQuest 135/230 • 200 • 
3 " MO • Jaz • Zip • 
8"»5 "••3""«3" 



Convert DP records/fields 
in a C° nvert legacy WP 
hurry? data via FTP site or BBS 



800-357-6250 



phone: 317-842-2077 EXT: 300 
| e-mail: supporti8shaffstall.com 



Since 
1973 



0 



CUACCCTAI I Find "* on tnc wcb: www.shaffstall.com 
OnftrTOIHU. pHQNE ^ 7 . M2 -Z077 FAX: 317-842-8294 



CORPORATION 7901 Easl 88,h street * Indianapolis IN 46256 





^prporate Disk Company 

(800) 634 -DISK 
www.disk.com 



The "On* Stop Shop" 
for Software Developers 
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HURRICANE ELECTRIC 

INTERNET SERVICES 



Colocation & Dedicated Servers 

Performance 
Multiple OC-3 network at 5 national 
exchange points moves your data over 
the shortest possible routes. 

Reliability 
Redundant OC-3 connections, UPS 
battery backup and an emergency 
generator keep your servers running 
optimally. 

People 

Our knowledgeable staff can answer 
your technical questions in a language 
that vou can understand -24/7. 



Call 408 282.1540 
or email sales@he.net 



softwari ^uplication. 

■ Diskette Duplication . Custom Labeling/Packaging 
• CD-ROM Replication • Fulfillment & Distribution 



CD-R DUPLICATION 

• No G/ass Mastering ■ Any Quantity 

• Quick Turnaround • Direct Imprint on CD-R 



0 



DISKCOPT 



To quote your next project, call 
800-551-3475 (Cleveland) 
800-645-9490 (Phoenix) 



Diskcopy Duplication Services, Inc. • Cleveland, OH 44143 
Fax 440-460-0801 • www.diskdupe.com 





Unix Workstations 
-buy \ 
-sell 
-rent 
dec, sun, HP, SOI 
Systems, Options, Terminals, 
Network equip 
Fully warranted 
Mfg. maintenance eligible 

Data Instruments, Inc 
Atlanta, OA 
800-466-1144 
770-919-8400 
dii@workstation.net 
www.workstation.net 



CMPCxpress.com 



Low Prices: 

5-»'i less than traditional Mail Order & Ratail 

Awesome Reviews: 
Sec our WEB silo lo read wtial our customers 
are say«) about ua 
Huge Selection: 
80.000* Name Brand Hardware & Software 
Cutting Edge 
Electronic Commerce Site: 
Fast. Easy, & Loaded with Eiduwe Features 
Exceptional Service: 

'Administrator * Award for Excellence" 



www.CMPExpress.com 




Chip Merchant Inc. 



Toll Free 888-701-2674 
FAX 610-499-5008 



We now carry: 

• Motherboards 

• CPUs 

• Memory 



• Video Cards 

• Sound Cards 

• Cases 



Houiv Men ■ fn 7 • 5:45 Sai 9 • A 

• Hard Drives 

• ZIP Drives 

• CD-ROM Drives 



Place your ORDER ONLINE today! 

www.thechipmerchant.com 
© S 800-808-CHIP 



■InfoMarket 

The Corporate Marketplace 

To find out more about promoting your products and 
services to the corporate market, call your InfoMarket 
Account Manager: 

Julie Ekstrom 

Southeast 
650-286-2741 

Craig Hammond 

Northwest 
650-312-0511 

Cy Lucas 

West/Southwest 
650-312-0685 

Corinne Swanson 

Northeast 
650-312-0623 

Marc Calvanico 
InfoMarket Advertising Director 
650-312-0575 



155 Bovet Road 
San Mateo, CA 94402 1-800-227-8365 
Fax: 650-312-0579 

K-mail: marc_caIv.uiicci£ /) infowonM.com 



WWW. 



Barcodehq.co 




RF letminals 



Portable Batch 
Readers 



Lasers, 
Wands, CCDs, 
Slot Badge, etc. 




30 Day Money Back Guarantee 
Widest Range of Products Available 
Direct From The Manufacturer 
Same Day Shipping 

■y yORTHlNGTON 

DATA SOLUTIONS 



For a Complete Catalog, 
Visit www.barcodehq.com 
or Call 

800-345-4220 

or 831 -458-9938 
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REFURBISHED NETWORK HARDWARE 



■ ROUTERS HUBS DSU/CSU • 
• SWITCHES TERMINAL SERVERS 

01300 

mm 

BUY I SELL I LEASE 

Overnight Delivery Fully Guaranteed 



Bay • 3Com ■ Adlran • Kenlrox 



TEL: 805-964-1618 
FAX: 805-964-9783 

www.networkhardware.coni 



NETWORK HARDWARE RESALE. Inc. 
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KEYNOTE PRESENTATIONS: 

Dr. Michael Cowpland, President & CEO, Corel Corporation 
Mark Jarvis, Senior Vice President of Worldwide Marketing, Oracle 

Torvalds, Creator of Linux 





Introducing LinuxWorld 

Conference: March 1-4, 1999 
Expo: March 2-4, 1999 
San Jose Convention Center 
San Jose, CA 

Now Linux has a brand-new show of its 
own. LinuxWorld Conference & Expo makes 
its debut March 1, 1999 It's going to be a 
blockbuster, because the Linux OS is the most 
talked-about technology in the IT industry. 
Attend LinuxWorld at the San Jose Convention 
Center and prepare to step into your own 
starring role in this rapidly emerging industry! 

Geared to developers, enthusiasts and 
professional end-users, the Conference 
program will feature issues and solutions 
focused on Linux technology. There will be 
fifteen pre-conference tutorials and over 40 
conference sessions. Attendees will include 
IS managers and decision-makers from 
Fortune 1000 companies, Linux developers, 
ISVs, VARs, OEMs and system administrators. 
The Expo will feature more than 100 emerging 
companies and organizations dedicated to 
Linux products and services. 

Reserve your seat now! For more 
information, complete and fax or mail 
the coupon or visit: 

wvvw.linuxworldexpo.com 

On the Web site, you'll get the latest updates, 
including conference session descriptions, 
show highlights, the exhibitor list, and more. 

YES! Tell me more about 
LinuxWorld Conference & Expo '99 

in San Jose. I'm interested in 
_| Attending _| Exhibiting 

Name 



Title . 



Company/Organization^ 



Address. 



City/State/Zip_ 
Phone 



. Fax_ 



email 

Mail to: 

LinuxWorld Conference & Expo 
P.O. Box 339 

West Bridgewater, MA 02379 
FAX: 508.620.6668 

or call 800.657.1474 

Owned and Managed by: 

#IDG 

WORLD EXPO 
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Mobile Goes Primetime! 
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andy Reed 

nfoWorld 

teve Wiidstrom 

business Week 




Mobile Insights 99. Don't miss out. 



Everyone who's anyone in mobile computing 
will be there. Shouldn't you? Register now 
www.mi99.com, or call 1-800-640-6497. 



at 



Mobile Insights 99. February 21-23, 1999 
Marriott Desert Springs Resort & Spa, 
Palm Springs, CA. 



Premier Sponsors Include: 
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Megahertz 
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IBM Mobile Computing 
IBM Global Services 
IBM Storage 



Microsoft 

a 
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^i, Starfish 



Xircom 



Other Sponsors: 1 -800-Batteries". AMD. BSQUARE Corporation. Callisto Software. Inc.. Compaq Computer Corp.. Duracell. EPSON America Inc.. 
EE Times. Extended Systems. Inc.. Fujitsu PC Corp., Hewlett-Packard Co.. Imation. InFocus Systems, Inc., InfoHorld. Intertop Corporation, 
I omega .Hobi 1 e Automation, Inc.. MobileWare Corporation. Mobility Electronics. Pen Computing. Philips Mobile Computing Group. PORT. Portable 
Des ign, Proxima Corporation*. Puma Technology, Qualcomm, Inc.. Sequel. Inc.. Silicon Image, Inc.. SoftBook Press, Sybase. Inc.. Symantec 1 ". 
Symbol Technologies. VADEM, Veritel Corporation. Visto™ and W1 relessKnowledge 



Register now with 
www.infojobs.com, a new online 
career service for the Information 
Technology Professional. 

With InfoJobs you will receive 
career opportunities via email 
notifying you about new positions 
that match your qualifications 
from major corporations around 
the country. 

Don't miss this opportunity. Your 
next career is a click away. 



www.infojobs.com 

HlnfoJobs 
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IEB 



Sales • Marketing • Customer Service 

The Global Leader in 

Sales, Marketing, and 

Customer Service Systems 

Siebel Systems has emerged as the global market leader in 
sales, marketing, and customer service information systems. 
We have become the fastest-growing client/server applications 
software company in history because our customers trust us to 
make them successful. We will continue to do whatever it takes 
to assure that our customers are 100% successful, 100% satisfied. 
To support our unprecedented growth, Siebel Systems is hiring the 
most talented sales, marketing, and engineering professionals at a 
record pace. 

Current openings in our Professional and Technical Services groups 
include: 



• Principal Consultants 
• Senior Consultants 
• Consultants 
• Senior Practice Managers 



• Practice Managers 

• Enterprise Architecture 
Specialists 

• Configuration Specialists 



Positions are available throughout the world! 

Atlanta • Boston • Chicago • Columbus • Dallas • Denver • London • Los 
Angeles • New York • Phoenix • San Mateo (San Francisco Bay Area) • Seattle • 
Toronto • Washington, O.C. 

For more information about these positions and other employment opportunities 
with SIEBEL SYSTEMS, visit our website at: www.siebel.com 

Please forward your resume (indicating geographic preference) to: 

Siebel Systems, Inc., ATTN: Corporate Staffing, 1855 South Grant Street, San 
Mateo, CA 94402; Fax: (650) 295-5111; E-Mail (preferred): careers@siebel.com 



Equal Opportunity Employe 



www.over50000hightechjobs.com 









www.dice.com 





* dice 

High tech jobs online 

Real Jobs. Real Fast. DICE: 5 1 5-280- 1 144 





St. Jude Children* Research Hospital (SJCRH), a world renowned 
healthcare institution, combines scientific research with leading edge 
technology to provide cures for children with catastrophic childhood diseases. 
We have recently embarked on an exciting and ambitious series of projects to 
deploy advanced clinical and research systems to support our patient care 
and research Our vision is to implement a "paperless' medical records system 
by the year 2002 New networks, infrastructure, databases and client server 
tools provide an exciting opportunity for highly skilled project staff and 
managers who would like to join our rapidly growing IT Division. 

• Director of Client Server & Web Development 

■ Director of Health Information Management Services 

■ Director of Support Services 

• Project Leader Administrative & Financial Systems 

■ Senior Database Administrator 

■ Database/Software Developer 

■ Senior Systems Administrator 

• Reengineering Analyst 

• Information Security Specialist 

For detailed information, 
please visit our website at: 

www.stjude.org 

You may also call our job hotline at. 

800-545-6292 




St Jude Children's 
Research Hospital 



ALSAC • Danny Thomas, Founder 

Equ.il Opportunity Employer - Si Jude Children* Research Hospital is a Drug Free Workplace 
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CAREERS 



Senior Programmer 
Analyst 

sought by company in 
Denver. CO specializing in 
business software solutions 
At a senior level, design and 
develop 32- bit, client-side 
software applications on a 
Microsoft Windows platform 
including developing front- 
end graphical -user interfaces 
(GUIs). The applications 
incorporate client server 
architecture. & multiple- plat- 
form interaction Query & 
update relational database 
management systems using 
SOL (structured query lan- 
guage) database communi- 
cation language Use C & 
C++ computer languages. 
WIN32 software development 
kit. Microsoft Foundation 
Classes (MFC). Visual C+* 
compiler & Object Linking & 
Embedding Component 
Object (OLEvCOM) model 
protocols m the development 
process Lead team of pro- 
grammer analysts in projects. 
& implement assigned 
enhancements for this team 
Make decisions tor team that 
tall within domain of respon- 
sibilities Act as mentor. 
Monitor S A R s (Software 
Action Requests). Requires 
Master s in Computer 
Science or related field: 
working knowledge of GUI 
development & programming 
language C (May be gained 
through previous employment 
or education program). Bam- 
5pm. M-F; $57,0007 year. 
(2 openings.) Respond by 
resume to James Shimada, 
Colorado Department of 
Labor & Employment. 
Employment & Training 
Division, Tower II. 0400, 1515 
Arapahoe. Denver. CO 
60202. & refer to Job Order 
Number CO 4602532 



► Jan is Crowley 

Recruitment Advertising Director 
(800) 227-8365 

EAST TERRITORY 

* Andrea Denny (650) 312-0551 
► Stacia Burke (508) 273-0042 



MIDWEST TERRITORY 

> Laura Wilkinson (773) 248-4301 
► Donna Dugo (312) 587-1390 

WEST TERRITORY 

> DeForest Smith (650) 31 2-061 7 

>AnnSilva (650)312-0544 



InfoWorld 

155 Bovet Road, San Mateo, CA 94402 
E-mail: recruitment_ads@infoworld.com 
Fax: (650) 286-2770 
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SPOTLIGHT ON SKILLS 



Networking 

System, network administrators 
see continued salary increases 

SALARIES FOR IT professionals who work in the 
system administration, network administration, 
and network security fields continued to grow in 
1 998, according to a survey by the SANS Institute 
The average salary plus bonuses for the 7,189 
respondents was 560,991. Of the three types of 
professionals 

More complex, 
more pay 

System, network, and security 
administrators in organizations with 
more operating systems tend to 
earn more money. 



Number of 
OS types 

1 | 

2 I 

3 I 

4 I 



Average 
ulary 

$58,647 



$59,086 



$60,846 



$61,439 



$65,204 



SOURCE: SANS INSTITUTE 



surveyed, security 
professionals 
came out on top, 
reporting average 
salaries of 
$67,943. Of 
course, some 
metropolitan 
areas reported 
average salaries 
much greater than 
the overall aver- 
age: Salaries in 
northern New 
Jersey and San 
Francisco were 

close to $80,000. 

The overall average salary increase reported 
from 1 997 to 1 998 was 1 1 .9 percent. 

"The growth rate is actually down from last 
year," says Alan Paller, director of research at the 

SANS 

Unix expertise pays off institute, in 

, . Bethesda, 
Salary increase ^ 

Main OS used Salary in past year 

still huge, 
but it looks 
like people 
are begin- 
ning to 
cope with 
the short- 
ages." 

The sur- 
vey also 

asked respondents which operating systems they 
used and how many operating systems their com- 
panies used.The responses suggest that the 
complexity of working with multiple operating 
systems leads to higher salaries. (See first chart, 
above.) A respondent's principal OS also affected 
both salary and salary Increases. (See second 
chart, above.) 

"Linux had the largest increase in salary, and it 
was already at the average," Paller says. 

Finally, respondents were asked what employers 
needed to do to retain their best administrators. 

Training" was a frequent response, although 
respondents wanted training to be relevant. 

"Once they get training, it isn't satisfying unless 
if s useful and they can put it to work," Paller says. 
"People are concerned about making use of the 
time they spend in training, not just getting out 
[of work] for the perk of education." 

— Margaret Steen 



MX 


563,111 


11.7% 


Iff 10 


563,873 


10.4% 


Linux 


561,027 


16.5% 


NetWare 


555,439 


8.4% 


Silicon Graphics 


561,115 


10.4% 


Solaris 


566,205 


■2.6 


Windows NT 


559,311 


12.3% 
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Reputation management 

■ To reach the top, you will need to keep tabs on how others see you 



By Paula Jacobs 

Career success may depend as 
much on how others perceive you 
as on your abilities. Hard to be- 
lieve? Then look around your or- 
ganization to see who is climbing 
the career ladder and why. 

Hard work, technical skills, and edu- 
cation are all important. But experts 
agree that your reputation counts just as 
much. So whether you are striving for a 
promotion or simply want to be heard at 
meetings, you may want to try beefing up 
your public relations efforts instead of 
signing up for another technical seminar. 

You need to be able sell ideas and con- 
cepts, says Dave Fontanese, director of 
information services at Citicorp Devel- 
opment Center, a division of Citigroup, a 
financial services and banking organiza- 
tion in Los Angeles. 

"You must have a lot of support for 
building consensus," Fontanese says. "You 
have to be a politician, diplomat, and mar- 
keter. It is not for the faint of heart." 

If you want to win support for your 
ideas, participate in key projects, obtain 
resources or funding, or get promoted, it 
is critical that your co-workers think high- 
ly of you. 

"Too often, IT professionals do not re- 
alize how important their reputation is," 
says Beverly Kaye, a Sherman Oaks, Calif., 
career development authority and author 
of the book Up is Not the Only Way. "Rep- 
utation is a critical and valuable com- 
modity. Too many IT professionals push it 
aside. It is not just about your technical 
skills — it is your political know-how and 
personal savvy." 

Many IT professionals may prefer to 
shun office politics. But if you plan to suc- 
ceed, you can't hide in your cubicle. 

"People tend to spend so much time on 
their technical thing that they don't spend 
enough time being involved with other 
people," explains Bob Murphy, president 
of Human Resource Partners, a human 
resource consultancy in Natick, Mass. 




Building a good reputation 


Do 


Don't 


Demonstrate competence 


Avoid extra assignments 


Maintain high visibility 


Hide in your office 


Ask for feedback — 
good and bad 


Ignore how you are perceived 


Find a mentor 


Assume you know all of the answers 


Be careful with e-mail and 
voice mail 


"Flame" via e-mail or voice mail 


Treat others with respect 


Dismiss others as stupid 


Show you are a team player 


Be self-centered 


Listen 


Brag about your accomplishments 


Get noticed for the right reasons 


Be known as the office jokester 


Be discreet 


Gossip or talk about others 



"Technical people tend to be so focused 
on technical things that they don't think 
about the rest of the business." 



WHERE DO YOU STAND? Does your office 
reputation need rehabilitation? 

Sometimes a major event — like being 
passed over for a promotion you thought 
you deserved — will make 
you realize you need to 
take stock of what others 
think of you. If this hap- 
pens, ask your manager for 
an honest assessment of 
your strengths and weak- 
nesses and what is re- 
quired for you to reach the 
next level. 

But even if you are hap- 
py with your job, it is a 
good idea to periodically 
evaluate your reputation. 

If you want to know what others really 
think of you, begin by asking yourself 
these questions: How often do your col- 
leagues request your help, invite you to 
join key projects, and listen to your sug- 
gestions at meetings? Do you find it diffi- 
cult to obtain project resources? Would 
others call you a team player? 
Kaye suggests asking yourself what your 
colleagues would say 
about you if you left a 
meeting for 5 minutes. 
Next, ask your col- 
leagues and customers 
what you can do more 
of, do less of, and con- 
tinue doing in order 
to meet their require- 
ments. Make sure to 
pose your questions to 
someone who is objec- 
tive and whose opinions 
you respect — and re- 
quest very specific feed- 
back. Finally, be a good 
listener. 



"You have to be a 
politician, diplo- 
mat, and marketer. 
It is not for the 
faint of heart" 



— Dave Fontanese 
Citigroup 



"It is that simple and that tough," Kaye 
says. "Can you listen nondefensively? Can 
you listen to the grain of truth embedded 
in a criticism?" 

In your evaluation, consider intangibles, 
such as the corporate culture, how you 
treat or talk about others, and even your 
own self-confidence. 

For example, in a 
healthy organization, it is 
often easier to determine 
your reputation than in a 
dysfunctional organiza- 
tion. Dorian Hanzich, di- 
rector of IT services at 
Haskell & White, an ac- 
counting firm in Newport 
Beach, Calif, defines three 
types of reputations in a 
dysfunctional company: 
"the rising stars, the falling 
stars, and all of the corpses 
from battles gone by." 

Keep in mind, too, that blaming or dis- 
paraging others is sure to haunt you. 

"Bad-mouthing others is a no-win 
proposition," Hanzich says. 

And remember that how you view your- 
self has an effect on how others see you. 

"Don't sell yourself short," Hanzich says. 
"If you don't believe in yourself, [it is] 
guaranteed that no one else will." 

BURNISHING YOUR REPUTATION, whether 
you determine that your reputation 
needs help or you just want to make sure 
it stays good, it is best to start with the 
basics. As Socrates said, "The way to gain 
a good reputation is to endeavor to be 
what you desire to appear." 

Whatever your job title and the size of 
your organization, some common-sense 
guidelines apply. To influence managers 
and peers, you must demonstrate strong 
communication and strategic thinking 
skills, business acumen, and the ability to 
view issues from both the business and 
> REPUTATION page 98 
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Seminar Critique 



Oracle course puts DBAs' recovery skills to the test 



By Mario Apkella 

For people like you and me who have 
dedicated most of their working lives to 
making systems function smoothly, a 
computer breakdown is more than a sim- 
ple annoyance, because users rely on us 
to identify and repair the damage. For a data- 
base administrator (DBA), understanding 
what caused the malfunction and a 
having the expertise to quickly re- 
store the service is not optional — 
it is a must. 

However, repairing a malfunc- 
tioning database is often more chal- 
lenging and risky than setting up a 
new database. 

The cause of the failure may not be evident, 
and the choices that you as a DBA made when 
you created the database may have greatly re- 
duced the extent and the effectiveness of the 
recovery. 

In other words, the success of the recovery 
depends on how the database was set up, the 
frequency and accuracy of the backups, and 
the expertise of the person in charge of the 
database. 

Therefore, it is not surprising that Oracle 
lists the Backup and Recovery Workshop as 
the second most important class in the data- 
base administrator curriculum. 

Should you take this class if you have many 
years of experience as a DBA? 

In my view, yes, and for two reasons: The 
training that this class offers includes the new 
recovery features present in Oracle8; and this 




is a rare opportunity to sharpen your skills 
and evaluate your readiness to react to a 
database failure. 

In fact — and this is the part of the train- 
ing that I appreciated the most — the third 
day was almost completely dedicated to a 
database recovery drill. Our instructor chal- 
lenged us to repair 1 5 cases of data- 
base corruption one after the other. I 
was sharing my workstation with 
another student, and both of us 
were buried up to our noses in this 
game against the clock. 
In my view, this is as close to a 
real-life situation as you can get, and this par- 
ticular day alone is a worthwhile reason to 
take this class. You get valuable exposure to a 
variety of malfunctions that would be diffi- 
cult to simulate at your site. 

Now that I have piqued your curiosity, I 
must admit that my partner and I fell short of 
completing the test, as did most of the other 
students. This is an indication that those 15 
scenarios are difficult enough to be challeng- 
ing, because the class had many skilled DBAs 
in attendance. 

The first two days of the class examined all 
facets of an Oracle database from a recovery 
perspective; explored the possible business 
objectives of a database recovery strategy; 
and illustrated how to use the proper tools to 
reach those objectives. 

The following are some of the many topics 
we touched in those two absorbing days: 
■ How to perform backups and recovery 



from failures without the assistance of Oracle 
Recovery Manager; 

■ Playing it safe, or how to organize your 
database for a complete recovery from a 
failure; 

■ Save what you can, or performing an in- 
complete recovery of your database; 

■ Managing export and import; 

■ Implementing expert help with Oracle Re- 
covery Manager; 

■ Working like a pro, or using an Oracle Re- 
covery Catalog to keep track of your backup 
and recovery activities; and 

■ How backup and recovery can be more ef- 
fective using Oracle Recovery Manager. 

At the conclusion of our training, we had 
explored every possible scenario of database 
malfunction, and more importantly, we knew 
how to manage real-world situations, which 
are not necessarily done by the book. Need- 
less to say, the expertise and open attitude of 
our instructor were invaluable in achieving 
those results. 

In conclusion, this was a useful and infor- 
mative class that I recommend for both ex- 
perienced and novice DBAs who want to 
learn first-hand from Oracle the techniques 
that can make the difference between a dis- 
astrous failure and a simple interruption of 
the service. 



Mario Apicella is a technology analyst at 
the InfoWorld Test Center and a former 
programmer and DBA. He can be reached at 
mario_apicella@infoworld.com. 



0rade8 Backup and Recovery 
Workshop (Course ID: 30021) 



Oracle Education 

Registration and information: (8001 633-0575 
education.orade.com 



ery 
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Price: 


51,320 


Length: 


Three days 


Locations: 


You can choose among training 




locations in 34 states. 



Student placement: Oracle's Web site suggests the 
most appropriate courses for your particular career de- 
velopment. Familiarity with Unix is a requirement for 
this class. 

Course content: This class teaches the nuts and bolts 
of how to revive a malfunctioning Oracle database. 
Course material: Fourteen chapters and five appen- 
dixes, well organized in two spiral-bound manuals. 
Teaching method: Scenario-setting lectures, fol- 
lowed by hands-on practice. 
Instructor: Extremely competent, authoritative, and 
enthusiastic. 

Setting: Our class was In an easily accessible building 
in San Francisco.There was one Windows NT work- 
station and an Oracle database for every one or two 
students. 

Class size: Twenty students were comfortably accom- 
modated, although some students had to share a 
workstation. 



Score: t ? t ? f 



\ For more information about InfoWorlrSs 
Seminar Critiques, go to www.infoworld 
.com/printlinks. 



Reputation 

Continued from page 97 



technical perspectives. Finally and most 
important, make sure to deliver results and 
let others know about your efforts by devel- 
oping and maintaining a strong support 
network. 

Dave Opton, executive director and 
founder of Exec.U.Net, a career management 
service and network for senior executives 
based in Norwalk, Conn., says there are sev- 
eral key factors in getting promoted. 

"The number one thing on your list is you 
must be perceived as competent," Opton says. 
You must also actually be competent, of 
course, and your job needs to be visible to 
those above you. 

Don't stand around waiting for opportuni- 
ties to present themselves. Instead, take the 
initiative and be as resourceful as possible. 
Network outside of your department. Create 



TALK BACK 



How do you manage your professional 
reputation? Send your comments, 
ideas, and suggestions for Enterprise 
Careers articles to margaret_steen 
a infoworld.com. 



your own opportunities. And find a mentor 
who will guide you. 

Sometimes becoming visible and establish- 
ing yourself as a key player in the organization 
involves putting in extra hours. Volunteer to 

help out, particularly on high-profile projects. 
You will contribute to the organization and 
show your team spirit, while enhancing your 
own reputation, your manager's, and that of 
your department. 

"You should aspire to be the 'go-to person,' 
someone whom people turn to for a prob- 
lem," Murphy says. "Get to that point by be- 
ing known for your technical 
competence. Help out on other 
projects and provide advice. 
Put in extra hours to get 
ahead." 

Bob Petersen, an IS manag- 
er at Addison- Wesley Long- 
man, in Reading, Mass., says to 
do whatever possible to en- 
hance your skills and increase 
your visibility. He suggests 
improving your presentation 
skills by joining an organiza- 
tion such as Toastmasters, as 
well as taking advantage of 
every little opportunity, even 
accidental elevator encounters 
with executives or members of 
other departments. 



And when you are asked to provide extra 
technical support to the executive staff, con- 
sider it an opportunity rather than an extra 
burden. 

"It is a self-defeating attitude to say, "Be- 
cause someone is in position of power I don't 
want to work with him,'" Petersen says. "Pull 
out of your little desk and cubby and try to 
get your head around what the corporate ex- 
ecutives think. What is on their plate? They 
have goals — what are they?" 

There is no exact blueprint for organiza- 
tional success. 



www.infoworld.com/careers 



But whether you call it "office politics," 
"public relations," or "reputation manage- 
ment," to get ahead, you will need to step out 
of your cubicle. That means picking up on 
subtle clues and asking your manager and 
trusted peers for constructive feedback. Then 
work to apply what you have learned. 



Paula Jacobs is a frequent contributor to 
Info World's Enterprise Careers section. She 
is the principal of a business communica- 
tions company in Framingham, Mass., and 
can be reached atpjacobs@world.std.com. 



^Get 

answers to 
your career 
questions 
online. 



CAREER CURRENTS 

► When should you consider changing 
jobs to escape office politics? 

Margaret Steen answers readers' ques- 
tions online. 



STATE SNAPSHOTS 

► What is the IT job market like in 
California? 

Srafe Snapshots offer a comprehensive 
look at regional job markets as well as 
links to helpful Web sites for each state. 
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BUILD 

YOUR SKILLS 

► Should I get an advanced degree? In 
what field? 

Read about the skills you will need for 
a successful IT career and the options 
available for acquiring those skills. 
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IS SURVIVAL CUIDE • BOB LEWIS 

Once you have created an 
integrated IS plan, its time 
to start doing the real work 



management speak: That's an intriguing 
notion that merits additional thought on the 
part of our best people. 
translation: No. 

— IS Survivalist Roger Simpson explains 
the value of "additional thought" 

Although it's hard to believe, 
not everyone trusts consul- 
tants. Just because we are 
paid fault finders ... why 
would that engender distrust? 
And our practice of repackaging 
everyone's good ideas as our own? 
Hey, nobody forced the company's leaders to 
ignore their own employees, did they? 

And is it our fault you have to live with our 
advice but we don't? If we wanted to live with 
our own advice, we would be you, not us. 

Suggestion: Next time you hire a consult- 
ing team, ask who on the team worked for a 
living before joining the Dark Side. Although 
spending too many years in the trenches has 
its own hazards (like making headache- 
avoidance the top priority), real-world expe- 
rience helps consultants balance theory and 



practicality. 

( Full disclosure: My own 20 years of experi- 
ence include five in programming and analyst 
roles; five as a business analyst in manufactur- 
ing, marketing, and product development; five 
in IS leadership; and five as a consultant. Five 
must be my lucky number.) 

This week we wrap up a 16-part 
series on creating an integrated IS 
plan. Why an integrated plan in- 
stead of a strategic plan? My real- 
world experience is that IS strategic 
plans never happen. No matter how 
important they are, the urgency of 
day-to-day business invariably eclipses them. 
Strategy happens only when it's built into the 
day-to-day business of IS so everything si- 
multaneously furthers the strategy and pro- 
vides immediate value. 

The 16 columns that make up the integrat- 
ed IS plan are nothing more than a table of 
contents — only a framework for organizing 
your thinking. Worse than that, they set no 
priorities. If you try to do everything on the 
list, you will accomplish nothing on the list. 
A hallmark of effective leadership is its 



ability to focus on a few key initiatives. 
Franklin Delano Roosevelt, I have read, 
never had his name and prestige tied to 
more than five at any one time. 

As you review the company goals, tech- 
nical architecture evolution, process 
changes, and leadership goals that make up 
your integrated plan, figure out what will 
need your personal attention and sponsor- 
ship, what you can safely delegate, and 
what is good enough for the time being. 

What will need your personal attention? 
Anything that's a dramatic departure from 
the past. Whether it's a change in culture, 
adoption of object-oriented methodologies, 
better project management, or a new way of 
provisioning and supporti ng PCs, if it's a rad- 
ical change, you need to personally either lead 
or sponsor it. 

When do you lead and when do you spon- 
sor, and what's the difference? 

If you're leading a change, you personally 
manage it as a project, assigning tasks and 
defining milestones. If you're the CIO, the 
only projects you should personally lead are 
the ones your leadership team will execute. 
You will lose prestige and standing, and si- 
multaneously signal a lack of faith in your 
leadership team, if you personally lead any 
other kind of project. 

You can sponsor anything that's sufficient- 
ly important. Sponsorship means staying 
highly involved, and asking and answering 
lots of questions about deliverables, scope, 
purpose, and progress. It also means putting 
your name on it and using your position to 
clear away obstacles. 

In addition to leading and sponsoring spe- 




cific goals, you have one more leadership role 
to play, and that is making sure everyone 
works the plan. It's awfully easy to let day-to- 
day demands take over again. You have to 
make the plan a road map, not an add-on ac- 
tivity, or next year will be just like last year. 

More plans 

Many readers have asked for an easy way to 
pull everything about the plan together, so 
InfoWorld Electric has built a link page for this 
purpose. You can find it at www.infoworld 
.com/careers. 

I'm also delighted to report that Bob Lewis's 
IS Survival Guide (MacMillan Computer 
Publishing) is nearly done and should be in 
the bookstores by spring. It will cover in 
depth the same subjects as this series. 



Did you find this series useful? Send e-mail 
to Bob_Lewis9csi.com, or join his forum 

Bon InfoWorld Electric (www 
.infoworld.com). Bob Lewis is a 
Minneapolis-based consultant at 
■li Perot Systems. 




COOL CAREERS FOR 

DUMMIES' 

By Marty Nemko and Paul & Sarah Edwards 




* if you want a cool career or are 
looking for the right path to begin 
with, this unique resource provides 
a wealth of brand new career paths 
and loads of rescue tips. 

• Get descriptions of 200 career 
opportunities and find out the 
12 most revealing questions for 
uncovering your personal 
strengths and weaknesses. 



ALSO AVAILABLE: 

• Job Hunting For Dummies' 

• Job Interviews For Dummies' 

• Cover Letters For Dummies' 

• Job Searching Online For Dummies' 

• Resumes For Dummies' 2nd Edition 



$16.99 
$12.99 
$12.99 

$24.99 (includes CD Rom) 
$12.99 



Available wherever books are sold 
or visit www.dummies.com! 

The IDG Books Worldwide logo is s trademark under exclusive license lo IDG Books worldwide. Inc. trom 
International Data Group. Inc Dummies Man rs a trademark, and . . For Dummies Is a registered trademark of IDG Books Worldwide. I 



IDG 

BOOKS 

ViilllDM'IDtr 



Another Deloitte Coniulting Difference 



THEM: 
Promise you 
the moon. 




DELOITTE CONSULTING: 
Reach for the stars. 

Deloitte Consulting/ICS lakes a very different 
approach to consulting — an approach that delivers 
very different results for our clients. It should come 
as no surprise to learn thai this success requires 
that we take a very different approach with our 
employees as well. 

Our consultants must be flexible and collaborative 
enough to help clients develop the skills to manage 
today's challenges — and tomorrow's. We give 
them room to innovate and all the responsibility 
they've demonstrated they can handle. 

If you are a professional experienced in SAP" or 
Baan implementation, we should talk about the 
universe of opportunities at Deloitte 
Consulting/ICS. After all, there's no need to 
promise the moon — because we give you the 
freedom to become a star. 

Submit your resume by fax to: 
630-S75-115S 
or e-mail to: icsmwrecruit - dttus.com 
Please refer to Code IW-01/25 



A very different approach. For very different result*. 



Deloitte &Touche Consulting 

Group 

ICS 
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Sr. Software Engineer 

sought by computer software 

• i i 
consultant company in 
Denver. CO to work In 
Denver & other unanticipat- 
ed job sites in the Denver 
area to. at a senior level, 
design & develop software 
applications that incorporate 
client server architecture & 
ORACLE relational database 
management systems & run 
on UNIX & Windows NT 
operating systems. Create 
designs & design documen- 
tation. Code, test & debug 
the software applications. 
Engage in user training & 
support as necessary. 
Use Designer/2000, 
Developer /2 000 SQL. 
PL/SQL, & Pro*C in the 
design & development 
process. Requires a 
Master's degree or equiva- 
lent in Computer Science, 
Engineering, or related field 
(including Mechanical 
Engineering). Specifically, 
the position requires a 
Bachelor's in Computer 
Science, Engineering, or 
related field (including 
Mechanical Engineenng) 
plus five years of progres- 
sive software experience or 
I Master's in Computer 
Science. Engineenng, or 
related field (including 
Mechanical Engineering) 
plus three years of progres- 
sive experience; working 
knowledge ol Designer/2000 
& ORACLE relational data- 
base management systems. 
$61.000/yr; 8AM -5PM. M-F. 
(2 openings) Respond by 
resume to Jamas Shimada, 
CO Department of Labor & 
Employment, Tower II. #400. 
1515 Arapahoe St.. Denver, 
CO 80202. & refer to Job 
Order No. CO4602252. 



Programmer Analyst 

sought by software devel- 
opment company in Denver, 
CO to design & develop 
software applications & 
modules ft/or enhance & 
modify existing applications 
that incorporate client/serv- 
er architecture, that use 
TUXEDO middleware & run 
on UNIX or Windows NT/9X 
operating systems. Code, 
test & debug the applica- 
tions. Use C++, object ori- 
ented analysis & design 
methodologies & GUI inter- 
lace builders in the devel- 
opment process. Requires 
Bachelor's In Computer 
Science; 2 yrs experience 
designing & developing 
software applications using 
C++, object oriented analy- 
sis & design methodologies 
& GUI interface builders. 
$56.640/yr; 8AM-5PM. M-F. 
Respond by resume to 
James Shimada, CO 
Department of Labor & 
Employment. Tower II. 
#400. 1515 Arapahoe St.. 
Denver, CO 80202, & refer 
to Job Order No. 
CO4602535. 



IT Consultants & Contractors 
World Conferences Exposition 

The Nation's Largest Professional Development 
& Career Forum for IT Consultants 




Spend a few hours and 
drive your career ahead! 

■ Meet with over 60 of the 
nation 's top IT consulting 
firms 

■ Attend informative 

ii orksbops and sessions 

■ Hear from industry 
thought leaders 

■ \etwork with your 
colleagues 



Register Today for a Keynote Speakers 

FRFF FXPfl What Comes After the Internet? 

■ i ill uir u moo Danie | A ^ Vjce alU j cm 

and Receive Admission fotomedh Group, inc. 
to the Following Keynotes The New work style 

_ . . ' on y B <) K :ir . BOUOf in Chief 

and Special SeSSIOnS Contract Professional magazine 

The Contractor/Client Relationship: 
Making It Work 

Mervl Natchez. President & CEO. Tech Prose 



Special Panels 



Best Practices ot IT Consultants 
& Firms 

Tim Waterloo. Oak Enterprises & NACCB 

A Primer lor Entry Into the World 
of IT Consulting 

Jerry Erickson. Contract Employment Weekly 

Special Birds of a Feather Sessions 



For a Free Expo Pass and Brochure Call: 508-870-5858 or Visit our Web Site: www.itccexpo.com 



Produced by 

ir^rmetfagroup 



Premier Association Co-sponsor 
Midwest Chapter of the 



— rsAQ 



Premier Media 
Co-sponsor 



Corporate Co-sponsors 

ajTlonl 



STOrKA & ASSOCIATES 

InfoonatoD Technology Coaiuitmg 



- uw 



Media Co-spohsors 

Chicago Software News 
Computerworld c@reers 
ConsultLink.com 
Contract Employment Weekly 



developer.com 
DICE 

Dr. Dobbs Journal 



ICEnationwide.com 
InloWorld 

Intelligent Enterprise 



IT Consulting Newsletter 
Network World 
Software Development 



k'.V.V.'fl lii {.!','/•] •rSrT»l«] ul 



Goa^uqh 



Don't settle for second best. 
Find the right opportunity for you in 
InfoWorld's Enterprise Careers. 
For more information contact: 
Janis Crowtey 

Recruitment Advertising Director 800.227.8365 



H Enterprise 
Careers 



NTERPRISE CAREERS 
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Advertising Supplement 




IT in the 
Entertainment 




by Julie Connery 

There is a certain amount of glamour 
attached to companies that create ani- 
mated films or interactive games - the 
film premieres, the glitzy print and TV 
ads, the devoted fans. Yet, like any other 
successful business, these entertainment 
companies need a sound infrastructure, 
including skilled IT employees, to pro- 
duce their popular wares. In this special 
advertising supplement, we take a look 
at the specific technical skills some of 
these leading entertainment companies 
are seeking. 

DreamWorks SKG 

There are no titles at DreamWorks SKG, but if there were, 
Afshin Cangarlu and Tom Kotlarek might both be called co-CIOs. 
Together they supervise about 120 employees at the Playa 
Vista, California-based entertainment company. Cangarlu's staff 
supports the company in building and supporting business 
applications, including financial and corporate systems, the- 
atrical distribution systems, television sales and administra- 



tion, material management, contract systems, licensing and 
merchandising, facility management, the company Intranet and 
others. Kotlarek's group then manages data center operations 
and networking, end user desktop support, infrastructure and 
telecommunications - as Kotlarek says, "All the stuff no one 
wants to think about or worry about." 

"Three to four years ago, when the company had just start- 
ed, we had to hire most of our staff at once, and we looked for 
people with specific technical or business skill sets - for exam- 
ple, people with Networking, Oracle Financials, PowerBuilder or 
distribution experience," Cangarlu explains. "We have both in- 
house custom built applications as well as package systems. Our 
openings are usually around Oracle DBAs, Oracle applications 
including Financials and H/R, PowerBuilder, Unix system admin- 
istrators and Web design and development. We use our internal 
HR recruiting in filling our open positions." 

Project needs, and open positions, are discussed at year-end. 
As the company is still small, there may be only a handful of 
openings - an Oracle database administrator, for example. 
Training for current employees is on an as-needed basis. Cross 
training is used, when the company is lean in one area, or train- 
ing may be tied to the needs of a specific project. 

Universal Studios 

Programmers are what Reggie Pendleton is looking for. There 
are 12,000 employees at the Universal City, California location, 
and Pendleton is responsible for all IT and online hires. 
Opportunities are rare for the entry-level applicant. Prior expe- 
rience with data warehousing, Oracle packages. Visual Basic, 
client server and 4GLs are the skills currently in most demand. 

"When Seagram bought Universal," Pendleton says, "the 
environment changed. The new executives are definitely 
pro-IT." The company is about to merge with Polygram 
Records and Pendleton predicts this will result in more pro- 
jects of a global nature. "This is a tremendously challenging 
place to work," he continues, "in both your knowledge and 
your skill base." 

3Dfx Interactive 

Popular games heroine Lara Croft greets you at the 3Dfx Web 
site, as does the phrase "the ultimate entertainment platform." 
The San Jose-based company, which creates advanced 3D 
graphics accelerators for both PC and arcade games, will expand 
beyond California in its merger with graphics-board manufac- 
turer STB Systems, and grow to about 2,000 employees. 

"Talking about the technology behind the entertainment 
means talking about S3, InVideo, Intel and ACI," explains Dan 



Sweeney, Director of Human Resources. "3Dfx hires UNIX and NT 
administrators, hardware design engineers and software-related 
engineers. Ours is a highly competitive area." 

The company actively recruits computer science graduates 
and offers lots of on-the-job training. "New graduates are 
assigned to a senior person," Sweeney says, "and would ini- 
tially work on routine administration and the help desk, or 
upgrading UNIX systems." Once at the company, employees 
can become vendor-certified, and are reimbursed for outside 
classes. Classes in advanced engineering and IT are broad- 
cast to the company through the Stanford Instructional 
Television Network. 

Sweeney recognizes the competition in the Silicon 
Valley. "We're growing," he notes, "but we want to maintain 
that small startup environment so you can bring your dog 
in on Fridays." 

Creative Assets 

In the entertainment industry, technical recruiters like Lance 
Powell place both engineers and artists. Powell, who has a tech- 
nical background in the animation industry, works for Creative 
Assets in Los Angeles; the search firm also has offices in 
Seattle, Portland and San Francisco. His need for engineers is 
constant; the market for artists is far more volatile. 

"We place people through our offices according to the needs 
of the local market," explains Powell. "We are looking for Web and 
print talent, as well as computer and traditional animators. Our 
Seattle office has supplied Microsoft with about 40 percent of its 
staff. Web jobs are primarily in Seattle and Los Angeles, and in 
L.A., most of our placement is with the entertainment studios." 

"The animation market is in the worst slump I've seen," 
Powell adds. "Because many projects are still in an R&D or test- 
ing phase, there are tons of layoffs. Yet the schools down here 
in L.A. keep pumping out animators, as if there's work for them." 

What does an artist need to do to stay in demand? "Too many 
artists just want to be artists," Powell continues. "If you want 
to make a career in this industry, go all out. Learn all you can. 
Be an asset." Powell is disappointed to see schools that teach 
computer graphics still pushing storyboarding and live drawing, 
when studio production jobs demand a knowledge of procedur- 
al tools. "Artists don't want to learn HTML, Java or Renderman. 
And artists want feature animation jobs, turning their noses up 
at interactive - and yet interactive has the jobs and pushes i 
lot of the technology changes we see in this business," he adds 

"Supply and demand says that feature animation is currently 
flooded with animators, but there's more than enough space foi 
Web and interactive," Powell concludes. 
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For more informationcontact: 
Jan is Crowley 
Associate Publisher, 
Recruitment/WITI Fast Track Magazine 
BOO.227.B36S 



H Enterprise Careers 



Systems Analyst 

Analyze client user require- 
ments & recommend com- 
puterized solutions and 
insure the analysis, design, 
develop implement, test, 
document, user training & 
support (knowledge trans- 
fer) ot SAP R3 financial 
software applications. 
Bachelor's Degree in 
Economics. Accounting & 
2 years experience in job 
related occupation Financial 
Analyst Management 
Consultant. Experience 
must include SAP, 
Knowledge Transfer, 
Business or Information 
Technology. One year of 
experience may be used in 
lieu of every year of college 
deficient, 40hr./wk. 
$57.096V r - Job Site/Inter: 
Denver. CO. Send ad & 
resume to Colorado 
Department of Labor & 
Employment, Employ. Prog. 
ATTN: Jim Shimada, Two 
Park Central, Suite 400, 
1515 Arapahoe Street. 
Denver, CO 80202-2117. 
refer io order number 
98-819. 
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A Reference for 
the Rest of UsT 

by ioycG Lain KBuntdy * 




• This fun and friendly 
guide will help you 
structure a solid letter 
with an opening line 
that demands attention. 

• Discover how to 
inquire about a specific 
position, request more 
information about a 
company, ask for an 
interview, and address 
salary issues. 



$1 2.99 US 

Available wherever books are sold 
or visit www.dummies.com! 
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ALSO AVAILABLE: 

• Job Hunting For Dummies' 

• Cool Careers For Dummies 

• Job Interviews For Dummies 

• Job Searching Online For Dummies $24.99 (includes CD Rom) 

• Resumes For Dummies", 2nd Edition $12.99 
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Career Opportunities 
in Entertainment 



What are you looking at? 



You're gazing upon 3Dfx, developers of the greatest 3D chipset 
technology to date. And if you're not already thinking about 
how to make it better, no need to read further. We're looking 
for visionaries. People who eat, sleep, and breathe 3D. Who 
want to design some of the highest-end technical products 
available. And who have the talent, creativity, and drive to 
push forward a company that's famous for constantly setting 
the standards in the 3D industry. 

Join us at 3Dfx. We're delivering unbelievably realistic 3D 
capabilities to the PC entertainment market. Supplying 3D 
technology to major OEMs to distribute our technology further. 
Destroying the competition. And having a great time doing it. 
We've got a reputation for producing products like no other in 
the 3D universe. Sound almost too good to be true? It's not. 
Join us in the following: 



Logic Design Engineers 

Software Engineers 

Sr. System 
Administrator - 
Network/Unix 



Sr. NT Administrator 

Sr. Validation 
Engineers 

Physical CAO 
Engineers 



Please visit our website for more information 
about these jobs and other opportunities at 3Dfx. EOE. 

All trademarks are registered to their respective companies. 



www.join3dfx.com 
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WANTED 

What are your thoughts about 
Enterprise Careers? 
Please give us your 
feedback... Contact: 

Janis Crowley 
Associate Publisher, 
Recruitment/WITI Fast Track Magazine 
800.227.8365 
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Information 
Technology 
Consulting 
Careers 



Advertising Supplement 



In the Feburary 8th issue of InfoWorld 

Bonus Distribution 

Information Technology 
Consultants & Contractors 
Conference 

Chicago, I L 
February 11-12, 1999 



For more information please contact: 

Janis Crowley, Associate Publisher, Recruitment/WITI Fast Track Magazine 
Phone 650-312-0607 or 800-227-8365 
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Information 

Technology 
Careers in 
Healthcare 

Advertising Supplement 

In the Feburary 22nd issue of InfoWorld 

Bonus Distribution 

Healthcare Information 

Management 
Systems Society Conference 

Atlanta, GA 
February 21-25, 1999 



For more information please contact: 
Janis Crowley, Associate Publisher, Recruitment/WITI Fast Track Magazine 

Phone 650-312-0607 or 800-227-8365 
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PRODUCT REVIEWS 



► Web application testing tool 



THE BOTTOM LINE 



WebLoad halts traffic troubles 



By Maggie Biggs 

Wr.B sites that do not 
adequately test application 
traffic prior to rollout can 
suffer from miserable per- 
formance. RadView Soft- 
ware's WebLoad 3.0 nicely meets 
the testing challenge by offering 
simple-to-use tools that will help 
organizations closely measure ap- 
plication performance before a dis- 
aster strikes. 

Among its peers, WebLoad stands 
out as a solution more closely fo- 
cused on application run-time per- 
formance. Other solutions, such as 
Segue Software's Silk and Rational 
Software's SQA Suite, are better suit- 
ed to testing during development. 
Still others, such as Mercury In- 
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WEBLOALVS CRUISE CONTROL wizard makes it 
easy to measure performance goals. 



teractive's Astra SiteTest, 
are more appropriate for 
gauging Web server per- 
formance. 

WebLoad is also im- 
pressive as a solution that 
requires little training. 
Those testing Web appli- 
cation performance will 
experience only a mini- 
mal learning period be- 
fore gaining value from 
WebLoad. 

I found it easy to use 
WebLoad's test-script 
generation tool. RadView 

refers to the test scripts as 

Agendas. The included Agenda Au- 
thoring Tool and a Web browser are 
all that you need to get going. 

Stepping through my 
test applications — some 
business-to-business and 
others business-to-con- 
sumer — yielded useful 
test scripts as the Agenda 
Authoring Tool recorded 
my actions. Once record- 
ed, the scripts are saved as 
JavaScript. 

Some sites can directly 
use the scripts as they are 
generated by the browser 
walk-through. However, I 
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WEBLOAD'S MONITOR lets users observe tests in progress 
while automatically generating reports and graphs. 



liked using JavaScript, which can 
allow developers to fine-tune the 
scripts as needed. 

Aside from test-script genera- 
tion, WebLoad provides Cruise 
Control. This facility enables the 
tester to set performance goals that 
the application should meet. A wiz- 
ard simplifies the configuration of 
your goals. 

I especially liked two aspects of 
Cruise Control. Testers can set up 
conditional goals, and they can in- 
clude multiple scripts to simulate 
different types of application activ- 
ity in a single test. 

RadView's licensing model for 



WebLoad will require 
additional purchases in 
order to simulate large 
numbers of clients. 
However, I liked being 
able to increment the 
number of users to mea- 
sure the expected pro- 
duction performance. 1 
also was able to share 
the load across servers 
to mimic my production 
environment. 

When executing the 
scripts, the user can em- 
ploy the Monitor tool to 
observe the progress of 
the tests and stop the process when- 
ever necessary. The Monitor tool 
automatically generates both re- 
ports and graphs; these are view- 
able both during and after the tests. 

The reports and graphs will gen- 
erally be suitable for most users. 
However, I think additional options 
that let the tester customize the out- 
put would be a great service. Those 
who do need customized output 
can export WebLoad results to oth- 
er applications, such as a spread- 
sheet. 

WebLoad 3.0 is a good solution 
for sites that want to closely check 
application performance prior to 



RadView WebLoad 3.0 

IT managers launching Web applications 
will find WebLoad quite helpful as a tool 
that can closely measure application 
performance. 

• Pros: Useful tools for establishing 
test parameters; automatically 
generates editable JavaScript- 
based test scripts; can simulate 
large numbers of users; measures 
application performance vs. desired 
goals. 

• Cons: Lacks additional built-in 
report and graph customization 
options; test creation through Secure 
Sockets Layer connections requires 
Microsoft's Internet Explorer. 

• RadView Software Inc., Lexington, 
Moss.; (888) 723-8439 (toll-free); 
www.maview.com. 

■ Price: $4,000 for 1 00 virtual clients. 

■ Platforms: Test Generation: Windows 
NT, Solaris. MX. Clients: Internet explor- 
er or Netscape Navigator versions 4.0 
and later. 

rollout. Organizations with intranet 
or e-commerce projects should 
evaluate WebLoad. 



Senior Analyst Maggie Biggs 
( maggie_biggs@infoworld.com) 
evaluates application development 
and database technologies at the 
Info World Test Center. 



- Cross platform report building 

VlsualSqribe greatly simplifies enterprise reporting 



By Tom Yager 

WITH ITS broad platform 
support (including Linux) 
and easily grasped scripting 
language, Sqribe Technolo- 
gies' SQR Server has earned 
kudos from users and reviewers. 
And even though Sqribe's SQR lan- 
guage is comparatively easy to 
learn, there are those who prefer a 
simpler approach. With the addi- 
tion of VisualSqribe Interactive 
Report Builder, Version 4.3 to its 
Sqribe Enterprise bundle, Sqribe 
Technologies gives users a rapid vi- 
sual interface to its powerful re- 
porting engine. 

I installed VisualSqribe 4.3 with 
Sqribe Enterprise 4.3.2. 1 on a Win- 
dows NT Server 4.0 system with a 
Microsoft SQL Server database. 
During my testing, I discovered that 
VisualSqribe adds considerable val- 
ue. Although I have no trouble 



grasping the SQR language or SQL, 
many will prefer to use VisualSqribe 
as their primary interface to the 
Sqribe product line. (Sqribe Enter- 
prise consists of four key compo- 
nents: SQR Enterprise Reporting 
Server; VisualSqribe Interactive Re- 
port Builder; ReportMart Enterprise 
Information Portal (for Web-based 
delivery), and PowerSqribe Visual 
Query and Analysis.) 

A VisualSqribe session starts 
with the Query Builder wizard. You 
select the tables you plan to use, set 
up joins, and then choose columns. 
Everything is point-and-click, and 
the wizard preserves your ability to 
step back to add a table or join. 
You adjust join types (equals, not 
equals, less than, etc.) after you 
drag and drop, to choose your join 
columns. 

After Query Builder runs, the 
report designer creates a default 



report based on the order of the 
columns you selected. Unfortu- 
nately, Query Builder's column se- 
lection doesn't allow you to reorder 
or insert columns. You must delete 
selected columns, one by one, then 
rebuild the list to change its order. 

The expressions that create cal- 
culated fields can trip up inexperi- 
enced users. VisualSqribe's Expres- 
sion Builder presents a list of 
functions, operators, and column 
names that you can use in an ex- 
pression. Its drag-and-drop inter- 
face helps somewhat, but the Ex- 
pression Builder suffers from two 
serious flaws: multiple expression 
components (for example, concate- 
nating a last name and first name) 
are not combined for you, and even 
statements that pass Expression 
Builder's validity check can fail 
when executed in SQR. I found 
such failures common even for sim- 



ple expressions. 

VisualSqribe's layout tool is clean 
and well-designed for the most 
part, similar to the layout editor in 
Crystal Reports. VisualSqribe's tool 
supports advanced features such as 
computed columns and embedded 
charts. You can freely mix the three 
supported report types — tabular, 
chart, and cross-tab — in a single 
report format. Graphics are easy to 
import, and VisualSqribe will gen- 
erate a table of contents if you like. 

VisualSqribe is worth its asking 
price, and VisualSqribe brings 
greater ease and creative freedom 
to the humdrum task of report cre- 
ation. Like its nearest competitor, 
Actuate, Sqribe is a system you 
must know well to use effectively. 
What VisualSqribe gives Sqribe 
users is a head start, although it falls 
short of its goal of providing 
novices with a workable interface. I 
hope to see a smarter, tighter ver- 
sion of VisualSqribe in the future 
that would make Sqribe's power ac- 
cessible to a broader range of users. 



Tom Yager is a project lead at 



THE BOTTOM LINE 




JLDJ 



VisualSqribe Interactive 
Report Builder, Version 4.3 

VisualSqribe 4.3 enhances the popular 
Sqribe Enterprise reporting system with 
simpler, graphical report-creation tools. 



■ Pros: Great documentation; easy mix 
of report types; simpler interface than 
standard Sqribe products. 

■ Cons: Still requires considerable prod- 
uct knowledge; often builds syntacti- 
cally invalid expressions. 



■ Sqribe Technologies Corp., Menlo 
Park, Calif.: (650) 326-5000; www 
sqribe.com. 

'Price: $995 

• Platforms: Windows NI4.0, Windows 
95, and Windows 98. 

Healthweb Systems, in Irving, 
Texas. He specializes in application 
development, databases, and 
operating systems. He can be 
reached at tyager@maxx.net. 
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PRODUCT REVIEWS 



► Digital video-editing system 



THE BOTTOM LINE 



Casablanca plays with top picture quality and usability 



By Mike Heck 

IF I highly recom- 
mended a computer sys- 
tem for editing business 
videos that did not 
require a keyboard, 
looked like a VCR, and had 
a proprietary design, you 
might question my 
judgement. 

Initially, I, too, was skep- 

tical of DraCo Systems' Casablanca. 
After researching and using the sys- 
tem, however, all my concerns were 
quickly dispelled. The Casablanca 
is manufactured in Germany by 
Siemens. Another established Ger- 
man company, MacroSystems, col- 
laborated with DraCo on the sys- 
tem's design and software. More- 
over, DraCo has already shipped 
25,000 "Cassies" (as the system is 
nicknamed) — a volume sufficient 
enough to attract third-party soft- 
ware developers. 

Setting up Casablanca is effort- 
less. Just plug in the trackball, hook 
the cable up to a TV monitor, and 
attach your video source (a digital 
camcorder, for example). 

The system's single display does 
double-duty by providing quick 
access to all commands via menus 




CASABLANCA PACKS A PROFESSIONAL video-editing 
suite into a VCR-sized unit. 



and icons — and previews full- 
screen videos. I used the Project 
Settings menu to choose a preferred 
level of video resolution, which 
range from long-playing VHS to 
broadcast-quality BetaSP. (I 
recorded 45 minutes of video on a 
9GB drive at digital video quality.) 

Casablanca is a clip-based editing 
system, similar to Avid Technology's 
Avid Xpress. So the next step was to 
digitize my video elements, which 
appeared in a Scene Bin that sat be- 
low Casablanca's storyboard. 

Editing then moved to the Trim 
window, for cutting raw video clips 
to approximate length; and next to 
the Storyboard, where I found I 
could conveniently arrange, replace, 
or delete entire scenes. The whole 
process was very efficient, so I had a 
completed video in just a few hours. 



No editing system 
would be complete with- 
out transitions, special 
effects, and image pro- 
cessing — areas where 
Casablanca also excels. 
The Transition window 
has a greater array of 
digital effects than you are 
ever likely to use, such as 

3-D rotation, picture-in- 

picture, explosions, and twirls — 
and all these transitions can now be 
previewed full screen. Furthermore, 
the slow motion in Version 3.0's soft- 
ware is extremely smooth, and you 
can create flicker-free still images. 

Most important, rendering 3-D 
effects with Version 3.0's software is 
extremely fast; for instance, cross- 
fading between scenes took less 
than 2 seconds. Elaborate 3-D ef- 
fects take about 1 minute, but that's 
still very good when you compare 
those results to PC or Macintosh 
systems. 

One small annoyance is that you 
can't directly layer one effect upon 
another. You won't find this restric- 
tion in more sophisticated soft- 
ware, such as Adobe Systems' Pre- 
miere, but there is a simple solution. 
In this case, Casablanca lets you 



render a scene and then add yet an- 
other effect on top of the previously 
finished effect. 

Audio processing is significantly 
improved with the latest software 
release. For instance, a waveform 
display helped me visually adjust 
sound levels. And it's no longer an 
ordeal to precisely synchronize 
music or effects with a video frame; 
background music and commen- 
tary tracks are now anchored to 
scenes within the storyboard. 

Still, these changes merely refine 
an already outstanding system. 
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CASABLANCA'S INTUITIVE INTERFACE 

lets you quickly assemble video 
and audio clips. 

Casablanca's finished output is very 
high quality. 

Furthermore, PC vendors should 
pay close attention to Casablanca's 




Casablanca with software, 
Version 3.0 

Casablanca, whkh resembles a VCR, is an 
integrated computer video-editing sys- 
tem designed for corporate video 
departments, training professionals, 
educators, and Web developers. 

■ Pros: Easy setup plus Intuitive user 
interface; removable SCSI hard disks 
as large as 18GB; 12 output qualities; 
very fast rendering of more lhan 40 
video special effects; built-in titling; 
fine audio editing. 

• Cons: None significant. 

■ DraCo Systems Inc., Solder. Colo.; 
(303) 440-53 ! I; www.diaco.com. 

■ Met: S3.995 to $7,095, depending on 
processor speed and bard disk capacity; 
$299 for Version 3.0 software upgrade. 

'Platform: Proprietary system based 
on Motorola 6S040 or 68060. 

usability: The system turns on vir- 
tually instantly and automatically 
saves projects after every major 
command, so you can hit the off 
button at any time without risking 
your project. 



Mike Heck (mike_heck<e>infoworld 
.com) is a contributing editor and 
manager of electronic promotions 
at Unisys, in Blue Bell, Pa. 



* Mapping software utility 



Potent PCensus counts 
customer demographics 

■ Lifestyle codes find your audience 



By Geoffrey Hollander 

Many mapping and demo- 
graphic applications take 
you up the mountain to 
show you the vision, but 
then won't take you across 
the desert to the well — which, ul- 
timately, is where you want to go. 
Tetrad Computer Applications' 
PCensus 5.1 not only charts the ter- 
rain but outfits your demographic 
expedition as well. 

PCensus-USA, Version 5.1, is a 
profile and target addition to Map- 
Info Professional's desktop map- 
ping software that combines demo- 
graphic profiling, lifestyle targeting 
(a.k.a. clustering), and basic map- 
ping into one potent package. 
Demographic profiling defines a 
geographical study area such as a 



county, city, or ZIP code, and cre- 
ates a detailed report of the popu- 
lation's characteristics. 

PCensus lets you analyze politi- 
cal regions such as states, counties, 
and other named places, or shaped 
areas, such as circles, rings, or poly- 
gons. Further, because the ad- 
vanced version can use Maplnfo, 
you can design study areas directly 
on your computer screen. 

PCensus comes with numerous 
databases, including basic demo- 
graphics for the United States and 
Canada; consumer spending esti- 
mates; lifestyle data; and crime risk 
reports. You can order additional 
databases for the United States, 
Canada, Puerto Rico, and Russia. 
Observing PCensus in its natural 
habitat is the only way to really ex- 



perience the power, agility, and ver- 
satility of this application. PCensus 
gave me a complete demographic 
profile for each location I defined, 
whether I used concentric circles, 
polygons, standard census areas, or 
drive-time contours. This last fea- 
ture is really cool. First, I selected a 
central location, set the travel time, 
then the type of traffic — normal, 
moderate, heavy, or custom — and 
hit the calculate button. A few sec- 
onds later I was looking at a terri- 
tory of everyone within 15 minutes 
of my location. PCensus also deter- 
mined the pertinent demographics 
and generated a profile report that 
I could view on screen, modify, drill 
down, or print. 

PCensus also lets you define cus- 
tom "lifestyles"based on factors that 
best describe your target group; then 
it finds and ranks all the counties, 
census tracts, or block groups with 
populations or households that 
match. I created, for example, an 
"Upper-Crust Pet Owner" profile by 
combining demographic informa- 
tion regarding families with chil- 
dren, households with an annual in- 
come greater than $50,000, and 
people 40 years old and older who 
spend $450 or more per year on pets. 

I could save my work as a PCen- 



sus project or a Maplnfo Work- 
space, which allowed me to per- 
form additional operations on my 
study area using Maplnfo capabili- 
ties not accessed directly by PCen- 
sus. By saving my lifestyle codes for 
the whole state as a d Base file, I was 
able to post these codes back into 
my customer database, thereby 
telling me what my current cus- 
tomers' lifestyles are. From there, it 
was easy to define new, untapped 
areas for campaign management. 

PCensus is a tool that has a much 
wider scope than marketing. The 
CrimeRisk database can tell store 
owners what neighborhoods to 
avoid, or which victim crisis centers 
to locate for optimum accessibility. 
For law enforcement agencies, it 
can determine where to best assign 
heavier concentrations of officers 
with specialized training. 

PCensus isn't just a good pro- 
gram, it's a great one. It ties good 
database management, demograph- 
ics, and geography together in one of 
the most practical and useful appli- 
cations of its genre. 



THE BOTTOM LINE 



Geoffrey Hollander ( mpouch<e>tele 
port.com) owns and operates a 
direct-marketing database business 
in Lake Oswego, Ore. 
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PCensus-USA, Version 5.1 

This profiling and targetinq tool uses 
mapping, demographics, and clustering 
technologies to help you understand 
existing geographical areas, and to find 
new, often untapped, areas with match- 
ing profiles. 

■ Pros: Practical, easy, and efficient 

demographic-data mapping program; 

saves files as Maplnfo workspaces; 

fast, versatile, drive-time module to 

define territories. 
•Cons: None significant. 

• Tetrad Computer Applications 

Inc., Bellingbom, Wash.; (360) 
734-33 IS: fax: (360) 734-4005; 
www.tetrad.com. 

•Price: $395 for stand-alone edition 
with abbreviated mapping capabilities; 
$590 for edition that reguires Maplnfo. 
$1,295 for Maplnfo; $395 for Drive- 
time option. Additional data tables are 
priced from $220 per small state to 
$22,995 for all nationwide tables. 

•Platform: Windows 95, Windows 9S, 
Windows NT 4.0. 
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You can only build the right strategy based 
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Decision Point Strategies Research. 

The first Decision Point Series of reports, 
Enterprise Software, brings you the in-depth 
expertise and timely insight you need to make 
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PRODUCT REVIEWS 



► Directory services 



THE BOTTOM LINE 



Netscape bolsters solid LDAP server 



By Jeff Symoens 

When many people think of 
directory services, they still 
think of the NOS-embedded 
directories such as Banyan's 
Street Talk, Novell Directory 
Services, or a telco-based director}'. 
But directories have taken on a 
much greater role over the past tew 
years, and Netscape's Directory 
Server has been at the center of the 
Lightweight Directory Access Pro- 
tocol (LDAP) and application- 
based directory revolution. With 
Directory Server 4.0, Netscape adds 
numerous enhancements to the 
product, making it easier to extend, 
manage, and administer, while also 
raising performance a notch. 

Among the most obvious im- 
provements is Netscape's new ad- 
ministration console. Although I 
am not very fond of Java-based ad- 
ministration tools, Netscape Con- 
sole is one of the best. More impor- 



— I- 



NETSCAPE DIRECTORY SERVER 4.0 includes a 
new lava-based administration console. 



tant, however, the new Console sig- 
nificantly improves Directory Serv- 
er management tasks. If you are al- 
ready running Directory Server, 
you might upgrade solely for this. 
Still, as with other lava-based ad- 
ministrative tools. Console's per- 
formance could be improved. 

Previous versions of Directory 
Server have not provided very 
strong management tools. 1 was 



able to import users, just 
as with prior versions, 
from a typical l.DIF file or 
add users via Netscape's 
Web-based gateway inter- 
face. However, Directory 
Server's new management 
console does make it 
easier to add new users 
through the administra- 
tion interlace. 

Two of Netscape's goals 
for this release were to im- 
prove the product's per- 
formance and its scalability. I feel 
Directory Server has had pretty 
good performance in the past, and 
my informal tests showed a notice- 
able performance improvement. 
Netscape expects that Directory 
Server 4.0 will improve scalability 
from 20 million users per server to 
50 million, and that performance is 
up from roughly 3,000 queries per 
second to 7,000 on a four-CPU In- 



tel Xeon-based server. 

Netscape has also made a num- 
ber of other improvements to the 
product, such as making it really 
easy to set up and employ directo- 
ry replication among other LDAP 
Version 3-compliant directories. I 
like the product's new integrated 
automatic backup features. Net- 
scape has also added an SNMP 
Management Information Base. 
However, 1 found that after in- 
stalling Directory Server, the SNMP 
service on my Windows NT-based 
server failed to load correctly. 

Overall, Directory Server 4.0 is a 
pretty solid product, and it offers 
some definite improvements over 
the prior release. But Netscape is 
also planning to release some vari- 
ants, one of which should improve 
the integration with Netscape's 
Certificate Server, providing more 
cohesive public-key security with 
an I.DAP-based directory. You 
might want to consider these op- 
tions before making a decision. 



Write to Senior Analyst ]eff 
Symoens at jcff_symoens<e> 
mfawoHd.com. 



Netscape Directory Server 4.0 

This release of Netscape's directory ser- 
vice provides strong enhancements and 
should bolster Netscape's lead as an 
application directory provider. 

■ Pros: Lightweight Directory 
Access Protocol; much improved 
management and performance; 
SNMP Management Information Base; 
provides automatic integrated back- 
up; Directory Import process much 
improved. 

■ Cons: A few problems implementing 
SNMP; lava-based administration 
needs some performance improve- 
ments. 

» Netscape Communications 

Corp.; Mountain View, Calif.; 1650) 
917-25SS; infoQnetscape. com; 
home.netscape.com. 
• Price: $10 per user. 

■ Platforms: Windows NT 4.0, San 
Solaris 2.5. 1, 2.6, HP/UX 11.0, IBM MX 
4.2 1, SGI Im 6.2, Digital Unix 4M 
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ENTERPRISE TOOLBOX - MAGGIE BICGS 



Two views OR ERP: 

Outsourcing pros and 
cons, and hitching up 
withe-commerce 

You might well be spending 1999 con- 
sumed with year-2000 compliance testing 
or euro conversion projects while your 
other efforts, such as enterprise resource 
planning (ERP) rollouts, remain on the 
back burner. There are two interesting ERP 
trends on the horizon, however, that 1 think 
bear some investigation now: The outsourc- 
ing of ERP infrastructure, and the addition of 
ERP and electronic-commerce linkage. 

During 1998, three of the four largest ERP 
vendors brought forth outsourcing initia- 
tives. J.D. Edwards (www.jde.com) an- 
nounced its Network Application Services, 
Oracle (www.oracle.com) launched Busi- 
ness On-Line, and Baan (www.baan.com) 
introduced Midmarket Outsourcing. By the 
end of 1 999, SAP (www.sap.com) is also ex- 



pected to announce an outsourcing initiative. 

But does outsourcing ERP make sense? 
From my perspective, there are certainly or- 
ganizations that will benefit from an out- 
sourced ERP arrangement. There are some 
caveats to consider, however, before you com- 
mit to the outsourcing model. 

On the plus side, companies that outsource 
ERP can expect to enjoy operational simplic- 
ity and a more manageable line on the bud- 
get. ERP products have become 
more complex, and ERP vendors ^BSfll 
have begun to enhance their tech- 
nologies, including e-commerce 
links; these changes could require Ikx 
some IT training. ^Hf^ 

Shifting an ERP implementa- C^f-^j 
tion to an outsourcer means that the 
day-to-day operations and long learning pe- 
riods required will rest with that vendor. This 
frees the organization to focus on the busi- 
ness aspects of ERP. 

In addition, ERP outsourcers are pricing 
their services on a monthly basis with a fixed 
fee. This allows customers to better manage 
cash flow and eliminates the large outlays 
typically associated with ERP rollouts and 
upgrades. 

I do see four drawbacks to outsourcing 
ERP, though. First, few ERP customers have 



gone the outsourced route today, so I would 
advise caution unless you are very comfort- 
able in the role of an early adopter. 

Second, many organizations may find the 
physical data location a tough pill to swallow. 
The outsourcer would maintain (at their site) 
a customer's confidential and strategic data, 
which may not sit well with many corporate 
managers. 

Third, the cost of outsourcing ERP paral- 
lels other product and service leasing op- 
kto tionsinthat — over the long term 
HP^r — the cost will actually be greater 
than ha\ ing the product in-house. 
. J And, fourth, ERP outsourcers 
I ,^1 typically ot ter little or no support for 
H modifications. I feel this lack of flex- 
ibility will keep many companies 
from considering an outsourced 
arrangement. Thus organizations will not be 
able to implement unique business process- 
es, make necessary product modifications as 
their businesses changes, or take advantage 
of ERP as a competitive differentiator. 

Inside out 

In my Dec. 21, 1998, column, I wrote about 
the benefits derived from e-commerce and e- 
business applications. (See www.infoworld 
.com/printlinks.) The ERP community is 



also veering into business-to-business and 
business-to-consumer Web application ter- 
ritory. For example, SAP has delved into the 
selling side of the equation with a business- 
to-consumer and a business-to-business Web 
application. The company has also gone after 
the buying side with a business-to-business 
Web-based procurement product. 

Unlike the outsourcing equation, I believe 
there is significant benefit in linking ERP 
modules and Web applications. Three aspects 
should prove most useful at ERP sites. 

First, support for the XML standard will 
bring electronic data interchange transac- 
tions — common at many ERP sites — into 
the Web fold. Many customers will see the in- 
terface changes and more open transaction 
access as valuable improvements over pro- 
prietary mechanisms. 

Second, closely coupling external (but se- 
cure) Web transactions with internal ERP 
data should improve transaction perfor- 
mance. And, finally, the return on investment 
brought about by automating external trans- 
actions will be worthwhile for ERP sites. 



Would you consider outsourcing ERP? 
Should portions of ERP get hitched with 
e-commerce? Write to me at maggie_biggs& 
infoworld.com. 
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THE GRIPE LINE • EP FOSTER 

Online customer service 
promises you the moon 
:>ut delivers a black hole 



I might be wrong about Web black holes 
being evenly distributed, because there are 
signs they are most common where you least 
expect them: on the sites of Internet-related 
companies. Many of the reader com- 
plaints we heard last 
week were about Christ- 
mas shopping difficulties 
with Web-based retailers' 
inability to respond to 
customer requests for in 



1 & 



It's a place where stuff goes in but 
nothing ever comes out, an incomprehen- 
sible nothingness whose existence can be 
inferred only by its total lack of 
illumination. 

It is a Web black hole, and it's a 
phenomenon that is proving to be 
all too common in the brave new 
universe of electronic commerce. 
Whether you're trying to place an 
order, download a patch, get a price quote, or 
just ask a simple question, the e-mail address 
or online form on the vendor's site proves to 
be a total dead end. You submit the request- 
ed information, wait for a reasonable amount 
of time, then wait for an unreasonable 
amount of time, but nothing happens. You've 
found a Web black hole. 

One of the most frustrating aspects of the 
Web black hole is that you realize you've en- 
countered one only long after the fact. 

"Lately, I've been aggravated by corporate 
Web sites that provide contact information 
and then completely ignore the e-mail they 
receive," one reader wrote. "Futilely waiting 
for a response that is never going to come is 
especially aggravating. Instead of creating 
customer goodwill, these unattended sites ac- 
tually create antagonism." 

My first impression was that Web black 
holes were distributed at random throughout 
the electronic cosmos. Our aggravated read- 
er found most of his examples at the Web sites 
of low-tech companies. Others who have run 
into similar problems sometimes attribute 
them to the company's lack of technical savvy. 

"There should be a technical certification 
process for (companies that are] going to sell 
over the Net," another reader wrote. "They 
create more problems for their customers 
than they solve." 

High-tech companies, however, are hardly 
immune from spawning Web black holes of 
their own. The Gripe Line hears frequent sto- 
ries from readers who were lost in space at 
microsoft.com, unable to move after en- 
countering one too many "server not found" 
or "unable to initialize .dll file" errors. 

"I have written to every e-mail address at 
Microsoft I can find that doesn't demand a 
credit card," wrote one reader whose online 
attempts to claim a free course on Visual C++ 
from his purchase of Visual Developer Stu- 
dio 97 had been swallowed into the abyss. 
Not once has any message ever been ac- 
knowledged, let alone answered." 

Having no Internet access to a high-tech 
company can be particularly sticky because 
so many industry companies make it hard to 
contact them any other way. We've talked 
many times about how technical support op- 
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erations push their customers to go to their 
Web sites for help rather than calling, but fre- 
quently fail to respond to the e-mail queries 
that result. Now, though, they are 
starting to admit up front you may 
be falling into a Web black hole. 
Dan Seoane of the Info World Test 
Center recently spotted a notice on 
Creative Labs' Web site that warned 
Soundblaster customers submitting 
a support question that they might not get an 
answer for two weeks or more. 

"If you haven't gotten a reply in over two 
weeks, please resend your question," the site 
reads. "If you need faster service, please call 
one of our tech support phone centers." 



formation. (See "Holiday 
shopping on the Net: Many i .» 
are grumbling about I-com 2 
mercebugs,"Jan. 18,page89.) ■ 
Participants in an InfoWorld 1 
Electric forum on this subject ^MjjST ? 8 "^ 
last fall also focused on Inter- 
net businesses as some of the 
worst culprits. 

One forum participant had an observation 
that might explain why Web black holes are 
so widespread. 

"I've had the opportunity to learn more 
than I wish I knew about these Web-hosting 
companies that make all sorts of impossible 
guarantees and promises," the reader wrote. 

"The most common lie offered by virtual- 
ly all Web-hosting companies is '99 percent 



I 



uptime,' but a growing number claim to 'put 
the customer back in customer service.' ... 
Based on what I've seen and heard from oth- 
ers, this appears to be a pretty 
mmon problem among 
Web-hosting companies that 
promise far more than they 
can deliver. The same could 
he said for I nternet compa- 
nies in general." 

Is it possible that Web 
black holes are so com- 
mon because the Inter- 
net companies that oth- 
I ers trust to make their 
ilHj^W sites work aren't up to 

the task? Let me know 

what your observations of Web 
black holes lead you to believe. And next 
week we'll look at one more enigmatic phe- 
nomena populating the e-commerce firma- 
ment. 



Ed Foster has been writing about technology 
and consumer issues for nearly 20 years. 

Send him gripes about computer 
PHR companies and products at 

HH 



gripe@infoworld .com, or visit his 



forum at www.infoworld.com. 



NOTES FROM THE FIELD • BY ROBERT X. CRINGELY 



Looking for security 
in all the wrong places, 
Bobby buys some time 



■ bought rose socks for Christmas. 
1 1 bring this up because she continues to 
I bring it up, to every single person we 
Bencounter. I knew she wanted some- 
I thing more roman- 
tic, and that she'd be 
upset, but I wasn't ready 
for much more of a 
commitment. But, if 
she's looking for securi- 
ty, she's known for quite 
some time that she's in 
the wrong relationship. 

I've got algorithm 

Speaking of security, I 
overheard a Network 

Associates executive 
complaining to a colleague last week at a 
party during the RSA Data Security show. 
It seems Intel was giving Network Associ- 
ates a hard time about implementing the 
Common Data Security Architecture. Ac- 
cording to the exec, the company isn't 
averse to doing it, but is still figuring out 
the best way to approach it. 

The RSA show used to be a hotbed 
of math geeks talking about high-level 
theories and security architectures, but 



has since become overrun with marketing 
people trying to sell you on their company's 
security solutions. But, according to a new 
Kensi ngton study that is about to be released, 
computer security of 
a different sort is be- 
coming a major prob- 
lem for Fortune 1000 
companies. 

The study found that 
despite the widespread 
adoption of security 
measures, such as pro- 
viding access badges 
and gates, hardly any 
security has been at- 
tached to the comput- 
ers themselves, which 
tend to be easily carried out of the building 
— right past the guards. 

Which comes first? 

Panda Software has done it again, this time in 
Spain, managing to find a small, unknown 
virus, in a soon-to-be-released major Micro- 
soft product. I don't begrudge the anti-virus 
company its mission of removing viruses for 
its customers, but it seems suspicious that 
they always find one right as Microsoft is near 




launch. It makes you question what comes 
first, the press release or the virus. 

Last week, I reported that Symantec, 
which is also known for its anti-virus soft- 
ware, had been mishandling a problem 
with its WinFax software. That prompted 
another user to tell me about Act, the 
company's contact management software. 
The user reported that the program had a 
tendency to crash. The response from the 
Symantec support folks? Turn off all video 
hardware acceleration. 

Of course, maybe this is all a ruse to get 
more people to buy the company's Crash- 
Guard product. 

Cable guise 

Although the phone companies refuse to 
sell cheaper Digital Subscriber Line (DSL) 
solutions to businesses as long as they can 
still overcharge for a Tl line, the cable ven- 
dors aren't rushing to capitalize on the sit- 
uation. TCI Cable recently refused to in- 
stall its @Home service to a local business 
run out of a residential home in San Car- 
los, Calif. Instead, the cable company of- 
fered its @Work package, a symmetrical 
DSL connection providing 600Kbps up 
and downstream. 

with valentine's day comingup, I'm 
not out of the woods with Rose yet. I guess 
I should figure out what I need to give her 
to maintain this relationship. I wonder 
how much time a toaster would buy me? 



Send your tips and gift ideas my way. You 
can call me at (650) 31 2-0555, fax me at 
(650) 286-2775, or e-mail me at 
cringe@infoworld.com. 
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DOWN TO THE WIRE • NICHOLAS PETRELEY 

Network computing is the 
technology that just won t 
die, and Jini lives forever 



Johnny said teasingly, "It s coming to 
get you, Barbara," recalling the opening 
scene from Night of the Living Dead. 
"Stop it, Johnny!" Barbara snapped. 
"Ah, but you came here to dance on 
the grave of network computing, Barbara. 
The dead don't take kindly to being treated 
like that," John continued, imitating the voice 
of Boris Karloff. 

Barbara scoffed. But as she turned away 
from her brother, she did notice an unusual 
bulge in the moss-covered ground three 
graves to her left. Then to her right, she saw 
the loosely packed dirt of another grave 
crumble upward as a deteriorating hand 
broke through to the surface. 

Johnny wasn't joking. The cadavers of net- 
work computing were truly rising from their 
graves. It was — bum pum pum; sound of 
screams muffled by the thickening fog; cue 
announcer's voice with excessive reverb — 
"The Technology That Wouldn't Die!" 

So where are these reanimated cadavers, the 
evidence that network computing lives? 




Everywhere. Remember that 
network computing doesn't 
necessarily mean Java termi- 
nals. It means networked ap- 
pliances. 

With that in mind, take 
a look at all the recent an- 
nouncements about self-de- 
scribing software and de- t/3 
vices. Sun Microsystems' Jini 
is the most visible of these I 
technologies, and perhaps the 
most promising. Jini is a de- I 
rivative of Java object tech- I 
nology. It is meant to provide 
a relatively easy way for man- I 
ufacturers to create appli- 
ances that work together without the cus- 
tomer's intervention. 

In IT computing terms, that means Jini 
eliminates the need for platform-specific de- 
vice drivers. If you plug a Jini-equipped print- 
er, camera, and disk drive into a network, Jini 
allows them to discover one another and fig- 



awing its way back 
om the grave. 



ure out how to use each other's services. For 
example, the camera will automatically know 
how to save pictures to the disk drive, or print 
the photographs using the printer. 

IBM recently announced it is preparing a 
piece that it claims is missing in Jini. I BM calls 
it the Mobile Document Application Lan- 
guage (Modal). IBM describes Modal as a 
way to enable one Jini-connected device to 
exploit the most sophisticated features of an- 
other. I'm not sure if I fully understand yet 
what Modal brings to the 
table, but the move by IBM 
reaffirms the trend toward 
intelligent, self-describing, 
networked appliances. 

Even Microsoft has jumped 
on the interoperable appli- 
ance bandwagon, though it 
isn't specifically supporting 
Jini. Microsoft instead an- 
nounced that it will deliver a 
specification for Universal 
Plug and Play. 

So far, my money is on Jini, 
regardless of whether Modal 
flies or flops. Everything I've 
read about Jini makes sense 
from a programmer's per- 
^^^^^^^ spective, right down to its 
lease-based garbage collection. Imagine a 
digital video disc (DVD) player that talks to 
an amplifier via Jini. The DVD player leases 
time with that amplifier so that the amplifier 
knows how to use the player as long as you're 
listening to music. When the DVD is done 
playing music, it simply stops renewing the 



lease. The lease eventually expires, and the 
amplifier cleans up the programming garbage 
left behind. 

But most of all, Jini gets my vote because it 
is platform neutral. It is easy for IT folks to 
underestimate the importance of platform 
neutrality because many of us tend to see 
everything in terms of operating systems or 
computers. But recall that networked appli- 
ances will cover a tremendous amount of ter- 
ritory, including cheap, disposable consumer 
devices. Imagine a frozen dinner with a 
miniature disposable chip that tells any mi- 
crowave or toaster oven how to cook that meal. 

Microsoft hasn't released its specification 
yet, but I have a feeling the only way Micro- 
soft's Universal Plug and Play will lead to this 
future is if we agree to put Windows in every 
appliance. I shudder at the implications. 
"Your television has discovered a VCR and is 
installing the software for it. You must reboot 
to complete the installation. Rebooting. Your 
television has performed an illegal operation 
and will shut down. Because your television 
was not properly shut down, one or more of 
your devices may have errors on it. To avoid 
seeing this message at least four times daily, 
buy a television with software that doesn't 
crash all the time." 

Ah, if only real error messages were that 
honest. 



Send your platform-neutral mail to former 

consultant and programmer Nicholas 
■M Petreley at nicholas_petreley 
jJjjfSg GPinfoworld.com, and visit lu> forum 
lial'jS at www.infoworld.com. 



FROM THE ETHER • BOB METCALFE 

Don t be fooled: Telopoly 
deregulation is a bad thing 
for the computer industry 



JEFFREY eisenach of the Progress 8( 
Freedom Foundation (www.pff.org) 
says the computer industry is now a "ma- 
ture political force." This was accom- 
plished under his auspices by computer 
executives taking a"prir.cipled stand"on the 
bandwidth battle now raging in Washington 
between our Federal Communications Com- 
mission (www.fcc.govi and the telephone 
monopolies. 

Eisenach says the computer and telephone 
industries have rallied to eliminate that one 
remaining obstacle to rapid deployment of 
broadband Internet access, which is, he says, 
regulation of the telephone monopolies by 
our FCC. He says telopolies would quickly 
deploy $50-per-month megabit Internet ac- 
cess if only the FCC would stop introducing 
new and unnecessary regulations. 

Recently, computer executives from Cisco, 
Compaq, I BM, Intel, Gateway, Microsoft, Nov- 
ell, etc., met with their new buddies from Bell 



Atlantic, BellSouth, GTE, SBC, 
U.S. West, etc., and in Decem- 
ber 1998, they wrote two let- 
ters to FCC Chairman Will- 
iam Kennard and demanded 
deregulation of the telopolies. 
In return, the telopolies agreed 
to 10 principles "upon which 
the next generation of pro- 
gress in the digital economy 
will be built." See www.pff 
.org/popdec98.html. 

I say the computer industry 
is getting its pockets picked. 

The 10 principles say that 
when incumbent local ex- 
change carriers ( I LECs ) offer ^^^^^^™ 
Internet services, they shouldn't use their mo- 
nopolies to squash competing ISPs. They say 
ILECs should unbundle local loops for ISPs 
and let ISPs install equipment in telephone 
central offices. In return, ILECs should be 




Computer industry 
beware: You are being 
duped into pressuring 
the FCC to deregulate 
telopolies. 



freed from price and other regulations, 
which, we're told, are discouraging telopolies 
from speedily rolling out the megabit Inter- 
net access services we're all dying for. 

Well, the computer industry is being duped 
into pressuring the FCC to deregulate, but not 
demonopolize, telecommunications. The only 
thing worse than a few big, regulated tele- 
phone monopolies is fewer, bigger, unregu- 
lated telephone monopolies, which is what 
we've been gettingsince the Telecommunica- 
tions Act of 1996. 

FCC regulations are not 
why, in 1998, the television in- 
dustry deployed 700,000 ca- 
ble modems vs. the telephone 
industry's 25,000 Digital Sub- 
scriber Lines (DSLs). 

ILECs have not been able 
to resist leveraging their mo- 
nopolies against ISP compe- 
tition. The pro rata costs that 
ILECs would pass to ISPs, 
after decades of regulated 
padding, turn out way high; 
central offices turn out unac- 
countably full; and wiring 
services to ISPs turn out to 
require years of litigation. 
Furthermore, telcos would 
rather sell 1 .5Mbps T- 1 services for a price of 
S 1 ,000 per month rather than offer compara- 
ble DSLs for a $50 per month price tag. Eisen- 
ach says cable modems and DSLs offer Inter- 
net access for $50 per month, but actually ca- 



ble is already down to $40 per month, while 
DSLs run much higher, for example, in 
Boston, where I would pay $250 per month 
and more. 

ILECs should be told to spin off their In- 
ternet services. ILECs should be told to com- 
pete in the local telephone switching business 
in each other's central offices. And [LECs 
should be told not to buy one another. 

In their recent letters, computer executives 
seem to forget that I LECs are regulated by 5 1 
public utilities commissions (PUCs), not just 
the FCC. ILECs would like to be thrown to 
the PUCs, which, after decades of mature po- 
litical power, they own. 

I plan to have my mind changed about 
telopolies at a ComNet panel I'm running in 
Washington this week (see www.comnet 
expo.com/cndc99), and in May, at Vortex99, 
the Internet-telephone-television convergence 
conference I'm organizing (see www 
.vortex99.com). 

Note; Telco critic Bruce Kushnick says his 
book, The Unauthorized Biography of the 
Baby Bells & Info-Scandal,wii\ soon be avail- 
able in a 508-page paperback for a price of 
$49.95 (see www.newnetworks.com). 

Meanwhile, I stand by my prediction that 
cable modems will again outsell DSLs during 
1999 — and then on to 1900! 



Internet pundit Bob Metcalfe invented 
Ethernet in 1973 and founded 3Com in 
1979. Send e-mail to metcalfc@idg.net or 
visit www. idg. net/metcalfe. 
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(©e-business tools Intel Celeron" processor 333 MHz / 32MB memory / S3 Trio 3D AGP graphics / 3.2GB hard drive / From $899' 



You can't afford not to be an e-business. That's why we designed the IBM PC 300GL. It starts at a spartan cost of just $899. And remains cost-efficient 
over time, with intelligent new management features built in. Plug one in, and you can turn it on and configure it remotely. And smart software helps restore 
individual hard drives in the event of system irregularities. You can't afford not to learn more. Visit www.ibm.com/ibmpc or call 1 800 IBM 7255, ext. 4924. 



THE AFFORDABLE IBM PC 300GL 




THE WORK 
MATTERS. 



THE PEOPLE 
MATTER. 

THE TOOLS 
MATTER. 
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THE MANAGEABLE IBM PC 300PL 

The IBM PC 300PL matters. Manageability features like Alert on LAN "technology remotely signal problems like tampering or system removal before 
they become crises - even if your computer is turned off. It's about giving you better control over your network and better control over your 
e-business. This is important. See how the IBM PC 300PL can matter to your business. Visit www.ibm.com/ibmpc or call 1 800 IBM 7255. ext. 4759. 



Pentium' II processor (up to 450 MHz) with 100 MHz bus speed / AGP graphics / Integrated Audio and Intel 10/100 Ethernet 
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